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In gardening and selling to gardeners 


nothing succeeds like a GREEN THUMB 


Today, when home gardeners buy 75“ of all steel goods, there’s magic sell- 
ing in the name Green Thumb. It has the instant recognition and complete 
acceptance which are the basics of consumer self-service and the impulse 
buying of garden tools. Faster turnover and top profit is your reward. 
GET AN EXTRA 5%. Order Spring needs from your Green Thumb whole- 
saler now. Price protection, up or down, guaranteed. You can’t lose. 


THE UNION FORK & HOE COMPANY, Columbus 15, Ohio 
FLEX* BEAM FORKS @ RAZOR-BACK SHOVELS 








Sell the R-W line of Cualig hardware 


FOR STEADY 
TURN-OVER 


INCREASED 


PROFITS... 
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...sales tested and accepted for over 78 years! 





QUALITY at the RIGHT PRICE! 


The R-W line of QUALITY hardware in- 


cludes all of the following products: 


“LOCK-JOINT" Track and Hangers, R-W 
Weatherproof Barndoor Track and Hangers, 
R-W “Ear-Way” Track and Hangers, Latches, 
Hasps, Door Bolts, Flush Pulls and Door Han- 
dies, Stay Rollers, Binders and Floor Guides. 
Hinges in a broad assortment of types and 
sizes, Studding Sockets and complete hard- 
ware sets for single and double straight sliding 
doors, Complete line of Fire Doors and fire door 
hardware .. . industrial doors of all types and 
sizes. Electric Operators that will automatically 
open and close all types of doors and gates. 


In the heavy-duty hardware field one brand stands out above 
all others for its ‘‘designed-for-the-job" engineering and 
rugged construction ... what brand? R-W, of course. When 
your customer first hefts a piece of R-W hardware he will 
immediately feel and see the inherent quality that is “built- 
into" all of the many items in the R-W line. Each item is 
designed, constructed and finished to do the specific job 
you want it to do... . in fact, many items are Cadmium 
Plated, at no extra cost, to provide lasting performance. 
For a line that will give you top profits, plus complete 
customer satisfaction, insist on R-W heavy-duty hardware 
. . . the quality line that's priced to sell. 


Hdl tray 


. « » for complete information on the 
profit-making line of R-W quality hard- 
ware. Request your copy of Catalog 
No. 100-R, 





Richards-Wilcox 


MANUFACTURING COMPANY 


A HANGER FOR ANY DOOR THAT SLIDES 





310 W. THIRD STREET, AURORA, ILL. 


Branches in Principal Cities 





What 


I’ve just come from two important hard- 
ware shows—the National in New York, 
and the Midwest Hardware Dealer Show 
in Chicago. 

You can bet I spent plenty of time 
shopping the booths ‘of the other power- 
mower manufacturers. I was on the lookout 
for some ideas of the competition that may 
have escaped LAWN-BOY: 

And I’m sure many smart dealers were 
doing the same thing. That’s what the shows 


MAKING MONEY IN POWER MOWERS 


LAWN-BOY REPORT + OCTOBER 9, 1958 


the shows have shown 


are for. 

What did I find? Well, after a thorough 
search, with an open mind, I saw that no 
other mower line comes even near LAWN-BOY 
this year. The revolutionary sound-condi- 
tioned QUIETFLITE literally year's 
ahead of the industry. 

Now, for your own comparisons, here's 
a check list that puts the new QUIETFLITE 
up against the ordinary mowers you saw 
at the shows you attended. 


IS 





LAW N-BOY 
QUIETFLITE 





this 
manu- 


Engine designed only fo 
mower, by the mower 
facturer 





YES 


BOY Balanced-Powe: 
Engine 


the LAWN- 








Easy one-pull starting with 


hot-spark magneto 





YES 





89-cubic-inch muffler for 
mum silencing 


maAXI- 





YES 








Rubber 
engine 


shock-mounting of 


YES 





Vibration-free handle 


YES 





Fiberglass-insulated shroud fo 
sound-conditioning 


YES 





Guaranteed non-bendable 
crankshaft 


YES 





Blade stiffener 


YES 





Activated Pilot Wheel 








YES 











Hi-Lo Safety Handle 


YES 





Sure, there are certain LAWN-BOY-inspired 
features that the others now have too—such 
as staggered wheels, front trim and dis- 
charge, snap-off handle, aluminum housing, 
etc. But these don’t bring the “me-too” 
mowers into the same league with LAWN-BOY. 


LAWNGBOY 
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The truth is this: The shows have shown 
all you LAWN-BOY dealers that you’re selling 
a product that just can’t be matched by its 
imitators — a line that will truly bring you 
the Golden Age of power mowing. Happy 
selling this year! 


= 


ev * Mean.” Og 


Sales Manager 


Lamar, Missouri. Division of Outboard Marine Corporation 
Makers Of dahasan and Evinrewde Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 













ew JUMEO Lunch Kit 


OLDS 50% MORE anc 
it's EXCLUSIVELY UNIVERSAL! 


; 
i 3 
—— 
: 
I 




















M@ 12 PINT POUR-EASY BOTTLE 
HM OVER-SIZE LUNCH KIT 

M@ LOC-TITE SAFETY CATCHES 
@ CUP HOLDER 


vacuum Bott'* 





Only Universal gives you this Jumbo lunch kit with 
a full pint-and-a-half Pour-Easy vacuum bottle. 
Rugged construction to stand hard knocks and big 
enough for a lunch and a snack. Bottom loading 
Pour-Easy bottle eliminates cup-freezing and 

shock absorber mounting gives extra durability. 
Get your order in to your distributor NOW! 


STOCK THE FULL LINE FOR MORE SALES! 


NEVER 
DRIPS 
A DROP! 





SEPARATE POUR-EASY OUTING SETS - LUNCH KITS + CHESTS and JUGS - FOOD JARS 
VACUUM BOTTLES IN 10 OZ. 


PINTS AND QUARTS. 





LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 
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e Nearly everyone who buys 
chain is a customer for chain attachments 
and fittings. So be prepared to boost chain 
sales and profits by stocking Acco attach- 
ments and fittings. When a customer buys 
chain, sell him an Acco attachment or fit- 
ting to make his chain assembly complete. 
It’s a customer service he’ll appreciate and 
it will soon mark your store as ‘“‘chain 
headquarters” in your community. 


acco chain attachments and fittings are 
designed and manufactured to the same 
high standards as all other acco chain 
products. As a result, when you feature a 
complete chain section of American Chain 






WELDED 
RINGS 


Made from 
steel in a wide 
range of sizes 
or diameters. 
Self-colored 
and hot galvanized. 








Acco attachments and fittings! 
They go with chain sales— 
~ they'te the same" matched quality’ \ 
as other Acco products| |S 
...and they're profitable!” -— 





SLIP HOOKS 
_» Drop-forged and 
} | shaped to permit 
chain to slip easily 
through the loop. 
Furnished natural 


finish. 9 sizes —for chain sizes 
4" through 1’. 






"It's easy to sell 








<n 


items, you can be certain you are selling a 
line of products with “‘matched quality” 
throughout. 


@ ACCO attachments and fittings are 
“‘matched”’ in another way, too! Most of 
the items shown on this page come packed 
in individual cartons and boxes 
for greater ease in stocking, han- 
dling, and displaying. And to 
make your selling job easier, 
product labels list the correct 
chain size with which the item 
should be used for maximum 
safety. Sell the best ...sell acco 
Chains and Fittings! 


COLD SHUTS 


é For joining 

*) large sizes of 

Gana” chain. Use one 

size heavier 

than chain size. ." to 4”. 
Natural finish. 


GRAB HOOKS 


For use on log and 
other utility 
chains. Drop 
forged. Grabs 
when hooked over 
link of chain. 9 sizes—for 
chain sizes 4” through 1’. 
Natural finish. 








SWIVELS 


Made from malleable iron, de- 








ANCHOR = 7 » ) 
SHACKLES & > » « 
Made with CONNECTING LINKS 


REPAIR LINKS 


threaded screw Drop forged, for temporary 


signed to withstand the actual 
strength of the chain used 
with. 9 sizes—for chain sizes 
4” through %”. 





“$s” HOOKS 
Standard 
S-Hooks carried 
in 47 different 
sizes. Regularly 
furnished bright 
finish. 








rewepennre OOOH 





pin (shown) or 
plain round pin (not shown). 
Drop forged. 15 sizes—" to 2”. 
Self-colored, hot galvanized. 








ROPE SWIVEL SNAPS 


Have welded ring for engaging 
rope. 2 sizes: 6 ga. x 4" 1D. 
ring, 7 ga. x %” LD. ring. 
25 pieces in carton. Bright, 
bright zinc and nickel plated. 














Contact your American Chain 
distributor for complete informa- 
tion about these items or write 
our York, Pa., office for free Cata- 
log DH-176B and Price Lists R-957 
and R-758. 





; 







An easy way of joining pieces 
of chain. Can be closed cold. 
11 sizes—*," x 1° to 4" x 2%" 
Bright and hot galvanized. 








XD OPEN-EYE 
SWIVEL SNAPS 


Eye of snap is left open for 
attachment. Match snap size 
to chain size. No. 3-4, 1-2, 


1/0-2/0, 3/0-4/0. Bright, 
bright zinc or nickel plated. 





or permanent repairs. 13 sizes 
—Yig” to 1%". %&” size and 
larger have interlocking lugs 
and rivets. Self-colored and 


hot galvanized. 





=, 








COTTER PINS 


Made from cold drawn half- 


round steel wire. One end ex- 
tended for easy spreading. 
Wide choice of sizes. 








American Chain Division 


AMERICAN CHAIN & CABLE 


Bridgeport, Conn. * Factories: *York and *Braddock, Pa. 





Sales Offices: *Atlanta, Boston, *Chicago, *Denver, Detroit, 
*Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, 
“indicates Warehouse Stocks *Portiand, Ore., *San Francisco 


HARDWARE AGE, OCTOBER 9, 





1958 
















Leonard V. Rowlands, Publisher 
EDITORIAL STAFF 


William A. Phair, editor 

E. L. Barringer, managing editor 
Kenneth A. Heole, feature editor 
James M. Dixon, associate editor 

R. C. Rittenhouse, associate editor 
William P. Farrell, production editor 
George H. Baker, Washington editor 
Ray M. Stroupe, Washington editor 
Neil R. Regeimbal, Washington editor 


Albert J. Mangin 
“Who Makes it’ Directory editor 


Paul Wooton 
Washington member editoria! board 


J. S. Torrey 
Manager, Reader Service 


BUSINESS STAFF 


C. C. Read, advertising manager 
E. J. Sellick monoger, Reseorch Dept. 
Mary K. Dickinson, production manager 


Regional Offices 
Boston {0, Moss. 
John G. Wilcox, 10 Hiah S$. 
Telephone: Liberty 2-4460 


New York 17, N.Y. 

C. A. Wardley—-W. A. Roos 
100 East 42nd St. 
Telephone: Oxford ?-3400 


Philadelohio 39 Pa. 
* R. Flood. Chestnut & Séth Sts. 
Telephone: Sherwood &-2000 


Cleveland 5. Ohio 

W. J. Fedderv—-W. M. Hart Jr 
930 B. F. Keith Bidg. 
Telephone: Superior |.2840 


Detroit 2, Mich. 

G. L. J. Mitchel! 
714 Stephenson Bido 
6560 Cass Ave. 
Trinity 4-1616 


Chicago |, I! 

Mal M. Whitfield—Williaom E. Comiskey 
360 N. Michiaon Ave. 

Telephone: Randoloh 6-216é6 


San Froncisco 3. Co 
Frank McKenzie 

1355 Market St. 

Telephone: Underhil! |-9737 


Los Angeles 57, Co! 
L. H. Jackson, 198 S. Alvarado St. 
Telephone: Dunkirk 7’-4337 


Atlanta 9 Ga. 


John W. Sanaston. 137! Peachtree St.. N. E. 


Telephone: Trinity 6-4110 


Dallas 6 Texas 

Horold E. Mott 

189 Meadows Building 
Expressway at Milton 
Telephone: Emerson 8-475) 


Address mail to: Chestnut & 5éth Sts. 
Philadeiphia 39, Pa.: SHerwood §8-2000 


Charter Member 





& the 


HARDWARE AGE, OCTOBER 9, 1958 


Editorial 


by W. A. Phair 


Who is selling hardware... 


Ask a dealer the question, “Who is selling hardware these days?” 
and he’ll answer, “Everybody.” That is just about right, too. 


But, what causes people to buy hardware in stores that are not 
hardware stores? Well, there are many reasons. Some of the causes 
are beyond our control. But many of these causes can be controlled 
by us. 


One of the causes that can be controlled by us is the one that forces 
a shopper to turn to other stores for their hardware because some 
hardware stores do a poor job of stocking “hardware.” 


The word “hardware” has a very definite meaning to most shoppers. 
It represents a type of specialty merchandise. When the home owner 
wants this type of merchandise, he looks for a “hardware” store. 


But, what happens when the “hardware” store doesn’t have the 
merchandise? The shopper keeps looking in other stores until he finds 
a place that carries what he wants. Then this store has a new cus- 
tomer. 


This happens much more frequently than you imagine. If you'll 
check with your friends, I’m sure you'll find many experiences of this 
kind, as I have. 


Some folks will say that these other stores don’t really carry hard- 
ware. Well, don’t fool yourself about this. It’s true that they don’t 
try to stock as much as a real hardware store. But they do have a very 
carefully selected stock of most wanted items, and they keep this mer- 
chandise in stock. 


On the other hand, a hardware dealer will start out with a good, 
deep stock, but will let it run down; he runs out of best sellers. He 
doesn’t check his inventory often enough. He should have it in stock: 
he thinks he has it in stock. But he doesn’t. 


If you are going to claim to be a “hardware” store, you should 
have hardware. It’s your greatest promotional asset. We all fully 
appreciate the great value of such lines as housewares, giftwares, toys, 
etc. These are all tremendously important in developing good, profit- 
able traffic. But the bread and butter lines, the staples, like hand tools 
and fasteners, should never be neglected. 


And it is in these two basic lines .. . hand tools and fasteners where 
many stores are weak. No store can permit itself to be outdone in 
these vital items by other outlets. If you do, you’re pushing customers 
right into your competitor’s arms. 





Editorial 











continued 


If you want to be a hardware store, then take a good look at your 
“hardware.” Make certain that you keep this department fully stocked and 
attractive. Do this, and you'll get the traffic that will buy many, many 
other items. 


Don’t tell anybody... 


The past year or so has seen many critical statements made about the 
wholesale trade. We have long been quite disturbed at the number of manu- 
facturers and dealers who have written us or spoken to us about the sad 
shape the wholesale trade is in and how fast the wholesaler is passing out 
of the picture. 


We have been especially disturbed, because we know these statements are 
not true. We know, too, that these statements hurt the trade. How can such 
inaccurate opinions develop and persist? One reason for this, I believe, is 
because the wholesaler has not been active enough in telling what he does, 
how he contributes in moving goods. 


We are constantly being bombarded by all sorts of news releases from 
discount houses, rack jobbers, door-to-door firms, catalog houses, etc. We 
do not publish this sort of tripe. But some magazines and newspapers do. 
Against this flood of material, what do we see from wholesalers? Very 
little. In fact, it is difficult to get news from some wholesalers. We spend 
a great deal of time and money endeavoring to get such news, but it 
doesn’t come easy. 


There are some wholesalers who understand this problem and are most 
cooperative in telling us what they are doing. But too many still take the 
attitude that “what we do is our business and we don’t have to tell anybody 
about it.” Of course, everyone has the right to run his business as he sees 
fit. But when you must depend on other people for the success of your firm, 
then your business is other people’s business. 


If you want to keep quiet while all your competition is busy telling every- 
body how good they are, then you are the one that is going to suffer. And 
I think that is one of the big problems of the wholesale trade today .. . 
getting their story across. 


The general line wholesaler has many, many important assets. He has a 
tremendous story to tell his community, his dealer-customers, and his sup- 
pliers. It’s a good story. It’s a story that must be told over and over again. 
Telling this story once a year isn’t enough. It must be repeated again 
and again. 


Until this is done, the wholesale trade can expect to have these criticisms 
directed against them. After all, they are doing nothing to fight them. 


I’ve heard wholesalers tell dealers that they should spend two percent 
of their sales to advertise and promote their stores. This makes sense. 
But, how many wholesalers are spending two percent to advertise and pro- 
mote their services? 
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ACCESSORIES 






. justable, rotatable, remov- 
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GAY NEW COLORS IN BOWLS, HOODS, TRAYS °* 4 BASIC MODELS ° INTERCHANGEABLE 
2-LEVEL GRILL °* 3-POSITION SPIT DRAFT AND DRAIN CONTROL 





Model R30-2. Attractive 
24” fire bowl in bronze-and- 
white spatter pattern. 
Chrome-plated grill is ad- 


able. UL motor and spit in 
colorful bronze-enameled 
hood; wood work board; 1” 
bright plated legs, 6” rubber- 
tired wheels. 


Model R30. Same as above 
without hood, motor, spit 


Medel R21. Gay and festive 
looking with yellow hood and 
legs, and black 24” fire bowl. 
Grill rotates, adjusts, lifts 
out. Spit and motor in hood. 
1” zinc-plated legs; 5” rub- 
ber-tired wheels. 

Model R20. Same as above 
without hood, motor, spit. 

























































- 


make COLOR a feature 


that brightens your selling future! 


Cadet brings you the liveliest-looking line of out- 
door grills you ever saw—compact and colorful 
. . . 4 basic models with the most preferred fea- 
tures, most popular interchangeable accessories 
. . . colors that will make folks’ eyes pop... 
features that will make their mouths water... . 
lower-than-expected prices that will make them 
pull out their purses. 


Model R40-5. Handsome green and white spatter-pattern bowl, 
with lower tray to match, in fire resistant enamel on heavy 
gauge steel. Bowl is 6” deep, 24” in diameter. Chrome-plated 
grill is rotatable, removable, adjustable 3” vertically—and 
hinged for 2-level, “‘rare and medium’”’ simultaneous cooking. 
Draft and drain control with regulating handle. 15” gray 
enameled hood has 3 positions for UL motor and spit. Generous- 
size, no-warp wood cutting board. The 144" bright-plated legs, 
8” rubber-tired wheels and swivel front wheel provide maximum 
stability and mobility. 

Medel R40-6. Same as above plus smoker hood with heat in- 
dicator. 

Medel R40. Same as above, without hoods, spit and motor. 


Model R10. Promotionally 
priced, heavy-duty i8” fire 
bowl. Spiral, chrome-plated 
grill is rotatable, removable, 
adjustable. 2 handles and 
folding legs for easy port- 
ability. 











WASHINGTON 


NEWS 





BY THE WASHINGTON BUREAU OF HARDWARE AGE 


You ll have more control of 
theft if proposed law works 


Legislation to help merchants stamp out increasing 
losses from shoplifting will be introduced in Congress 
next year. 

The measure will specifically apply to Washington, 
D. C. But it will be designed as a model law which 
other states or cities should adopt. 

As planned, the measure would: 

(1) Permit a merchant, his employee, or a law 
officer to use “reasonable force to detain for question- 
ing for a reasonable length of time” a suspected shop- 
lifter. This would not be an arrest. 

(2) Permit an officer to arrest, without a warrant, 
a person suspected of having committed a crime 
against a store, without subjecting a merchant or em- 
ployee to suit for false arrest. 


p> outlook 


You should start urging your state or local officials 
to adopt similar legislation. It’s bound to curb theft. 
Remember that untold millions of dollars worth of 
goods are stolen from you and others each year, but 
you are presently denied reasonable protection. 


Your share of local parking 
projects now tax-deductible 


Hardware dealers and other merchants will find the 
cost of participating in municipal parking projects has 
eased a little. 

Government tax officials have reversed an earlier 
position. They will now permit merchants contributing 
to the cost of off-street parking through special mu- 
nicipal assessments to deduct the cost from their in- 
come taxes. 


The only restriction is that the project be nearby, 





10 






and otherwise meet the test of a “reasonable business 
investment.”’ 

In the past, special assessments of this kind were 
considered as property improvements and not deducti- 
ble. An increasing number of municipalities are build- 
ing off-street parking in business areas and assessing 
merchants. 


p outlook 


If yowre paying a special assessment for a municipal 
parking project, you can begin deducting it from your 
taxes. Check with your local district Director of In- 
ternal Revenue for a tax refund. Encourage other 
businessmen to get behind such projects in your area 
in the future. 


Planned postage-due penalty 
\ 
delayed past Christmas rush 


Postal officials won’t impose a bitterly disputed 
5-cent penalty on postage-due mail until next Feb. 1. 

The postponement, the second since the penalty was 
proposed, was made to permit further study by the 
post office department and to avoid “possible confu- 
sion during the holiday mail season.” 

The suspension was won by businessmen who com- 
plained that the penalty would cause serious problems 
in billing and advertising if imposed before all other 
higher postal rates are in effect and fully understood. 
A hike in third-class rates won’t be effective until 
next Jan. 1. 

The 5-cent penalty would be imposed on the receiver 
of postage-due mail, or on the sender if the receiver 
refused to pay it. 


p outlook 


You'd be wise to review your mailing practices before 
the Christmas rush starts. You may want to advance 
consumer mailing dates to beat new third class rates 
which go into effect Jan. 1. After Christmas, don’t 
risk the extra cost and customer irritation that inade- 
quate postage will cazrse. 
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NEW! r REALLY BiG 7’ POWER SAW 


FOR REALLY BIG PROFITS! 


| % This brand new Shopmate beauty has a new masculine look 

Model SC-700) q new power, new operating ease. It’s the best looking saw avail- 
able, loaded with selling features not found in any others .. . 

yet priced to sell for less than most 614’ saws! Has every con- 

ceivable feature! _— . 


® Big 7’ diameter blade cuts full 2-7/16" 5, ar 
at 90°, 2” at 45° © Powerful 8 amp. 115 ; 
volt AC motor @ Automatic Safety Clutch 

eliminates “kick-back” ® 

Lower guard retracting lever 

® Sturdy die-cast calibrated 

bevel gauge ® Adjustable 

graduated rip guide ® Hand- 

some silver luster finish. 


NEW! 


2 SPEED 9/s’ DRILL | = | 


CHANGES SPEEDS INSTANTLY—ELECTRICALLY! 

Revolutionary 2 speed drill is world’s easiest to use and most efficient! 
New modern design, plus all these outstanding features! 

© POWERFUL 2.8 AMP. UNIVERSAL AC/DC 115 VOLT MOTOR, 
FAN COOLED FOR TOP EFFICIENCY @ High speed — 2000 rpm 
for drilling wood, plastic, etc. © Low speed — 1000 rpm for 
heavy duty drilling @ Electro mechanical transmission changes 
speed instantly — electrically © Speed range selector switch 


interlocks with on-off switch for maximum safety ® Full power a We Me itinie) 
output at either speed © Precision geared chuck and key ® Mul- aa ead SWITCH 
tiple ball thrust bearing © Precision cut alloy steel gears ® | 

Weighs only 6 pounds, perfectly balanced © Spindle lock for 
easy chuck removal ® Silver luster finish. 


NEW POWER TOOLS - NEW EXCLUSIVE FEATURES +» NEW PACKAGING! 


= — Re oa SS at = 
UL) =. ; Reverse’ of | > 
s i thefickof YL 


, jtch: 
(Model 2100 5 Model K-280-B8 a sw = Model 520 


JIG SAW WITH JIG-LITE VERSATILE OSCILLATING SANDER 14" CAPACITY 6 AMP. DRILL 

The most populer, fastest sellin lig saw 2 amp. universal motor, extended front for WITH REVERSING SWITCH! 

you ve ever sold! Cuts 2 x 4's, oe circles, easy feather edging, over 25 square inches low weight-to-power ratio and reversing fea- 
bevels to 45° either side. Only saw with of sanding surface, patented non-slip locking ture make this drill top seller in its class. It's 
famous “‘Jig-Llite’ . . . plus every other con- knurled rollers . . . make this the hottest sander the only drill that has all the features for 
ceivable selling feature! on the market! heavy duty drilling at sensationally low ccst! 


Sp Die ON ee 
Vr meet te), TODAY FOR FULL Pyar 


: George Weatherby, Sales 
PORTABLE ELECTRIC TOOLS, INC. 
320 W. 83rd St., Ch.cago 20, Il. HA-108 


Yes, send me full details on the follewing ‘het’ tools: 

[) New 7° Saw, List $44.88 ) New 2 Speed Drill, List $32.95 

C) New Oscillating Sander, List $24.95 C) New Jig Saw, List $29.95 

() New 33-piece Drill Kit, List $25.26 [) New 4” Reversible Drill, List $39.98 

‘ Nome 

33 PIECE 1%," DRILL KIT (Model K-740-43) Firm Naeme___ 
An outstanding valve and an outstanding * SS 
seller! Includes powerful 2.6 amp. permanent | J Qs Address__ 
mirror finish drill with geared chuck and key, : City 
new all-steel Drill-Toter with lift off tray, . sap bee 2a eee eran 
and all the other accessories. > S r a My Preferred Distributor 
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rental housing 
in boom... 


the trend is to 
lay-away ... 


how the rest of 
‘58 shapes up... 


































HARDWARE BUSINESS 


OUTLOOK 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


Rental housing may be headed for its biggest boom since the roar- 
ing 1920s. Of all residential construction this year, 23 percent will 
be for rental units. That’s far from the record 44 percent in 1927; 
almost double, however, the 13 percent of 1956. Reason for the 
boom in rental housing: there is growing demand for housing for 
the older and younger age groups, folks who prefer to rent rather 
than own their own home. HA Recommendation: Keep a close tab 
on this rental housing trend in the market territory of your store. 
If more rentals come on the market, get ready to shift your emphasis 
on merchandise and price ranges. Rentals usually mean demand 
for economy lines as customers are not making permanent repairs 
or installations. Push merchandise used for storing clothing, house- 
hold effects, etc. 





The trend definitely is to lay-away this fall. Hardware dealers ex- 
pect to go all out in promoting lay-away for more sales of toys 
and gifts. Tip off on trend comes from article published in HARDWARE 
AGE (Sept. 11, p. 53) pointing way to get an extra 5 percent in sales 
with lay-away. Original supply of lay-away kits was gone, long 
ago. Presses are busy grinding out more tags, spinners, posters to 
keep up with orders. Here is prime evidence this will be the biggest 
season for lay-away selling. HA Recommendation: There’s still time 
to get on the lay-away bandwagon. It will take some fast moving 
to get a promotion going now for this Christmas selling season but 
it can be done. For details of lay-away kit see page 207, this issue. 





How does rest of 1958 shape up at the retail level? Sales should be 
about the same as for the end of last year, reports the National 
Retail Merchants Assn. Store inventories are low. Depart- 
ment and specialty shops are busy re-ordering. HA Recommenda- 
tion: You can’t do business from an empty wagon is an apt phrase, 
especially during the Christmas season. Watch inventories care- 
fully to glide into November with your top selections in toys and 
gifts. 





... turn to p. 186 for more news of How's the Hardware Business 
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WELDWOOD TRIM STAIN can be applied to doors (above) as well 
as to trim and moldings for color tone that blends with Weld- 
wood Prefinished Paneling. 





on] 





WELDWOOD PUTTY STIKS, merchandised in this attractive display 
unit, step up your turnover, make correct color-selection easy 
for your customers. 


Two new profit builders from Weldwood 


New Trim Stain and Putty Stiks join the high 
profit line of Weldwood Wood Finishes. 


NEW WELDWOOD TRIM STAINS, ready-mixed, deep-penetrating, 
hard-drying oil stains in 16 colors. Followed by a coat of 
Satinlac, Weldwood Trim Stain offers a simple, inexpensive 
method for finishing trim and doors in a color to blend with 
Weldwood Prefinished Paneling. 

The appropriate shade of Weldwood Trim Stain is recom- 
mended for beautiful finishing in a brochure contained in 
each package of Weldwood Prefinished Paneling. Weld- 
wood Trim Stain lists for $1.95 per quart, with a discount 
of 40% to the dealer. 


You get a full 40% discount on all 
fast-selling Weldwood Wood Finishes 





New Weldwoed Satin- New Weldwood Satin- Weldwood Firzite® 
lac® Lightener, a first lac®. clear, non-vellow- stops “wild grain’. White 
coot for natural finishes ing complete finish seals for pickling; Cleer as 


to prevent the darkening os it finishes. Preserves sealer for interior and ex- 
or ‘““wet’’ look usvo!l when natural beauty of all terior paints, varnishes— 
new wood is finished. It woods. Improved formula as stain when tinted with 
is not oa bleach. has more body, less odor. colors-in-oil. 
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WELDWOOD puTTY sTiks®, now produced in 16 colors, are 
ideal for filling nail holes and other minor surface defects 
in all woods. Match the shades of all Weldwood Prefinished 
Paneling, as well as other woods after finishing has been 
completed. 


Display units are designed to be filled in two ways: 
e for dealers who feature Weldwood Paneling, all 16 
colors, including those in the new Color-Styled 
Samara® line. 
@ for other dealers, a display of 12 colors, which will 
match virtually any natural wood finish. 
List price for Weldwood Putty Stiks is 39¢, with a 40% 
discount to the dealer. 


YOUR SHELF SPACE IS VALUABLE. Don't waste it on bulky inven- 
tories of slow-moving products. With fast-selling Weldwood 
Wood Finishes, you can supply most of your customers’ wood 
finishing needs. And with the big 40% discount, you get a 
bigger profit per square inch of space, too. 


Call your Weldwood representative today, or write 


WELDWOOD’ WOOD FINISHES 3. 


UNITED STATES PLYWCOD CORPORATION 
Dept. HA 10-9, 55 West 44th St., New York 36, N. Y. 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 








Popular price electric saw 


Customers looking for quality 
features at a medium price in an 
electric hand saw will be traffic for 
the Dagger model sabre saw with 
Orbite action. Saw is rated at 2.7 
amps and 3600 cutting strokes per 
minute. Cuts up to ™% in. steel 
plate, up to a bevel cut of 45 
deg. Comes with 10 ft cord and 
four blades, three for wood and one 








for metal. Retail: $54.50. Disston 
Div. H. K. Porter Co., Ince. 


For more data circle No. 1 on postcard, p. 143 


Button-less wall switch 


Your home-owner customers will 
like this switch that can turn the 
lights on or off with the touch of 
an arm loaded with packages, and 
can easily be located in the dark. 
Fashion Plate becomes an integra! 
part of room’s decor. Comes with 
ivory or clear plate that can be 
backed with wallpaper or paint to 





14 





match walls. Interchangeable with 
standard wall switches. Bryant 
Electric Co. 


For more data circle No. 2 on postcard, p. 143 


Crystal, chrome lazy susan 
Cameo lazy susan, No. 8870, is 
a five section glass plate 13% in. 
in diameter, has a separate glass 
bowl in the center with a chrome 
cover. The entire unit revolves on 
ball bearings in a separate chrome 
base. Retails in a gift carton for 












? 


$4.95. Crystal Ball Lazy Susan, No. 
8880, is also available. The Everedy 
Co. 


For more data circle No. 3 on postcard, p. 143 


Home snow plow 

This 
economy priced for volume selling. 
Heavy 22 gauge steel plow blade 
and snow tread 


Sno-King snow plow is 


tires help push 
snow and ice off driveways, walks, 





and patios. Retails at $6.98. Stand- 
ard Can Corp. 


For more data circle No. 4 on postcard, p. 143 





Swivel-action aerators 
Housewives will want this Bub- 
faucet aerator which 
swivels in any direction to flush 
entire sink or wash basin. It will 
give splash-free, odor-free aerated 
water. Made of chromium-plated 
brass. Offered in two models. SK- 
100 fits all faucets with outside 


ble-Stream 
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Want more information on these 
products? Then use free post- 


card on page 143. 


THAT CAN HELP YOU BUILD BETTER STORE PROFITS 








* Gh Oy 


er nel 


’ Z 
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thread and Chicago faucets with 
k-4 adapter. SM-100 fits most new 
style faucets with large 15/16-in. 
diameter inside thread. Adapters 
available to make aerators fit any 
faucet. Wrightway Engineering Co. 


For more data circle No. 5 on postcard, p. 143 


Liquid plastic repairs 

Dab liquid 
traffic item for self service custom- 
ers and impulse displays. Large 
tube with applicator cap is blister 


plastic repair is a 
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packed on hang-up card. Usable on 
vinyl plastic items, china, cloth, for 
mending toys, and in hobbycraft. 
tetails at 39¢. R. M. Hollingshead 
Corp. 


For more data circle No. 6 on postcard, p. 143 


Economy line of hand sander 
This sander will please almost 
any hardware prospect because of 
its low cost and long life. Tungsten 
carbide grits are brazed to a steel 


MVew . es MILEERS Faccs 





shoe which is mounted on a wooden 
block curved for easy gripping. 
Comes in medium (80 grit) and fine 
(150 grit) surfaces. Striking dis- 
play unit also furnished. Millers 
Falls Co. 


For more data circle No. 7 on postcard, p. 143 


Powerful 9 in. radial saw 

This Delta saw gives the home 
workshop owner the advantages of 
the professional’s machine. The 1 
hp motor develops up to 2 hp under 





load. New up-front controls easily 
position the fence from the front 
of the warp free fir table. Super 
900 cuts molding, does tenoning, 
drilling, grinding or shaping. Cross 
stock is 15 
in., will rip the center of a 48 in. 
panel, cut maximum depth of 2% 
in. List price with motor: $239. 
Rockwell Manufacturing Co. 


For more data circle No. 8 on postcard, p. 143 


cut capacity on 1 in. 


Wind-tunnel mower line 
Customers looking for new fea- 
tures in power mowers will be traf- 
fic for “wind-tunnel” mowing, a 
feature of four mowers in the 1959 
Toro line. Wind tunnel mowing is 
the creation of a power vacuum 
that freezes grass blades upright 
for crisp cutting, even wet grass. 
Polyethylene discharge chute and 
leaf mulcher are standard attach- 
ments on three Whirlwind models. 
Chute bags dead grass. The three 
(Continued on page 140) 
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TO HELP YOU SELL 





NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 
card on page 143. 


HELP YOU SELL MORE 





Wood rule in blister pack 


Here’s a 6 ft folding rule in blis- 
ter packaging for the do-it-your- 


ee ereeee eee eos 
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-e eer ees 
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self market. Card copy is designed 
so that when the 79¢ and 98¢ rules 
are displayed, side by side, the cus- 
tomer will automatically be up- 
graded to the higher quality rule, 
providing additional margin in each 
sale. Eagle Rule Mfg. Corp. 


For more data circle No. 9 on postcard, p. 143 


Display for power tools 


This ponderosa pine workbench 
comes free to dealers with a 








moderate purchase of electric tools. 
It stands 5 feet high with a 36 in. 
shelf providing additional display 
area. The bench is an ideal demon- 
stration table to enable customers 


16 





to test tools, is easily visible 
through out the store. Sunbeam 
Corp. 


For more data circle No. 10 on postcard, p. 143 


Household cement package 


Pliobond, a strong all-purpose 
cement, now comes in blister pack- 
aging on an attractive 5 x 7 in. 
rack-punched card. The display 
emphasizes the versatility and 





strength of this tube packed ad- 


hesive. W. J. Ruscoe Co. 
For more data circle No. 11 on postcard, p. 143 


Shear merchandising display 

This eye-catching display card 
features six Kleencut shears, tells 
how Micro-Tension blade adjust- 
ment can be changed to cut light or 

































heavy materials, how loose blades 
can be tightened. Three all-purpose 
fully nickel 7 in. Straight Trim- 
mers and three nickel plated 7 in. 
Bent Trimmers in one assortment 
at $2.25 each, retail. Six shears 
with black enameled handles retail 
for $1.69 each. Acme Shear Co. 


For more data circle No. 12 on pesteard, p. 143 


Perforated board fixtures 


Fixtures for perforated panel 
board now come in bubble packag- 
ing or stapled on cards. The new 
packages permit easier self-service 
and more attractive displays for 
Easy Hang % in. perforated board 
fixtures. Bubble packed cards are 














































larger fixtures are 


. £°s a 
mounted on 5 x 9 in. cards. 


buckles, Inc. 
For more data circle No. 13 on postcard, p. 143 


Turn- 


Ventilator assortment 


Your fall and winter sales of 
window ventilators will be stimu- 
lated by this self-service display 
unit available with an introductory 
assortment of Safeguard Ventil- 
Ators. The entire package costs 
you $34.01 and the merchandise 
sells for $59.19. There are 19 all 

(Continued on page 164) 
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the eye-opening styles in Wallace Stainless 


Even a fast look at any line-up of Wallace Stainless 
patterns shows you they’re the newest, most exciting 
patterns in the business! By a “‘line-up,”’ we don’t 
mean a mere handful, either. Wallace Stainless comes 
in 31 different patterns in 6 different price lines. . . 
every one a shining example of fine design, superb 
craftsmanship and great durability. Who could ask for 


more in stainless? Certainly, not customers! They've 
been buying Wallace Stainless, and will keep on buying 
it at the same record-breaking clip because they see 
the difference, too. It's the finest stainless made. 

For further information, see your local Wallace dis- 
tributor, or write to Dept. WH, Wallace Silversmiths, 
Wallingford, Connecticut. 





WALLACE|W7|STAINLESS 











The greatest name in American tableware 


BRIGHT STAR tst 


WALLACE STAINLESS —A DIVISION OF WALLACE SILVERSMITHS. AT WALLINGFORD, CONNECTICUT . 
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Rugged, durable 





MARLEX’ 


\ selected for new 1959 
TORO Rotary Mower 


components 


MARLEX rigid polyethylene moldings are 
rustproof, abrasion-resistant and unbreakable! 


This new Toro rotary mower 
incorporates three safety-engi- 
neered MARLEX high-density 
polyethylene components in its 
ultra-modern design... the 
engine canopy, discharge deflec- 
tor and discharge chute. 


During the selection of these 
parts for this new “wind tun- 


nel” Whirlwind mower, many 
materials were tried, but MAR- 
LEX was the only plastic that 
successfully withstood the severe 
shock-loading and abrasion test! 

Toro truly set the pace in 
power mower design when they 
chose MARLEX, the new versatile, 
heavy-duty Phillips 66 plastic. 


"MARLEX is o trademark for Phillips family of olefin polymers. 


PLASTICS SALES DIVISION 


PHILLIPS CHEMICAL COMPANY 


A subsidiary of Phillips Petroleum Company, 
Bartlesville, Okichoma 





Look for the MARLEX } 
label—your assurance of ee 
quality and dependability 





MARLEX 
Engine Canopy 





e Does not conduct heat — prevents 
burns. 

e Will not discolor from gas, oil or 
heat. 

eResists shock—protects engine 
from domage. 

e Rigid—keeps out branches when 
trimming, leaves cooling system open. 


MARLEX 
Discharge Deflector 


eNo sharp edges to cut or scrape 
operoctor. 

e Light weight— machine is balanced 
for easy handling. 

eTakes a punch!—MARLEX helps 
aim discharged material safely down 
away from operator. 


MARLEX 
Discharge Chute for 
bagging attachment 


eAbsorbs shock of vacuumed-up 
material being blown out of machine. 
e Unbreakable — MARLEX can toke 
all sorts of punishment. Won't crack, 
rust or corrode. 

eWears and wears—resists abra- 
sion from discharged material. 





STRONG 
TOUGH 
DURABLE 
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Dramatic ‘‘“X’’ comparison test proves 


new Toro rotaries can outmow ‘em all ! 


MOW DOWN COMPETITION WITH THE 
NEW TORO “WIND TUNNEL” ROTARIES! 


You can build your profits with the new Toro Sportsman* riding unit, 
too — another great addition to the complete Toro line! Read all 


about it — and other important news from Toro on the two inside 
pages and back page. 


*A registered trademark of Toro Manufacturing Corp 




















Sells fast at 


$8995 


19-inch hand-propelled. 2 hp. Com- 
plete with bagging attachment, leaf oa 
mulcher. “ene 


21-inch hand-propelled sells fast at 


$9995' 


22 hp. Complete with bagging at- 
Telealut-aimelitoMiteiMulti (dill a 
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Three new ‘“‘wind tunnel’’ Whirlwinds... 
loaded with extra sales features! 


=, | OUT-CUT ALL OTHERS—EVEN IN WET GRASS! Full-circle ex- 
Maas * Se/le fast ar panding WIND TUNNEL under the housing creates a super- 


| powerful vacuum that “freezes” every blade of grass upright for a 
; $13995 crisp, clean cut. IT’S A TORO EXCLUSIVE! 
Deane 
END RAKING AND CLUMPING! Compressed-air stream blows 
clippings, leaves and other vacuumed-up material into bag — or 
leaf mulcher may be used without bag. Prices on all models include 
bagging attachment, leaf mulcher. 


BAGS CLIPPINGS, LEAVES, LITTER! Sell it year ‘round for 3-season 
use! Cleans up the yard in the spring, bags clippings in summer, 
bags or mulches leaves in the fall. THIS IS THE ONLY ROTARY 
MOWER BUILT TO GIVE YOU 3-SEASON PROFITS! 


+Suggested retail prices — slightly higher in Canada. 





21-INCH SELF-PROPELLED. Positive front-wheel 






















gear drive. 3 hp. Complete with bagging attach- Since the latest design and engineering advantages are constantly being adapted to Toro machines. 
ment, leaf mulcher. specifications and prices may change without notice. 
a cm ‘ 
~ A] 7 ~ 
\ \\ TILLER \ 
SPORTLAWN 25 with Power Handle \ SPORTLAWN 20 \\ SPORTLAWN 18 ‘ 
with Power Handle = with Power Handle A 
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“<q 
Sells fast af 


$44950 


complete with 32-inch rotary unit 





At last! The convertible riding unit your 
customers have been waiting for! 


TORO SPORTSMAN packs BIG power in its 5% hp engine — 
plenty of reserve power for cutting, climbing and pulling. Forward 
and reverse with bevel-gear transmission. Crank that dials more 
power into blade as it slows down forward speed for heavy mow- 
ing. Maximum handling ease and safety. 


SELL IT WITH 32-INCH WHIRLWIND UNIT OR 30-INCH REEL! 
Tri-blade rotary Whirlwind takes less power to do more cutting, 
is only 20 inches front-to-back to reduce scalping. Reel unit is 
heavy-duty construction. Units remove easily. 


OTHER WORK-SAVING UNITS AVAILABLE! Sell this rugged Toro 
Sportsman as a year-round maintenance machine with units like a 
2-ft. x 5-ft. dump cart, a 24-inch lawn roller, a 42-inch snow blade. 





+Suggested retail prices — slightly higher in Canada. 
Sportsman with 30-inch reel ($479.95¢ complete). Two | 
25-inch gang units ($199.95+ as a kit) can be added to Since the latest design and engineering advantages are constantly being adapted to Toro machines, 
give 74-inch over-all cut. specifications and prices may change without notice. 
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HOMELAWN 25 3 
. with Power Handle and sulky \ 
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WHIRLWIND 22 
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with Power 





PROFESSIONAL WHIRLWIND 32 
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COMPLETE LINE 


Toro gives you the right power mower for every cus- 
tomer’s need. America’s most complete line of reel 
and rotary mowers—plus the exclusive Power 
Handle*! 


FULL PRICE RANGE 


Quality machines in every price bracket—from $89.95+ 
to $479.957. And you make your full profit in every 
price range — on even the lowest cost machines! 


LOCAL FARTS AND SERVICE 


Can you back up the machines you're now selling 
with factory authorized parts and service locally avail- 
able? You can with Toro! That means more satisfied 
customers — and satisfied customers are repeat cus- 
tomers for you. 


PRICED FOR PROFIT 


“Skinny” profit margins add up to a skinny wallet for 
you. Toro gives you a healthy profit, excellent turn- 
over. And, best of all, Toro recognizes the need for 
maintaining recommended list prices in its dealer 


organization to insure a year around profitable return 
for the dealer. 


ORDERLY DISTRIBUTION 


Tired of fighting a price war with your neighborhood 
competitor on the same brand of machine? Orderly 
distribution through franchised Toro distributors pre- 
vents competition between Toro dealers and protects 
your profits . . . gives consistent terms and discounts 
to all dealers . . . coordinates dealer co-op advertising 
and merchandising . . . assures service and warranty 
support with local parts and service . . . provides con- 
sistent availability of Toro products in distributor 
inventory. 


NEW DEMONSTRATOR PROGRAM 


Here’s a nationally-advertised demonstration plan that 
has no equal in the power mower industry! Watch 
Toro mow ‘em down! Get on the bandwagon now with 
the special demonstrator models offered by Toro. This 
will be the biggest promotion in power mower history. 
IT’S A TORO EXCLUSIVE! And it’s backed by the 
hardest-hitting, hardest-selling national advertising in 
the business. 


COMPLETE MERCHANDISING 
MATERIAL 


Window displays, in-store displays, wall banners, big 
full-color catalog, special demonstration promotions 
— Toro gives you a merchandising program that works. 


*A registered trademark of Toro Manufacturing Corp. 
+Suggested retail prices — slightly higher in Canada. 


Coming soon! Don’t miss it! 77 cities during October! 
TORO INTERNATIONAL "DEALER MEETING MONTH”! 


HEAR- the facts on factory program and policy 


SBE 
TRY- 


here—the complete Toro line! 


yourself how it mows the others down! 


7ALA-— with factory distributor representatives 


IT’S THE BIGGEST PRIVATE POWER 
MOWER SHOW IN THE INDUSTRY! 





revolutionary Toro developments shown 


the new Toro equipment outdoors. See for 


AIR MAIL Coupon for Date In Your Aree 


ee ee 


TORO MANUFACTURING CORP. 

3070 Snelling Avenue 

Minneapolis 6, Minn. 

YES! I'd be interested in taking the Toro line if no 
other dealer is covering my sales area. Please let my 


Toro distributor know immediately that I am inter- 
ested in attending his private Power Mower Show. 


STORE NAME 





ADDRESS 





CITY ZONE STATE 








Signed. 
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clothesline reel brin 
Sel aght for giving oF owning! 
nates the tang gies, and troublesome han 
ed nov heslines. Attractive, 2 al 
inum case & tidy, Mm con- 
ny lau mary 9 or basement. Fully ‘weather 
retracts line automatic 


- Cordomatic unique Lock- * Reel folds against wall 
Ring keeps line ne taut ever when not in Use. -- OF FO” 
under heaviest wash load. moves easily for storage 
Locks cord at any or change of location 
Long-life, sag-proof line. * Combines convenience, 
300 tb. test. —- =< aoe 
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sta for the man of the house 





needed, just hang it up an : 
h...and it feck automati y. 
Premium quality construction . ‘ast word in moc 


ern styling. Guarant 
* Mounts on wall for 180° ro- * Convenient, easy-to-ciean 
tation .. _overhead for for 360° swing-open lamp guard 
Unhooks easily for chang- * Foolproof cord lock and 

* ing lecations release mechanism 


Hendy bvilt-in extension Pistol type eos y-SttP. han- 
* die impact-resistant 
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Stanley Lawn and 


an all new line with 
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the finest name in tools 





STANLEY 


2 | 


Exclusive spoon-shape han- 
die for full palm contact. 


Adjustable head can be set 
at best angle for user. 





High-angle handle and draw- 
cut action for easy cutting. 


Off-center pivot permits 
greater gathering area. 




















The Stanley Lawn and Garden Tool line is: 


NEW. Every tool has new, improved features that make them 
easy-to-use, easy-to-sell. 


PLANNED. Four years of research and work in preparation. 


MATCHED. Every tool stands alone and belongs together in a 
matched line. 


SHORT. Every tool is a necessary tool, fills a need—no extras. 


DESIGNED. The best color, package and product design con- 
sultants we could find supplemented our own long toolmaking 
experience. 


PACKAGED. Every tool is dressed to sell on sight. 


EXCITING. You can point out unique, sales-making features in 
every tool to your customers. 


TESTED. Field research tried and proved every tool and every 
improvement. 


QUALITY. Every tool is made by and branded STANLEY—a 
name everybody knows means the best in tools. 


POPULAR PRICED. Every tool is an exceptional value . . . top 
quality at competitive prices . . . a profitable line for you to handle. 


and it will be 


NATIONALLY ADVERTISED .. . promoted... pre-sold... 
wanted and talked about. 


STANLEY 
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Garden Tools 


THESE COMPACT, SELF-SERVICE MERCHANDISERS 
HELP YOU SHOW ...HELP YOU SELL. 



































ES ee ee eee 


THIS IS THE LINE—WITH SUGGESTED LIST PRICES. 


PRUNERS SHEARS RAKES and WHIPS 
PA10—$3.25 GS30—$3.25 LR80 —$3.15 
PAII— 1.95 GS31— 1.95 LR81 — 1.65 
PAI2— 2.15 LS40 — 5.50 GW60— 2.75 
PS20 — 3.25 HS50— 5.50 GW61— 1.75 


AMERICA BUILDS BETTER AND LIVES BETTER WITH STANLEY 
This famous trademark distinguishes over 20,000 quality products of The Stanley Works—hand and electric tools 
- builders and industrial hardware - drapery hardware - door controls - aluminum windows - stampings - springs 
- coatings - strip steel - steel strapping—made in 24 plants in the United States, Canada, England and Germany. 
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This kind of smart, modern 
packaging helps you show 
... helps you sell. 


For catalog, sales promo- 
tion helps, advertising 
mats, stuffers, merchandis- 
ers, displays, etc., see your 
wholesaler or write Stanley 
Tools, 380 Elm Street, 
New Britain, Conn. 
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For the answer, look around any hunting or 
fishing camp. Chances are you'll find 
Coleman outing equipment. For more hunt- 
ers, fishermen and outing fans buy Coleman 
products than all other makes combined. 


You don’t have to hunt for reasons. Coleman 
quality is a tradition everywhere in outdoor 
America. And Coleman advertising does a 
big-caliber selling job to millions of readers 
of leading sports and home magazines. 


a. Coleman Sportsmaster Stove Efficient 
cooking stove that doubles as a heater. Great 


for duck blinds! 


b. Coleman Snow-Lite Coolers hold the cold 


up to 50% longer than others. Extra light, extra 
sanitary. 











What line do most hunters put their money on? 


This season’s hunting and outing products 
sales may well top all industry records. You 
can top your own records by pushing your 
Coleman advertising and displaying Cole- 
man products big. 


Be sure your stocks are wide and varied 
enough to cash in on this tremendous fall 
market. Contact your wholesaler now. 


c. Coleman Floodlight Lanterns America’s 
first family of fine lanterns. 1 and 2-mantle 
models. 


d. Coleman Folding Camp Stoves Quick, 
clean cooking anywhere. Compact 2-and 3- 
burner models. 


THE COLEMAN COMPANY, INC., WICHITA 1, KANSAS 


WRITE FOR COMPLETE CATALOG 
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INSIDE 


OUTSIDE 


HERE Rak ruler Li FINE PRODUCTS YOU SHOULD SELL.... 


SATELLITE rorcuess BURGESS 


THE ARISTOCRAT OF FLASHLIGHTS 


a nated 


Se FINEST PORTABLE LIGHTS 











$1240 Complete 





BURGESS BATTERY COMPANY uc: 
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CHROME PROTECTED CELL. Prevents 
waste of energy when cell! is idle. 
Power stays fresh — delivers longer, 
more dependable service. 


BURGESS FLASHLIGHT BATTERY 


wth 4 OUTSTANDING SALES FEATURES! 


1. LEAKPROOF 2. CHROME PROTECTED 3. SEALED IN STEEL 4. GUARANTEED 


Advanced Design From Inside Out! 





9-PLY LAMINATED BARRIER prevents 
seepage of corrosive discharge, costly 
power loss. Extends battery life. 





STEEL CAP AND BOTTOM PLATE. 
Steel cap and bottom plate are locked 
securely to cell body assuring perfect 
electrical contacts. 





HEAVY STEEL TUBE completes sealed 
in steel feature. Forms rigid armor- 
plate, makes battery leakproof. 





MODERN PACKAGE DESIGN. An ap- 
pealing eyecatcher. Highlights major 
features. Display and sell this new- 


est concept in engineered energy |! & 








$895 complete a $695 cai Onder from Yow Distributor NOW i 


FREEPORT, ILLINOIS 
FALLS, CANADA 
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- | DESIGNED, DISPLAYED AND GIFT-PACKAGED* 


~\ STR A IENL OF nae ALL G IE LE LILA EPR LERNER 


NEW LEIGH 


= 


* AT NO EXTRA COST TO YOU! All 
Aristocrat Mail Boxes are individu- 
ally boxed. Deluxe solid brass 
models in special, eye-catching 
gift boxes. 

ALL ARISTOCRAT DOOR KNOCKERS 
come in bright red, self-display gift 
boxes with clear plastic covers to 
show their gleaming brass finish. 
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TO BOOST YOUR 
RISTOCRAT MAIL BOXES 


& DOOR KNOCKERS 






You'll hear “Jingle Bells’’ on your cash register 
when you show the distinctive new Aristocrat 
line. ‘The most extensive array of mail boxes 
ever developed, it includes a wide range of strik- 
ing styles in brass and wrought iron, colonial 
black and modern color combinations—to please 
any Christmas shopper! All attractively pack- 
aged — deluxe solid brass models gift-boxed 
at no extra cost. 


And for lower cost gift selections, just try the 
new Aristocrat door knockers. Each smartly 
styled design displays its gleaming finish through 
the clear plastic top of a colorful gift box — a 
most obvious answer to a gift-buying problem! 
Your Leigh jobber 1s stocked to boost your 
Christmas profits with Aristocrat mail boxes and 
door knockers. See him or write to: 





LEIGH BUILDING PRODUCTS 


Division of Air Control Products, Inc. 
2258 Lee Street Coopersville, Michigan 


In Canada: LEIGH METAL PRODUCTS LTD. 
72 York St. London, Ontario 


COLORFUL FREE DISPLAY and other powerful 
merchandising materials — ask your jobber! 













/® 


BUILDING PRODUCTS 


Awnings & Canopies e Outdoor Accessories @ Closet Accessories 





Aristocrat Mail Boxes e Full-Vu Bi-fold Doors e Ventilators 
Ventilating Fans e Range Hoods e Folding & Sliding Door Hardware 





HARDWARE AGE, OCTOBER 9, 1958 29 














MOTO-MOWER MEANS 


A COMPLETE 












FROM THIS MODERN RESEARCH CENTER 
-.-. THE QUALITY... THE STYLING... THE. 
FEATURES ...TO SMASH COMPETITION 
AND BREAK THE PROFIT BARRIER! 


Moto-Mower Backs You with the Wy ts 
Strongest, Most Aggressive Program Vee 
in Its 40-Year History! 


oma, Powertul National Advertising beamed at quality-conscious 
prospects— 162,538,000 messages in leading magazines. 


Bienes Big Key City Ads at the peak of the buying season—to tie you in 


directly as a Moto-Mower Preferred Dealer with the national advertising. anniversary 


ee individual Co-op Advertising arranged through your Moto- 
Mower distributor. Plus Yellow Page identification and “Operator 25”— 
Western Union. 





ee, Colortul Display Materials to stop traffic and draw prospects iT PAYS TO BE A 
into your store—inside point-of-sale “salesmen” to pull prospects to Moto- MOTO-MOWER 
Mowers on your floor, PREFERRED 
=—@, Practical Selling Aids —literature, promotion materials, sales DEALER! 


presentations to help you close the sale. 
eet Pius Sensational “Early Buy” Bonus for Moto-Mower Pre- 


ferred Dealers. Allows you to make up to double your normal profits, and 
to meet any competition! See your Distributor for details, 
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BUSINESS IN 1959! 


LINE—A SHORT LINE—A PROFIT LINE 










5 ADVANCED-DESIGN ROTARIES... 
one for every purse and size of lawn 















Here is a full line-up of smartly-styled 
18” and 21” precision-built rotaries that give 
a clean, crisp cut on any type of lawn, and 
make mowing relaxed and easy. New Magic- 
Touch control of every engine operation— 
and starting—at the handle Self-propelled 
models have fully-enclosed automotive-type 
transmission for smooth, silent power feed. 
All carry full l-year warranty. 
























24" ROTG-RIDE. 
Sports Car of Riding Rotaries 


In the Roto-Ride you offer the finest riding 
fetary on the market today. It’s smartly- 
styledyprecision-engineered and star-studded 
With exclusive luxury features. It’s fun to 
use, easy and safe to operate, and makes it a 
breeze to mow even thébigvest estate. You'll 
find it made-to-order for theyquality buyer. 
Full 1-year warranty. 


s Bbctoaive Moto-Mower Adjustable Reel 
Speed Control permits cutting fine-bladed 
Northern grasses and thick-bladed Southern 
grass varieties with equal ease and precision. 
Trims close around trees, beds, shrubs. For 
maximum convenience, Magic-Touch Con- 
trols and starter are on the handle. Also 
available is the Moto-Mower Deluxe 18” Reel 

igohex Full io ee models. : 
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Enjoy the taste and aroma of charcoal 
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broiling without the usual dust and dirt. 
The new Model Chef Charcoal Hoppers 
make “dirty handling” a thing of the 





past. Simply empty charcoal from the 
bag into the top of Chef Charcoal Hop- 
per, and use the fire shovel provided to 
shovel it out the front door in the exact CHARCOAL HOPPER 
quantity desired. Ideal for patio use, 
beside fireplaces and transporting to 
picnic grounds. No more dirty hands or 


dusty clothes — and no wasted charcoal. 


SPECIFICATIONS 


DELUXE MODEL NO. CH-10 


Size—7” x 10” x 21” 
Capacity—20 Ibs. charcoal 

Shipping weight—10 Ibs. 

Packed 1 per 200 Ib. test carton 
Heavy gauge steel—electrically welded 
Heavy duty brass plated hardware 
Wrought black finish 

14” fire shovel included, complete with hanging hook 
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Yorkville, ttlinois 
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Here’s one of many successful Western Auto Associate 
Stores doing $100,000 in volume. If you would like to oper- 
ate a profitable business like this, it will pay you to read 
the facts on this page. 


—— " . 5 _—_ * ll 


More Men Make More Money 


With A Western Auto Franchise 


.. . than with any similar associate store operation. You can, too. . . here’s why: 


Are you looking for a bigger opportunity . . . more finan- 
cial security . . . better living for yourself and your 
family? Then you should know these advantages of oper- 
ating under a Western Auto Associate Store franchise: 


e Fast turnover. You stock a wide variety of popular, 
nationally-advertised merchandise—over 12,000 items peo- 
ple buy every day. And because Western Auto helps you 
select and maintain a balanced stock of sales-proven mer- 
chandise, you turn inventory dollars into profit dollars 
faster. 


e Huge purchasing power and centralized buying means big 


savings that are passed along to you. You are free to con- 
centrate on selling and day-to-day operation of your store. 


@ 16 Western Auto warehouses, conveniently located, offer 
weekly truck delivery in most areas to assure you of fast 


stem 
ulo 


SUPPLY COMPANY 
2107 Grand, Kansas City, Missouri 
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efficient handling of your orders and merchandise ship- 
ments. 


e A large staff of skilled experts is always ‘on call” to 
help you with every phase of store operation, including 
advertising, display and sales promotion. 


e No experience necessary — Western Auto trains you. If 
you are willing to follow a tested, proved plan now work- 
ing successfully for over 3,600 Western Auto dealers, you 
can look forward to a successful future and good income 
as the owner of your own Western Auto Associate Store 
Good locations now open. Mail 

coupon today for free booklet, 

“Doorway To Opportunity.” 

No obligation. 


FREES5|. 
Western Auto Supply Co., if 


Dept. HA-9, 
2107 Grand, Kansas City, Mo. 


Rush me today your free illus- 

trated booklet, “Doorway To Opportunity,” which 
gives me all the facts about today’s exciting oppor- 
tunities as a Western Auto Associate Store owner. 


Name 


Address. __ 


«See __State 


mee ee ee 
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NEW 25-LB. BRINE BUTTONS BAG HAS 
A HANDLE, FOR EASY CARRYING 





Keep your stocks up— 
demand is growing! 


Last year, sales of salt for home 
water softeners climbed to about 150 
million pounds, a gain of over 30 
million pounds! To get your share 
of this booming, profitable market — 
keep adequate supplies of Sterling 
Water-Softener Salt on hand. It’s 
the brand your customers need and 
want ... so it helps build repeat 
business for you! 


Display a few bags 
on your selling floor! 


Attractively packaged, Sterling Salt 
products are clearly marked for re- 











HERE ARE THE POPULAR STERLING 
WATER-SOFTENER SALT PRODUCTS 


@ STERLING WATER-SOF- 
TENER SALT (Rock 
relatively coarse grains do 
not cake. They insure 
fully saturated brine. In 
100- and 50-ib. bags. 


STERLING BRINE BUTTONS. 
High-quality evaporated 
salt compressed into 
handy buttons that dis- 
solve uniformiy. In 100-, 
50-, 25-, and bales of 
6/10-ib. colorful 
and biue bags. 


STERLING WATER-SOF- 
TENER SALT (Granulated). 
A pure, highly refined 
granulated salt that gives 
complete regeneration. In 





100-ib. bags. 


STERLING WATER-SOF- e 
TENER SALT (Grainer). An 
evaporated salt in flake 
form. The thin flakes dis- 


solve evenly 


pletely. In 100-ib. bags. 





). The 





> 


yellow 


and com- 


HOW T0 SELL MORE STERLING 
WATER-SOFTENER SALT 








Service renale Paceislelaas 


are the extras in 





PRODUC T (> 


RLING SALT 


INTERNATIONATI 
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generation of home water softeners. 
They actually remind your customers 
not to run out of salt! Smaller bags 
of Sterling Water-Softener Salt take 
up only a few feet of floor area; and 
with a simple sign you can say that 
economical larger-size bags are also 
available in your store. 


Advertise Sterling Water-Softener 
Salt in your local paper! 


The market for water-softener salt 
is big now, and it’s getting bigger 
every minute. But sometimes people 
don’t know where to buy this salt 
conveniently! That’s why it’s good 
sales sense to let people know you 
sell this product. You can get Sterling 
Water-Softener Salt ads in mat form 
to run over your name. We'll also 
send you tags for water-softeners, 
dealer signs, folders for mailing, etc. 


Get information on local 
water-softener sales! 


Remember, each new owner is a 
potential new customer for water- 
softening salt! Check water-softener 
sales outlets for new installations in 
your area. Also check on small busi- 
nesses, hotels, hospitals, other in- 
stitutions that might use salt for 
regeneration. Local builders or build- 
ing associations can also tell you 
about new homes and developments 
with softener installations. 

+ * * 
To order the profitable Sterling 
Water-Softener Salt products, or to 
get further information, contact the 
nearest International Salt Company 
sales office. Or write to us direct. 


INTERNATIONAL SALT CO., SCRANTON, PA. 


Sales Offices: Atlanta, Ga.; Chicago, 
Ill.; New Orleans, La.; Baltimore, Md.; 
Boston, Mass.; Detroit, Mich.; St. 
Louis, Mo.; Newark, N. J.; Buffalo, 
N. Y.; New York, N. Y.; Cincinnati, 
O.; Cleveland, O.; Philadelphia, Pa.; 
Pittsburgh, Pa.; Memphis, Tenn.; and 
Richmond, Va. 








from a Master Mariner's 
determination to Stop Rust! 


Rust-Oleum was developed by a Master Mariner under the actual rust- 
producing conditions of the sea! It’s not an oil, not a grease, not a paint 
—but a colorful protective coating that STOPS RUST and deautifies as 
it protects ! 

Here is a new merchandising concept that’s sweeping the country— 
city-after-city! We've literally lifted rust prevention “by the bootstraps” 
and created a BIG, PROFITABLE RUST-STOPPING BUSINESS FOR 
YOU! Dramatic television advertising, powerful newspaper promotion, 
billboards, and radio combine to bring Rust-Oleum buying customers into 

your store! They demand the only 
one of its kind—Rust-Oleum, with 
the specially-processed fish oil 
vehicle! 
We're in many cities now, includ- 
ing New York, Chicago, Cleveland, 
Los Angeles, and many others— 
however, if we're not in your area, 
, check with your favorite distribu- 

—idiieren " tor! Rust-Oleum will be in all cities 

Apply Rust-Oleum Damp-Proof Red 


Primer directly over sound rusted —VERY SOON! For complete This “Silent Salesman” moves 
metal, Follow up with desired information on a profitable “ 

Rust-Oleum finish colors, on metal ‘ Rust-Oleum at a high volume! 
furniture, fixtures, pipes, railings, im- Rust -Oleum dealership, attach the Colorful, compact, all-metal 


plements, toys, tanks, machinery, etc. | coupon to your letterhead! display. 





So 


~-—-= ATTACH COUPON TO YOUR LETTERHEAD. ~~~, 
Rust-Oleum Corporation 
2730 Oakton St., Evanston, Wi. 


; 
' 
7 Nationally ad- ; a? 5 | Gentlemen: Please send me complete details | 
Distinctive as 
your own finger- . 
print. Accept no 
substitute, 


vertised in Sat- on a profitable Rust-Oleum dealership. My 
urday Evening . & distributor's name is 

Post, Time, and 

Newsweek | 
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AMES OFFERS a “PROVEN” 
PROFIT-MAKER 


This Ames profit-maker greatly increased sales (and profit) for 
thousands and thousands of dealers last season. Unsolicited 
testimonials have poured in from dealers praising the sales- 
power and utility of this self-service unit. 


BIG ENOUGH—Customers can’t overlook this eyee SMALL ENOUGH—Requires only 7 square feet of 
catching display of garden tools they need and should valuable display space. 


buy. Plenty large enough to spare you the chore of sTRONG ENOUGH—Unit is strong enough to hold 
restocking during busy store hours. five dozen tools, plus a two-hundred pound man, and 
roll easily on jumbo 3” casters. 


Here's Your Profit Picture 


60 Full Size Tools—Retail Value . . . . . . $189.75 
AMES Tool Merchandiser .. ee 40.00 


YOU GET... $229.75 


CE Wale ees ye RG 57 
Special Price on Merchandiser ..... -; 28.97 
Limited Time 10% Discount : me eae ee 15.55 











& e . 
(Catalog #0860) YOU PAY... *139.99 
9 Bow Rakes (A14RB) 3 Spading Forks (ATLDA) 6 Garden Hoes (AG6%) 3 Garden Spades (AGSD) 
3 Floral Hoes (AFHS) 3 Floral Spades (AFGS) 3 Floral Shovels (AFS3¥%2) 3 All Purpose Hoes (ASTO) 
3 Floral Spades (AFGSD) 3 Dandelion Weeders (ADW) 3 Turf Edgers (AFTSHD) 3 Speedy Cultivators (A3SC) 
6 Bulb Planters (BPD) 3 Floral Rakes (ATR8) 3 Garden Rakes (A14C) 3 Warren Hoes (AW7) 
SMALL ENOUGH! STRONG ENOUGH! 
aZ 









Occupies only 7 square feet Rugged yet rolls easily 
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SERVICE 
@ SHOWS STOCK NUMBERS 
© GENEROUS AREA FOR 
PRICING 
® SAVES TIME WHEN 
RE-STOCKING 


CLEARLY 


@ IDENTIFIES EACH TOOL 
iv 74 














AMES 


Ped 


PARKERSBURG, WEST VIRGINIA 


O. AMES CO. 
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Announcing... 

2 great new Sell-Power 

features for 2 great new 
RINGEIELD Riders! 


Quality built- by QUICK MFG., Inc. 
3240 East’ Main St., Springfield, O. 
. THE HOUSE OF POWER 


Springfield walking power 
mowers with Quick- 
Change height adjustment. 


Springfield rotary tillers 
with Balanced Action. 
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WARRANTY! 


Here it is, Model 359-A, 
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No. 2979 in grey, olive. 
20 gal. cap. $9.98 





NEW! 
Kidlbounaide refuse containers 





No. 2977 in grey, olive. 
10 gal. cap. $6.98 6 gal. cap. $4.98 

















No. 2975 in grey, olive. 


Now ... offer your customers the newest, best-looking refuse containers available today. 
Handsomely designed . . . colorful. Here at last are refuse containers that combine 
clean-lined styling with sturdy utility . . . make all other containers old-fashioned. 


Three practical sizes. Every family a potential customer for multiple sales. Make 


e Made of special durable plastic 


e Rust-proof, dent-proof, noiseless 


full margin on these brand-new nationally-advertised Rubbermaid items. Look at 
these sales-making features: 


e Easy to clean. . . simply hose out 


e Lock lids . . . press on, pull off 


e Built to withstand hard knocks 


Special Introductory Assortment to help you get 
into business the easy way with all three sizes! 
































Asst. Retail | Total Std. Shp. 

No. Contains Each | Retail | Ctn. Wt. Colors 

8981} 1-2975- 6 gal. | $4.98 | $21.94 l 12% Ibs. | Assortment 
1-2977-10 gal. | $6.98 available in 
1-2979-20 gal. | $9.98 grey or olive 








See your Rubbermaid jobber or write today to: 


* RUBBERMAID INC. 
® WOOSTER, OHIO 


HARDWARE AGE, OCTOBER 9, 1958 
















Takes hard wear 


Tough, trusty, and thrifty. That’s a Volkswagen Panel 
Delivery Truck. It’s built to last . . . stays out of the shop, 
on the job. It has a big 170 cu. ft. capacity and a payload 
of 1830 lbs! It loads easily and can be fitted out with 
racks and bins. Plus: plenty of advertising space to pro- 
mote your business. 


The economy and dependability of Volkswagen performance are backed up by the ® service organ- 
ization. Every mechanic is kept up-to-date through a continuous factory service training program. 
Speed in servicing is assured by immediate availability of Genuine ® Spare Parts through 370 
completely-equipped service centers covering all 49 states. 

Ask your Volkswagen dealer to show you operating costs for a Pick-up Truck, Panel Delivery, or 
Kombi Station Wagon. He will prove that Volkswagen savings add up mile by mile and year by year. 


VOLKSWAGEN 


VOLKSWAGEN DELIVERS THE GOODS...FOR LESS! 
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SALES AND PROFITS! 


Be sure to feature 
General’s exclusive 


SAFE RH GUARD 


found only and always on every... 


SLICING MACHINE 


Hand or electric with moving platform 


- 


e SAFE-T-GUARD STOPS SLICING ACTION UNLESS HANDS ARE SAFE! 
e GENERAL SLICING MACHINES WITH SAFE-T-GUARD HAVE BEEN 
TESTED FOR HOMES WITH CHILDREN AND 
AWARDED THE PARENTS SEAL 


a) 
The General Slicing Machine Co. has led the field for over : > 
25 years... and with good reason... for they have always been first 


% 
GENERAL SLICING MACHINES PUT SAFETY FIRST | ; 
% 


with the finest, with new developments and new features, all at no extra cost. = 
When you sell a General Slicing Machine you sell to a satisfied customer! 


“ 


B ie 
; > 
Insure your profits ... have enough on hand to meet the increasing demand for = a | 


TESTED for 


SLICING MACHINES ree wm homes with 


MAGAZINE and awarded 
Hand operated slicing machines retail from $14.95 Len the Parents seal! 
Electric slicing machines retail from $39.95 


e SAFETY IS THE BIGGEST SALES APPEAL EXTRA SAFETY MEANS 
e SAFETY IS THE MOST POWERFUL PRODUCT INSURANCE EXTRA SALES! 


Coney ‘SLICING MACHINE CO., INC., Walden, New York 
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products... 
packages... 
promotions... for 


NEW REVERE 


These new Revere Ware Products mean more 





business for you this Fall and Winter — because 









there are no other products like them on the 


market today! Get to know them now! 


Gleaming new 
Revere Ware Roast 'n Broil Pan 


in Solid Stainless Steel. 


Big enough for an 18-lb. turkey 
(16” x 12” x 2”)! Rack grips any size meat 
—or sets flat for broiling. Drop-type end handles 
. . rounded corners . . . easy-to-clean, handsome 
18-8 stainless steel . . . all will delight any woman. 
A real profit-maker! Gift packaged to retail at 
No. 2448 








REVERE WARE BEVERAGE SERVER. 
Solid stainless steel with black Bakelite 
handle and spout. Keeps liquids hot 
over a low flame. Open spout readily 
accepts ice cubes. No. 2242 $495 


Prices shown above recommended by manufacturer. 


an 


NEW PACKAGING FOR NEW PRODUCTS 


Revere Ware's new Buffet Service and Roast and Broil Pan 
are presented in smart, colorful packages. Carry-home handles 


eliminate wrapping costs. 
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REVERE COPPER AND BRASS 
Rome Manufacturing Company Division 
Rome, New York - Clinton, Illinois - Riverside, Calif. 


REVERE WARE STAINLESS STEEL CAN- 
ISTER SET. A new set of four Tel-U-Top® 
canisters in stainless steel. These are 
the sizes that are preferred by most 
housewives. No. 837 $1750 


INCORPORATED 


REVERE WARE 10-CUP PARTY PERCOLA- 
TOR. Copper-clad stainless steel. Newly- 
designed body with broader base. And 
there’s a new solid Bakelite handle for 
easier pouring. No. 1530 $1395 
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Here's another Libbey ad bringing 
customers to you ...teiling them about “marine life” 


HIS FULL-COLOR PAGE in the No- 


vember issue of BETTER Homes 

& GARDENS, out October 21, will be 

reaching the women who are your 

customers to create desire for the 
lovely Marine Life pattern. 

Through Libbey’s great national 

advertising program your customers 


know that Libbey Safedge Glassware 
is their best buy ... most economical, 
too, because of the famous Libbey 
guarantee: “A new glass if the rim of 
a Libbey ‘Safedge’ glass ever chips.” 

Marine Life comes in 5 popular 
sizes, gift-boxed in sets of 8 of a kind 
. . . perfect to take home or as gifts. 


LIBBEY SAFEDGE GLASSWARE 
AN (i) PRODUCT * 


The attractive counter display shows 
the complete line, builds impulse 
sales. Contact your Libbey Distribu- 
tor today about Marine Life, the dis- 
play, and all the other fast-selling 
Libbey patterns, or write to Libbey 
Glass, Division of Owens-Illinois, 
Toledo 1, Ohio. 


Owens-ILuNoIs 


GENERAL OFFICES - TOLEDO 1, OHIO 
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Now, TWO aie rk. Sa ironing 
tables in ONE ...(1) tapered table for 
ironing clothes, and (2) “‘squared-off”’ 
table for ironing flatwork! 


Laboratory tested and approved by leading home 
economists . .. here’s the most welcome, woman- 
wanted and saleable ironing table since Rid-Jid intro- 
duced “sit-down” ironing. First and only table designed 
for easy ironing of curtains, sheets, tablecloths .. . 
all flatwork. More useable space! 

Cash in now on this newest Rid-Jid exclusive .. . 
an ironing table feature your customers have wanted 
for years! And remember, you offer the new Rid-Jid 
SpredWing at a big $3.00 savings, yet get your 
regular profit margin! 


COMPLETE SET 





ironing Table $18.00 3S 
Padand Cover 4.95 
Reg. value $22.95 95 in Canada) 


Your customers SAVE $3.00 
You get your regular mark-up! 


Another first from Ridjid 
..NewW SpReD Wine ironin 











Just turn handle... 
... table “spreads wings” for 
ideal flatwork ironing surface! 


23° to 36”. 


Backed by powerful advertising inall these national magazines 
® GOOD HOUSEKEEPING @ LADIES’ HOME JOURNAL 
®*BETTER HOMES AND GARDENS ®BRIDE’S 





THE J. R. CLARK COMPAN YT spring Pack, inn. + Reading, Po. 


For 80 years creators of convenience in household products 


q table 








ANNOUNCING NEW FREE DISPLAYS 


Make $34.88 profit 


from ChromeKING display 
assortment of New Tynex* Nylon 
Varnish Brushes 









































Smart-looking chrome finish provides quality setting for 
quality brushes. Attractive new modern design of this compact, 
sturdy metal rack is certain to sell more brushes. Size 16144” by 
1114” by 11144”. ChromeKING assortment No. 16 totals 5 doz. 
new No. 1135 Tynex* Nylon Varnish Brushes. 1 doz. each 
from 1” to 3’. 


ChromeKING display rack 


Pe ee FREE 
Retail value of assortment. $87.20 
EE ng sae cb Sek ee 52.32 
CG <4 ¥E Ae o'e 60-0 $34.88 


*Tynex is a DuPont trademark 
ae He Hee eee eee a 





ie ‘om’ Net $69.01 easy profit 
on Rubberset Golden V 






A glistening new brass-finished concept in brush displays. 
Swept-back display wings allow you to show more... sell 
more. Size 2014" by 1314” by 11”. Golden V assortment No. 17 
contains 614 doz. No. 132 Varnish and No. 216 Wall brushes. 
A dozen each 1” to 3” varnish brushes and 6 each of 3” to 4” 
wall brushes. 


Golden V display rack 


($12.00 value)......... FREE 
Retail value of assortment. $172.53 
ery TT eee 103.52 
SEE . $69.01 
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New Rubberset floor display 





... truly a Painters’ Paradise 


An extremely functional, sturdy unit that will become an 
attractive and valuable permanent fixture in your store. Size 
69” by 38” by 20”. Worth $75, it can be yours FREE! See your 
Rubberset representative for details. 


The Painters’ Paradise will build countless bonus sales for you! 
It displays a wide assortment of quality Rubberset brushes and 
rollers, p/us sundry paint items which are natural sellers with 
brushes and paint. This unit can be used as an island or aisle 
display. The top section, 30” by 38”, is hardwood frame. 
perforated board that displays on both sides, holding 20 to 40 
brushes. (Top section is available separately on a special deal.) 
The Painters’ Paradise bottom section contains three 20” by 
38” hardwood shelves to hold boxed roller combinations, roller 
trays, and sundry products. Ask your Rubberset salesman for 
full details about your free Painters’ Paradise display! 
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with 3 great profit-making deals from Rubberset 








PLUS THESE ADDITIONAL RUBBERSET PROFIT-MAKERS 





Colorful, Fast-Selling 
Chippendale Line 














Here’s a line of smartly styled 
brushes for fine finishing of 
furniture, cabinets, trim. 
Genuine bristle and ox hair 
at popular prices—82c to 
$2.93. Boxed display assort- 
ment includes 48 brushes— 
1” to 3”. 


Retail Value . . $74.67 
Dealer Cost... .44.80 
 €Your Profit $29.87 


Inspecto-Pak Brushes 


Rise Speed More 
WALL BRUSH Self-Service Sales! 


Rubberset’s exclusive, color- 
ful Inspecto-Pak promotes 
fast, easy identification. Pro- 
tects brush. Permits easy 
inspection. Sells the quality 
brush to the customer for 
each job. Full guarantee. 
Good Housekeeping seal and 
Life sticker build customer 
confidence . . . sell brushes 
for you. 


nanan 


jstoliat= fof 





~ popiipeer 
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Fast-Acting Rubberset 
All-Purpose Brush Cleaner 


Exceptional cleaning action. 
Brings dirtiest, stiffest bristles 
back to life fast. Won't mat 
—leaves no sticky residue. A 
proven fast seller! 


AN 





CLEANER 
1\.\ RESTORER | 
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New So matte Roller Line 
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+ Guaranteed by 
Good Housekeeping 
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Smoother action, greater 
strength, longer life with im- 
proved “birdcage” construc- 
tion. End caps are all white, 
unadulterated nylon. Will 
not become brittle; will not 
crack or break. 7” and 9” 
chassis, Standard and De- 
luxe models. Mohair, Dynel 
and wool covers. Also 3’ 
‘““Flo-Pal” roller for hard-to- 
get-at places—a quality line 
at competitive prices. 


““Twista-Band”’... Another Rubberset 


Exclusive 
Sales Feature 


New “Twista-Band” keeps 
individual brush wrappers 
tightly secured to protect 
brushes. Prevents wrappers 
from jiggling or jarring loose 
to damage or misshape brush 
bristles. Keeps brushes free 
from dirt and dust. ““Twista- 
Band,” a plastic tape, is 
another Rubberset first! 


ADVERTISED IN 





2 


Rubberset products are backed by powerful national advertising 
that reaches and helps presell your customers. All Rubberset 
packages carry the important confidence building endorsement 
of the Good Housekeeping seal. A powerful Rubberset “extra” 


to stimulate sales for you! 


Many paint brushes are set in rubber 
—but only the best are 





ubberset” 


THE RUBBERSET COMPANY, 900 Passaic Ave., East Newark, N. J. 
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CORD 
SETS = 


e @ © FOR COMPLETE-LINE SALES POWER! 


One complete line, from one dependable source, to meet your cus- 





tomers’ every requirement. One brand name on your full cord set stock 
builds confidence, promotes sales, simplifies your buying and inven- 
tory control. 





e e e FOR VARIETY IN ALL TYPES! 
HOUSEHOLD EXTENSIONS 


OF MANY KINDS Royal “POWR-KORDS”, with molded on attachments, both 2- and 
3-wire; appliance cord sets; cube tap extensions; socket extensions; 
special purpose cords; replacement cords . . . everything you need 
for a volume producing stock. Ask for Catalog 3-57. 


TWO AND THREE WIRE 
“POWR-KORDS” 


e ¢ e FOR CUSTOMER-APPROVED QUALITY! 


Every Royal cord set is made from Royal Electric cord. Users everywhere 
recognize the Royal name as a symbol of quality . .. depend on UL-listed 
Royal cord sets for both light and heavy duty uses. You know they’re 
good, so do your customers. 





APPLIANCE CORDS SPECIAL PURPOSE CORDS 


= 
| 
| 


ORDER ROYAL CORD SETS THRU YOUR WHOLESALER TODAY 







ROYAL ELECTRIC CORPORATION 


An Associate of INTERNATIONAL TELEPHONE AND TELEGRAPH CORPORATION 
PAWTUCKET, RHODE 1'StaAN D 
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Thermometer 





















ThermoPak Display. Holds fast moving assortment 
of househol d thermometers, pre-selected on basis 
of actual sales. Free self-service metal display. Order 
*5158 from your wholesaler. Retail value $40.18. 
Your cost, package net, $24.10. Your profit $16.08, 









50 














climates. Single scale for easy com- Translucent back, big scale for easy 
parative readings. White #5336, reading. Order * 5328. Perfect low 
Hot Chocolate Brown #5337, $5. price gift item. List $3.25. 


Taylor presents 7 ways to make 
Unusual Profits this Christmas! 


The Taylor products on this page are proven impulse 


and gift sellers. They return excellent profit from small 


display space. Many of them will appear full color in the 


Sabre-Tip Roast Meat Thermom- 

eter for barbecue, roasts and 
poultry. Glass tube protected by 
stainless steel armor. Six per car- 
ton in individual boxes. National- 
ly advertised. * 5937, $2.98 each. 


November 29th issue of the Saturday Evening Post. A counter card featuring 
“Jolly”, the Taylor Reindeer, is yours for the asking. Be sure to order 
extra heavy stocks of these items NOW. Taylor Instrument Companies, 
Rochester 1, N.Y., and Toronto, Ontario. 





New $5.00 Indoor-Outdoor ther- Outdoor Window thermometer in 4 “Consul” Combination has STORMOGUIDE* de- 
mometer. Ranges for all U. S. sturdy aqua green Tenite case. tailed forecast dial. Tells barometric pressure, 
temperature and humidity. Gray plastic case with 
gun metal gray base (#2583) or Brown on gold 


lacquered base (#2584). List $9.95. 


] “Navigator” Compass. ideal for 
auto or boat. Reads from top 
or sides. Push-button lighting, no 
wires. Easy to install. A perfect 
Christmas gift for the Sportsman. 
% 2957, $6.95 each. 


*Reg. U.S. Pat. Off. 


aylor [nslruments 


MEAN ACCURACY F/RST 
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with easiest-to-read dial in bath scale history 


DETECTO 


NEW MECHANISM ~— for the greatest ac- 
curacy story ever! Detecto’s stabilized 
mechanism, guaranteed by patent, is actu- 
ally suspended from the case...records 
weight with watchmaker precision even on 
soft carpets and uneven floors! 

NEW DIAL — No more squinting or squat- 
ting. Detecto’s 4-inch Hi-Fi dial is the 
largest in bath scale history! 




















ey 


ee 
eee 


NEW STYLING-— Slim, smart, modern... 
styled by noted designer, Harry Preble, Jr. 
Beautiful, stain-proof Mylar mat cleans 
with just a whisk of a damp cloth. 

NEW PROFIT -— At only $10.95* retail, 
Detecto ‘99’ will rack up volume sales and 
extra profits! Stock it! Push it! Promote it! 


*Slightly higher west of the Mississippi 


Detecto’s profitable line of color-matched scale and vinyl! hamper ensembies 


produces greater volume and larger unit sales! 






To retail at only $10.95* 





DETECTO SCALES, INC. 540 Park Avenue, Brooklyn 5, N. Y. TH ER E Is ON LY ON E DETECTO 


For complete information, write Detecto Scales, Inc., or contact representatives — 


W. Jacobson, Chi., lL + J. J. Firestone, Los Angels, Calif. « R. Custred, Birmingham, Ala. « A. Littlejohn, Baltimore, Md. « J}. McElroy, Boston, Mass. + R. P. Ingram, Kansas City, Mo. 
Diwalt Sales, Toronto, Canada + D. U. Parker, Dallas, Texas + J. Goldner, F. Daub, New York « J. Ramsey, Denver, Colorado « T, J. Carroll, Memphis, Tenn. + P. N. Smith, Seattle, Wash. 
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Five new patterns in decorated TEXAS- WARE 
45-PIECE SERVICE FOR EIGHT... 


Lowest price ever for a 45-piece decorated set of 
TEXAS WARE. Shown are two of the five fabulous new 
decorated patterns in melamine. Colors include popular 
pastels... pink, yellow, sandalwood, turquoise and 
translucent white. Offer your customers the beauty of 
fine dinnerware without the breakage. Melmac® quality 
TEXAS WARE is guaranteed in writing two full years 
against cracking, chipping or breaking. Set includes 


} 





2Q° 


eight of each: decorated 10” dinner plates and decorated 
6” saucers; solid color cups, cereal bowls and dessert 
bowls; one of each: solid color 842” x 12” platter, serving 
bowl, creamer, sugar and lid. Catalogue pages and 
dealer ad mats available. Contact your local jobber 
direct, or Plastics Manufacturing Company ¢ Depart- 
ment HA-1058 « 2700 South Westmoreland Avenue 
¢ Dallas, Texas. 


TEAS WARE 





“BLOSSOMS” 
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PORTABLE ELECTRIC HEATERS 


The latest leaders... fast-acting, fast-selling heaters...from 


AMERICA’S LEADING HEATER MANUFACTURER 


ee 


ONG 180880 eeeeea. wba 


ee 
eee 





Exceptional value—cautomatic, New, fast-acting radiant heater 
fan-forced-plus-radiant heater —unique design, low price 


Model 5824. Full-volume, fan-forced heat in 5 to Model 5800. Nichrome wire heating element reach- 
10 seconds, plus radiant heat from ceramic rod es full intensity in 5 to 10 seconds, gives cheery 





elements with fluted reflector. 1650 watts, ther- “fireplace” glow. Healthful infra-red heat. 1320 
mostat controlled. Safeguard Safety Switch. Char- watts. Safeguard Safety Switch. Bronze enamel, 
coal finish, gold and black accents. $24.95 brass-plated grille. $14.95 


SELL THE EXTRA VALUE OF “4 HEATERS IN 1” — These Arvin Automatics 
provide fan-forced-plus-radiant heat at both 1650 and 1320 watts 










Model Model 5734. New 










instantl ives air-flow, 
‘g elements 
glow wavy, cubic 
ecorative brass- feet of heated air 
ted grille. Push- minute. Safe- 





ved d Safet 
Switch. Bermuda 
bronze a 
trim. $34.95 
NATIONALLY 
ADVERTISED 















tubing insu- 
tes heating ele- 


erick. Saiehuae 
swi 

ae fete Switch. 
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Charcoal ena 
lack trim. $39.98 








Electronics & Appliances Division Arvin INDUSTRIES, INC., Columbus, Indiana 


_ Arvin also makes Radios, Phonographs, Car Heaters, Ironing 
Tables, Outdoor Grills, Leisure Furniture, and Electric Fans 
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lawn and garden leaders 


A FAST-MOVING LINE OF 
ELECTRIC SPECIALTIES TO 
BUILD NEW VOLUME FOR YOU 


RANGER New power-packed 


performance to handle any 
edging-trimming job faster, 
safer! Extra heavy duty %- 
h.p. motor. MODEL 2879, 
11,000 RPM, 115 v, 300 w, Ac-Dc, 
UL. List: $39.95 


ESTATE Popular choice for 


quicker, easier lawn and gar- 
den care! A husky unit engi- 
neered for years of rugged use. 
. MODEL 2875, 10,000 Rpm, 115 v, 
100 w, Ac-pc, UL. List: $29.95 


CUSTOM Tops for quality, 


efficiency and price! An all- 
purpose trimmer-edger that 
can be used anywhere. MODEL 
2877, 8,000 rpm, 115 v, 100 w, 
AC-DC, UL. List: $23.95 


ee 


KORD KART ianciest 


gadget since electricity! Roll 
where you need it, plug in, un- 
reel. Easy re-wind. Hang-up 
storage. 250’ capacity. MODEL 
2800 with 75’ UL. appr. cord. 
List: $14.95 


CULTIVATOR wWeea, tin, ~ 


cultivate electrically! Saves 
back-breaking garden work. 
Deluxe features, safety-first 
operation. MODEL 2825, 115 v, 
225 w, ac-pc, UL. List: $44.95 


SILEX—for the finest Lawn & Garden tools! 

















distinctive... different... 
for more sales, 
better profit 














Gift-designed for more sales, Silex Appliance Spe- 
cialties do not duplicate other lines—but give you 
added volume! They’re extra profitable, too—with 
longer margins, less competitive pressure. This sea- 
son, stock a full line of Silex Appliance Specialties 
for more return from your inventory investment! 


A—#2234 Ice Cream Freezer, $34.95 E— #2002 Cocktail Blender, $24.95 
8— #2711 Deluxe Juicit, $23.50 F~— #3200 Bun & Food Warmer, $9.95 
C—#1504 Toaster-Broiler, $14.95 G—#551 No-Clamp Chopper, $8.95 
D— #MP-.8 Coffee-Tea Maker, $7.95 H.#H.218 Starlight Carafe, $6.95 


SPECIALIZE IN PROFITS WITH 
appliance specialties 


THE SILEX COMPANY, 6333 W. 65th St., Chicage 38, Ilinois 
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Melnor makes everything under the sun f. 





n for the garden 
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for the garden market! “= 





















Here’s 
what’s new under 
the Melnor sun: 


NEW WHITE-AND-GOLD CONSUMER-TESTED COLORS 
ON FAMED SWINGIN’ SPRAYS! Melnor found out 


what colors made lawn-owners more attracted to a sprinkler... 
and 9 out of every 10 went head over heels for the new 
white-and-gold design! It’s modern design at its 

most exciting and most sales-clinching! 


NEW LINE OF 3 REVOLVING SPRINKLERS TO ROUND 
OUT A COMPLETE MELNOR LINE! Now there's a 


Melnor sprinkler for every market! Three new revolving sprinklers: 
a 2-arm at 1.95, a 3-arm at 3.95, and a 2-arm adjustable at 4.95 
Every one of these handsomely-styled sprinklers is made to seil for 
far less than comparable competitive models! 


NEW MELNOR HOSE ACCESSORIES NOW MAKE 
OURS AMERICA’S MOST COMPLETE LINE! Everywhere 


customers reach they’l! be following the impulse to pick up a 
Melnor accessory! More to choose from than ever before. . . 
all in Melnor’s tremendously successful “‘See ‘n’ Sell”’ 

display cards. We’ve added new heavy-duty hose nozzles, new 
hose nipples, and new repair couplings and menders. 















THE GARDEN INDUSTRY’S HEAVIEST NATIONAL 


ADVERTISER IS EVEN BIGGER THIS YEAR! 


If they’re looking, reading, or listening, they’ll be sold by Melnor 
this year! We’re putting on our biggest bombardment 

ever in national magazines, newspapers, and—on a giant scale— 
on network TV. Dave Garroway, Jack Paar, the top personalities 
in TV will be plugging Melnor in 1959! 


PLUS, NOT JUST 2 OR 3, BUT 4 SPECIAL PROMOTIONS 


FOR EXTRA PROFIT! Sce the pages of this insert for the 


packages that really wrap up a bundle of profit for you! They’re new 
and bigger than ever in this greatest of Melnor years! 





MELNOR INDUSTRIES, INC., 300 DEWITT AVE., BROOKLYN 36, N. Y. 


No. 8000 


Assortment 

of Oscillating 
Sprinklers with 
Free Bonus 


of Three 
Revolving 
Sprinklers! 


ORDER NOW! Meinor’s Sprinkler Special ends Jan. 31, 1959! FREE BONUS 
(2) #525 SWINGIN’ SPRAYS @ 6.50 each... 13.00 (1) #800 REVOLVING SPRINKLER @ 1.95 each. 1.95 
(2) #550 SWINGIN’ SPRAYS @ 7.95 each. ..15.90 (1) #850 REVOLVING SPRINKLER @ 2.95 each. 2.95 
(2) +700 SWINGIN’ SPRAYS @ 9.95 each.. .19.90 (1) #900 REVOLVING SPRINKLER @ 4.95 each.4.95 
(2) #1000 SWINGIN’ SPRAYS @ 12.95 each. . . 25.90 TOTAL RETAIL VALUE: 84.55* - DEALER COST: 44.82* 


SHIPPED IN ASSORTED COLORS DEALER PROFIT 39.73 


O“EARLY-BIRD’SPECIALS | 
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‘Melnor's skin-packed assortment 
with FREE revolving rack! 


They'll take one look and they'll take em home! Melnor 
again takes the lead in giving you the latest selling tools! 
Here’s a sure way to give hose accessory sales a quick 
pick-up... by taking advantage of the nation-wide trend 
toward self-service. By putting the sel] in the packaging, 
Melnor frees you to make the big unit sales. Now, 
Melnor adds to its See ’n Sell line, putting their com- 
plete line of basic accessories in a compact, revolving 
wire rack that comes free with the assortment, or you 
can get the refill assortment (without rack) with 4 Free 
No. 500 S hose nozzles. All Skin-Pack items also avail- 
able separately. 


@ A complete basic lawn and garden accessory department 
on one compact, space-saving rack 


@ Each hose accessory is clearly visible and easily accessible 


® Revolving self-service baked-enamel counter rack makes 
See 'n Sell packages your silent salesman 


®@ Non-pilferable, because every hose accessory is sealed in 
its own colorful descriptive display card 


MELNOR InobusTRIES, INC. 


300 DE WITT AVENUE, BROOKLYN 36, N. Y. 





TWO NEW S$ 
ACCESSORY PACKAGES! 


TORDER Now: 


Refill skin-packed assortment’ 


with 4 FREE hose nozzles! 


FE ’N SELL 





No. | see 
. "Ni s 
158S/ on FREE oy Per SSORIES 


» Hand § 
Connectors. ¢ prays, Hose 
, Goose 
and Hose Nozzie lus enectors, Ho 


Se Shut-Of 
wide x 12” mag, Plus FREE baked 


TOTAL RETAIL VALUE: 61.92+ 
DEALER COST: 39.21+ 
DEALER PROFIT: 22.71 


Shipping Weight - 26 ibs 


TOTAL RETAIL VALUE: 61.92+ 
DEALER COST: 36.68 
DEALER PROFIT: 25.24 


Shipping Weight: 18 Ibs 
Refill} Free Goods Assortment ends 





Jan. 31, 1959! 





*Prices slightly higher in Canada 


CThe CLASS 


POWER 
MOWERS 


Aluminum or Steel Housings 
zuaranteed for life against 


functional failure. 


delivered sealed 
tic to protect 
ROC enamel 


one finish. 


YEARS AHEAD 


TY Every mower for every need... rotary or reel . . . self-propelled . . . riding mowers 
INS LE including the famous, patented RIDE-A-MOWER, all with new engineering and 


AND style advances, exclusive with EVERSHARP this year. Priced for action. Priced 


for profit. Compare! Write for name of your Distributor. 
ENGINEERING 


HARDWARE AGE, OCTOBER 9, 1958 





(Sen Ai. 
tor yuality 
PY 


WORK-SAVING 



















QUALITY HOUSEWARES 


\ ; ee anil \\ ag ¥ \\ 
— Ki _A \\\\ / \\\ ROLL-A-TRAY and TRAY TABLE SETS \) 
i} —z * ena A\\ \) Pm @ . : | 

i A\\\\\ a \\) King-Size * Queen-Size / H 
_ ’ AA\\\\\ Florentine Brass + Black Modern 
Imperial ROLL-A-TRAY SETS Venetian Bronze / 





Florentine Brass 


From . $9 .95* to oatee") 
Item No. 43... $29.95" j 


ee 
egg 







Imperial COFFEE TABLE 
Florentine Brass 


as item No. 433 . . $7.95" 
Imperial HOSTESS CART his . 


Florentine Brass 
ijtem No. 844... $19.95" 





PERSONAL HAMPER 
Item No. 540. . .$3.95* 


~~ 

















: rnsrong 4 wey : LAUNDRY CARTS © 
. ee ede = item No. 654. . .$4.95* 


Item No. 553 _ $4.95" 4 Item No. 656. ; $5.95" 











HOSE REELS 
Cart-type, Item No. 222. ..$14.95* 
Faucet-Mount, Item No. 220. . .$6.95* 


re 


y ‘ins your customers 


on CAL-DAK 


NATIONALLY 
ADVERTISED 


to pre-sell 
* Fair Trade Prices 


\ quality and styling 


. 





Manufacturers of Work-Saving Quality Housewares 


FOUR FACTORIES: Lancaster, Pa. + Chicago, Ili. + Little Rock Ark. + Colton, Calif. 





HARDWARE AGE, OCTOBER 9, 1958 


| : 
a 
= - 
4 : 
ake 
*. 
: aE 
BSS 
en we ~ s 
, i M, Rewss 
~ 


PUSH- 
BUTTON 
LOADING 


BUILT-IN 
EXTRACTOR 





HANDLE LOCK 


SWINGLINE s-coveression 7 | 
101 STAPLE GUN 


Guaranteed to be even a faster-selling, volume-building money- 
maker this year. Don’t be disappointed...place your order now, to 
assure your complete supply of the SWINGLINE 101: the perfect item 
to build holiday sales...the year-round tool of a hundred uses! 

Your customers are pre-sold to demand Swingline because SWING- 
LINE national advertising works for you...in large-space ads in os 
POPULAR MECHANICS, POPULAR SCIENCE, LIVING FOR YOUNG HOME- - 
MAKERS, HOUSE & GARDEN, HOUSE BEAUTIFUL, FARM JOURNAL, SUCCESS- 
FUL FARMING. 

With wide, sturdy chrome-finish base, load indicator, rugged, 
heavy-duty steel construction. Open channel takes two staple sizes: 
4” and 5/16”. 


















SWINGLINE HOLDS THE MOST IMPORTANT JOBS IN AMERICA! 


C ae a ® 
INC., Long Island City 1, N.Y. 


In Canada: Saxon Office Equipment, Ltd., 156 Evans Avenue, Toronto 14, Canada 
World's Largest Manufacturer Of Staplers For Home and Office! 
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November is 
Stainless Steel 
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— Baiglit Gift Odons in Stainless Stool 


: 


Feature, sell, and profit with Bright Gift Ideas in It’s amazingly easy to clean and keep clean. Stainless 
Stainless Steel during the coming holiday-buying, is tough and strong to resist denting and scratching. 


gift-giving: season. These are advantages that your customers know 
& Stainless steel products—housewares, flatware, about and appreciate. Advantages that have made 

kitchen equipment, sinks, appliances, accessories—are Stainless steel products the leader in housewares 

easy to sell because they offer a combination of department dollar volume. 

advantages unequalled by any other material. Stain- Cash in on the high profit stainless steel this holiday 

less doesn’t tarnish; resists rust and corrosion; has no season. Set up counter and window displays. Feature 

applied surface to crack, chip, peel, or wear away. Bright Gift Ideas in Stainless Steel. 






















Republic will help you two ways 


FIR ST—with Free Stainless Steel Merchandising Kits. Each 

— kit contains 20 full-color merchandise price tags, four full- 

color window-wall posters, two full-color die-cut easels. All 
pieces feature Bright Gift Ideas in Stainless Steel. 


SECOND-—with this Free Book, “Tips on selling and dis- 
playing Bright Gift Ideas in Stainless Steel”. Prepared for 
retailers, the book provides answers to some pertinent ques- 
tions that smart shoppers may ask, and that retail sales 
personnel should be able to put into their own words. Offers 
suggestions on displaying stainless steel articles —lighting, 
color, balance, and arrangements. Includes sketches for 
window, counter, and aisle displays. This book is included 
in every merchandising kit. 

Mail the coupon today, indicating how many kits you will 
require. We will rush them to you by return mail. 


REPUBLIC STEEL |.) 
Urldli Wide Range off Stiuclard, Stal and, Stix Predltels 
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REPUBLIC STEEL CORPORATION 
DEPT. HA-6430 
1441 REPUBLIC BUILDING « CLEVELAND 1, OHIO 





Please send me 








Free “Bright Gift ideas in 
(quantity) 


Stainless Steel’ Merchandising Kits. 


Name. 





Title 





Company 





a 


Address 





City 








Zone 
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make this your biggest, busiest Christmas ever! 


Sell them SWING-A-WAY as gifts! For Mom there are many models and styles of can openers, 


and a wonderful new knife sharpener. Dad will go for the ice crushers and ice bucket. All are guaran- 


teed for 5 full years. Order early and keep your stocks complete all through the Christmas season! 


FIRST IN SALES SwinG-A-Way FIRST IN VALUE! 


a em 9 coe aatteind a geen ae = roe pr eRe thr 


. 


AUTOMATIC-ELECTRIC CAN OPENER ~~ 
AND KNIFE SHARPENER $27.95 


| 





wir Bee ee sss inmiatinians ’ 


ee toe pian same 











PORTABLE KNIFE SHARPENER $1.98 PORTABLE CAN OPENER from $1.98 BUDGET CAN OPENER from $1.98 
SWING-A-WAY MANUFACTURING CO., 4100 BECK AVE.. ST LOUIS 16, MO. e IN CANADA: FOX AGENCIES, PORT CREDIT, ONT, 
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Uses standard flashlight 


bulb type 222 
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THE REVOLUTIONARY NEW FLASHLIGHT 
THAT NEVER NEEDS BATTERIES! 


This handsome flashlight, with its slim, compact, modern design in two- 
tone grey and gold, is the perfect gift item for every member of the 
family. Life-Lite has so many wonderful new features it’s a natural for 
quick impulse sales...and an unequalled traffic-builder. Wonderfully 
convenient... fits in pocket or purse...always handy in the glove com- 
partment. Recharges by merely plugging into any household outlet... 


never overcharges. Life-Lite never corrodes, never needs new batteries. 
*® Trade Mark of Gulton Industries, Inc. 


x. 


@ NEW PROFITS! 


@ NATIONALLY ADVERTISED! 
@ CONSUMER ACCEPTED! 


| FREE SALES AIDS 
INDIVIDUAL GIFT PACKAGE 


® WINDOW STREAMER 
Beautifully designed 3 color, sell- @ DISPLAY CARD 
ing self-display package for im- @® AD MATS 
pulse buying. 


@ GLOSSY PHOTOS 





oe 
i) 

















FOR IMMEDIATE PROFITS, CONTACT YOUR WHOLESALER TODAY ... OR WRITE: 


Alkaline Battery Division 
GULTON INDUSTRIES, INC. 


Metuchen, New Jersey 





WOOSTER does more 











NEW JET. FRAME’ 


with Hi-Style Plastic Handle COVERS FOR EVERY SURFACE 
Covers slide on and off easily, yet fit snugly. Two- 


point suspension means cover won’t freeze on frame. <n FABRIC ‘‘X”’ 
New plastic handle is grooved for better grip. Less %, 100% pure mohair for 
tiring, too. Lightweight, well-balanced. You'll sell » fine results on smooth 
more, cut inventories, when you stock and sell the | surfaces. 
new universal size JET. 

WOOSTRON 





Deep resilient pile for 


NEW THREADED HANDLE FEATURE REALLY SELLS! aN ah ae 


DUO-WAY COVERS 


With TiZ the magic 
fabric They’re disposable. 
Ends messy clean up. 


Threaded to take standard mop handle 
extension. Threads are up in the handle 
for strength, not in the butt end where 
strain occurs and handles break or loosen. 








SAVE 10c 
44) eel 


gre se 
ae , 


Displays a complete 
selection of 7” and 
9” Jet frames and 
covers. A colorful 
traffic-stopper. Takes 
just one square foot 
of space. Merchan- 
diser free with se- 
lection. 


new products... new promotions ... new display 


Full profit margin 
on this deal intro- 
ducing the new JET 
frame. Your custom- 
ers save 10c on the 
purchase of any 
Wooster cover 


A complete kit with We: 


paint tray, roller 


frame and two Duo- §& 


Way covers at a 20c 
saving to customer. 
Attractively pack- 
aged. Promotion 
helps included. 


Mons 


aw 


~ 
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The World’s MOST COPIED BRUSH! 


»»-made only by Woosrer 





less chance for brush marks 


Imitated, but never equalled in performance. Ex- 
ploded-Tip Brushes pick up more paint . . . release 
it more evenly ...spread it more smoothly. It’s 
the one brush you can recommend for 100% satis- 
factory results with all types of paint and varnish. 
Good brushes sell more paint... bring customers 
back. 








to help you sell more 


of everything you sell! 






















BECAUSE EVERY 
TIP IS A BRUSH! 4] 






















SAVE 30c 
SPECIAL — Retail 


Bey, 
: 8 tay ' 
; Ue SR ee 








complete selection of 
both Exploded-Tip 


wall brush and 11%” 
sash brush at a 30c 
saving. Full profit sunen 
margin for you. A brushes. Two revolv- 


E: a! ing sections for easy 


self service. A color. * 
f ; 
; Yi } 


perfect sell-up deal 
for Spring or Fall. 
Colorful banner in- 
cluded with each 
shipment. 


ful, sturdy display. 
Takes only one 
square foot of space. ky y, 
Free with brushes. -, / 
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for more sales: for easier selling 













Wooster 


BRUSHES AND ROLLERS 
ARE 


DESIGNED 
for SELLING 


Faster brush and roller turnover 
with minimum inventory. More 
paint sales, too! 


| THE WOOSTER BRUSH CO. 


WOOSTER, OHIO 









GIVE | /HEN 7 
LOR CHRIS) ; MAS! 
















+7000—99c Christmas 
Tool ‘Assortment 
As Counter Display: 
1842” wide, 
1842” deep, 31” high 
As Floor Display: 
1842” wide, 
1842” deep, 48” high 


RETAIL VALUE ..... $47.52 
DEALER COST...... 31.68 


PROFIT.......... $15.84 































OW ALL | 


OXWALL ANNOUNCES A 


99¢ CHRISTMAS TOOL PROMOTION 


e DRAMATIC NEW TOOL GIFT PACKAGE THAT SELLS ON SIGHT . 
@ EYE-STOPPING SELF-SERVICE DISPLAY FOR USE AS COUNTER OR FLOOR UNIT 


| . ¥ , 11 . 
been the sar s biggest sales succes INOW, jJUSt 1n time for your Diggest selling 
1] } , 7 ' ry — 
ft all tools pre-priced, dramatically gift pack- 
+] . j. — ; ! 
LLOOT Gispiay 
| sets pre-priced from $1 


4 { - a¢ | ; ‘ 1] +1 
$3.98. Fro sell evenly. 


AND A ‘1 to 3° TOOL PROMOTION! 


— $1.00-$3.98 Christmas Tool Assortment 


No. in Deal Retail 


Total Pieces...16 Weight 12 lbs. 





19 Pc. Socket, Screwdriver Set............ 4 

6 Pc. Screwdriver Set ooo... 4 1.00 
11 Pc. Socket, Screwdriver Set 4 

14 Pc. Wrench, Screwdriver, Plier Set 4 2.98 
As Counter Display: 1842” wide, 1842” deep, 31” high 
As Floor Display: 1842” wide, 1842” deep, 48” high 


RETAIL VALUE ..... $39.00 
DEALER COST ..... 26.00 


PROFIT.......... $13.00 














All Tools Guaranteed Against 
Defects in Material and Workmanship! 








20th Anniversary Year OXWALL TOOL CO., LTD. 928 Broadway, New York 10 
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stimulate vise sales with this Desmond-Simplex 


Desmond-Simplex 


VISES 


ise application” 
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put it anywhere, Sparks impulse buying, sells other tools, 
small area: 10%” x 12”, eye catching 





















You can sell Desmond-Simplex utility vises faster with this QUANTITY | MODEL | JAW WIDTH | JAW OPENING | WEIGHT 

tree display stand. Styled by a leading industrial designer, 1 No. 300 3” 314” 12 

it hangs on any pegboard tool wall, or can be placed 2 No. 350 34%” 4” 1812 

on islands and counters. High visibility, yet it occupies : | te. 400 ” 3” 25 

small space. Stand holds a supply of promotional ‘“‘do it : No. 300 »Z 3.” 30 

yourself’ information. Base is lacquered black, has rubber Jisnlay stand civen free with order of 

feet to prevent marring. Sturdy steel frame has hangers ee a | tht tans 

to fit all hole spacings, enameled metal back panel has five utility vis 

red and black letters on white background. It sells vises, WEP Tee eS BPE Wir Gos as 

yet allows you to keep stock packaged. ne t0 a Geaiel initial order only 
SEND COUPON FOR FULL INFORMATION 


The display stand above is given free when you order the 
V-5 vise deal. You get an assortment of five Desmond- Desmo d-Simple x 
Simplex utility vises at regular prices, plus the display THE DESMOND-STEPHAN MFG. CO., URBANA, OHIO 
plus a generous supply of vise application folders. For 
convenience, a No. 350 vise comes bolted to the stand, 
making a ready-to-use sales stimulator. 


Please send details on your V-5 vise deal. 
No obligation, of course. 














Name Store 
Order your No. V-5 vise display deal from your jobber Street City 
now. Get sales promotion plus the five vises listed State Jobber 
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has shrubs and 
powerful made! Life 
tume werrwl handle grips. No. 907G. $1.2° 





New Wiss Gress Shears that cul wah half = FOR HER: House sed Carden Kit. 
the normal effort. Vinyl handle grips flower shears that 
protect hands; lifetime chrome pleting cut and hold, and verwtile kitchen 
protects metal’ No. 1701, anly $2.98 shears. No. WG-3, $8.95 





sith 


Flower Shears that protect ber hands. Fer Mer Rose Garden: These 
Wiss FH-4 flower ‘shears cut and bold «= Wiss Rose Pruners cut with the 
ene ae ae See St ae gene. eflort, won bruise branches. © 
Prevent scratches. §2.75 tong. No, GO7R, red handles, $2.75 


— 
Ai housewares depts hardware and garden supply stores. 
For other WISS gift suggestions, write Dept A-2 for free gift catalogue 
3. WiBS & BONS COMPANY, NEWARK 7. &. J. 


World's Lorgest Maautecturer of Shears Scissors Pinking Shears. 
Skstioping Shears. Mets! Cutting Snips end Gergen Shears 





HOUSE BEAUTIFUL and HOUSE & GARDEN 
will carry this powerful half-page advertise- 
- ment featuring Wiss garden tools. 


WISS SHEARS AND SCISSORS 
A GREAT NEW IDEA- | 











. 4 





FOR HER: New Wiss Sialloping 
Shears. Anyone who sews will love 
them. They cut scallops and reverse 
scallops for prettier, ravel-resistant 
seam foawh. No. SN-7, $7.50 at teading 
notions (ounters, hardware stores and 
sewing centers everywhere 





“Sweetheart Sewing Sec... 7" dress- 
makers’ shears and 5S” embroidiry scss- 
sors im lovely leather case. Nile Green, 
Caribbean Bluc, Tapesiry Red, Prim- 
rose Yellow, Sahara Tan, and trory 
No. GS-3, 99.95 at notions counters 


Vinyl handle protect hands, irfe 
ume neg Bape - protects metal 
No. 1701, $2.98 at housewares depts.. 


s Move GY 7 


A Couttery Treasere : New Lustre hrome 
shears and scissors with lifetime 
chrome plating. Individually gift boxed 

akers shears, trimmers, hight 
trummers, sewing and embrodery scu 
sors. $3.9% ta $4.95 at potions and cut 
lerv counters and fine hardware stores 





Vervatiile Kitchen Shears. mdmpensabic 
for daily household chores. Open bot- 
les, cut meat, fish, poultry, twine. Col- 
ored handles, $2.95. Chrome or copper 
plated, $3.95. Al notions counters and 
hardware stores everywhere 


trees, give him these powerful Wiss 
proners with viny! handle grips. No. 
907 G, only $3.25 a1 housewares depm., 


hardware and garden supply stores. 








t amous V ivs Pinking Shears make dex 


erative fineshes on hundreds of fems, 


wudest range of fabrics. Ravel resustant 
they t] cut several thick newes with case 
Sizes, Se” to 1044", $4.95 to $11.95 


ai notions counters, hardware stores 
and sewing centers 


Manicure Set with seven gold. 
plated mpiements | ovely metal framed 
calfskin case, lined with suede. Tur 
quos, Holaday Red, BonBon Pink, and 
Seasand. No. GW.-144, $11.95 plus tax 
# eehoms, drug and cosmetax Counters 


or 

of cutting 
leather, rubber, etc 
No. A-12, $2.60 at hardware and toci 
steres. Others from $2.25 


J. WiSS 4 SONS COMPANY, NEWARK 7, N. J. 


** 


* 
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| AS CHRISTMAS GIFTS- 
| POWERFULLY ADVERTISED! 


Devt mits out evr this 


terhific prot it eppertumity | 


Last year, Wiss tried an experiment: Why not suggest Wiss cut- 
ting instruments as Christmas gifts! Not just the famous Wiss 
sewing and manicure sets, but the entire Wiss line of shears, 
scissors, metal-cutting snips, pinking and skalloping shears, and 
garden tools! 

And so it was done, in big national ads. Response was fast in 
coming. Readership studies showed almost unbelievably high 
readership of these big Wiss ads, and soon the sales climb started! 

This year, in response to enthusiastic requests from retailers 
throughout the country, WISS WILL DO IT AGAIN! Soon, 
your customers will be seeing the big Wiss advertisements pic- 
tured here in magazines and Sunday supplements throughout 
the country. To many, they will bring the answers to the age- 
old question: “What in the world should I give for Christmas !” 

Don’t miss out on this terrific profit opportunity! Order the 
Wiss items shown in this advertising from your Wiss salesman 
or local jobber. And remember—only Wiss offers quality cutting 
tools in every price range to suit every individual taste. Better 
still, you get the sure-fire sales appeal of award-winning Wiss 
packaging and merchandise displays. 


You can’t miss with Wiss! 











Your customers will see this special 
WISS Christmas advertising in 


26 SUNDAY SUPPLEMENTS 





Baltimore Sun Detroit News Philadelphia Inquirer 
Wins Piahing Shears make dec. Versatile Kitchen Shears for New Wie Shaiteging Shean Boston Globe Houston Chronicle Phoenix Republic 
scm, det rnge of Tabrcs Open owen ot est ss They, ao Buffalo Courier-Express Indianapolis Star Pittsburgh Press 
inichaewree. Sizes. SA" to den $2.95 Chrome or copper revel resistant stam finish Chicago Tribune Los Angeles Times Providence Journal 
Cincinnati Enquirer Milwaukee Journal St. Louis Post-Dispatch 
Der Gthat WHER Git eanaeebeeh watts Euan Ate bed ee Cleveland Plain Dealer © Minneapolis Tribune St. Paul Pioneer Press 
4 wise 6 S6ne Comrany. REWARK BME. Columbus Dispatch New Orleans Times- Seattle Times 
wern’'stahgeet Slemvtecturer of Sheers Seinnars. tating ase Denver Post : Picayune-States | Syracuse Post-Standard 
Des Moines Register New York Herald Tribune Washington Star 








PLUS HOUSE BEAUTIFUL = HOLIDAY 
ONE-HALF PAGE IN HOLIDAY MAGAZINE rounds out the Wiss HOUSE & GARDEN 


Christmas advertising. This big Christmas push supplements 


Wiss’ year-round advertising, TOTAL READERSHIP: OVER 20,000,000 


<~ 26 SUNDAY SUPPLEMENTS will feature this big, % page ad, NOTE: This special Christmas advertising supplements year-round adver- 
highlighting Wiss shears and garden tools as Christmas gifts. tising in POPULAR MECHANICS, SETTER HOSES.& GARDENS, 
HOUSE BEAUTIFUL, HOUSE & GARDEN, FARM. JOURNAL, 
LADIES’ HOME JOURNAL, GOOD HOUSEKEEPING, McCALL’S, 
SEVENTEEN, MODERN MISS, McCALL’S PATTERN BOOK, 

VOGUE PATTERN BOOK and SIMPLICITY PATTERN BOOK. 
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Self-Selling Gifts 


Unbreakable Tools 

















E3-12C 
E3-16C 
E3-16S 
E3-20C 
E3-20S 
E24A 


E24A 
E16C 
E16S 
E20C 
E205 





*3 in ONE”’ 


in Christmas Box 


12 oz. Hammer 
16 oz. Hammer 
16 oz. Hammer 
20 oz. Hammer 
20 oz. Hammer 


24 oz. Sportsman's Axe 


Leather Grip 


24 oz. Sportsman's Axe 
16 oz. Hammer 
16 oz. Hammer 
20 oz. Hammer 
20 oz. Hammer 










Choose one or all of these 
fine tools packed 4 alike 


$5.25 
$5.35 
$5.35 
$5.45 
$5.45 
$5.85 


Choose one or all of these 
fine tools packed 4 alike 
in Christmas Box 


$5.85 
$4.98 
$4.98 
$5.25 
$5.25 















Order Today to be Sure You Have These 


in 4 Tool 
Christmas Boxes 


Window or Counter Display Packaging that Really 
Sells .. . Makes Customers SEE, HANDLE, 
and BUY from YOU! 


"3 in ONE’ TOOLS 


with the attractive BLUE 
Vinyl-Nylon Cushion Grip 
(1) Solid One-Piece Steel Backbone 
S Hickory Handle Lightness 

Everlasting Vinyl-Nylon 

Cushion Grip 

also 
Original One-Piece 

Solid Steel Tools with Genuine 


Leather Grip 















FREE 
Leather 
Belt Sheath 





: 
ee 
Estwing “me. co, 


ROCKFORD, ILL. 


Fast-Selling Tools for Holiday Selling y 
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Hoy 
to 
make 
customers 
buy more... 


Take advantage of the BiG PUSH on FLOOR REFINISHING. 
A simple suggestion to your customers how they can make 
their old floors like new will start the cash register ringing— 
and keep it busy! Renting a floor sander is only the beginning 
—you start ringing up sales on sandpaper, cleaners, steel 
wool, shellacs, waxes, polishers. 


When your customers stop for information at your 
Floor Refinishing Headquarters —you are going to 
sell more. 


TROY, NEW YORK 





BEHR-MANNING PRODUCTS: Coated Abrasives + Sharpening Stones - 





BEHR-MANNING 


A DIVISION OF NORTON COMPANY 


Get your BIG share of this 
push-for-more Floor Refinishing 
business. Behr-Manning traffic- 
stopping Display Kit ... easel- 
mounted reproduction of our 
HoOuSsE BEAUTIFUL ad and illus- 
trated instruction folders on Floor 
Sanding. Ask your Behr-Manning 
representative or write direct. 


co. 


Pressure-Sensitive Tapes 


NORTON PRODUCTS: Abrasives + Grinding Wheels + Grinding Machines + Refractories + Electrochemicals 
In Canada: Behr-Manning (Camada) Ltd., Brantford. For Export: Norton Behr-Manning Overseas Inc., Troy, N. Y., U.S.A. 
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LAZ,1) FROM THE 


Santa’s Workshop Christmas Promotion 
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me wf = - 2 - ; 
—) ee priced for volume 


No. C1114 $229 


This new 14” drill is beefed up to a full 2.7 amp. power 
rating and geared down to 2250 RPM for added torque. 
It really packs a wallop! This mighty mite direct drives 
most of the “888” attachments, and some of its own — a 
complete power workshop. Has side-handle and 
unique spindle-lock. Packed in attractive shipper- 
display carton. 
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No. C1118 


DELUXE KIT 


Reg. $44.50 


SPECIAL ‘ G 
$3995 


: 5” Rubber Pad 
ll Rubber Pad Adapter 
5” Lamb’s Wool Bonnet 





















VY” Drill 
Jig Saw, 4 blades 
3-piece Drill Set 


HERE’S ANOTHER POWERFUL BARGAIN 


Two 5” Sanding Discs 


Enameled Steel Carrying Case 








f”. BASIC KIT 
cL SPECIAL 





See your MF man for full details about 
Millers Falls Santa’s Workshop Promotion or 
write Millers Falls Company, Dept. HA-34, 
Greenfield, Massachusetts. 





C626 612” Saw. Professional 
features. 50% power boost 
over predecessor. Max. cut: 
2-3/16" (90°), 134 (45°). 1 
h.p., 8 amp. Reg. $54.50 


$7.00 SAVING 






MILLERS FALLS 





Special *4.7°° for Christmas only 
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You'll only sella “BAIRGAIN once 


P&C 150 — Nothing makes a man as mad as being gypped. He'll cuss you, 
Merchandiser ; h 

the tool you sold him and your store. He’ll tell his friends what 
a lousy deal he got. Not only will you lose his repeat business, 
you will lose business from his friends. But this won’t happen 
when you sell P&C, the best tools money can buy. 


















Protect yourself and your customers 


WITH 





PROVED QUALITY + FULL PROFIT «+ CONTINUING TURNOVER 
Only P&C's Self-Selling Merchandisers give you all three. 


] You sell PROVED QUALITY. Every P&C Too! the BEST money can buy. The best material, the 
* best workmanship and backed by a written guarantee! 


You are assured FULL PROFIT. Every unit sale gives you higher profit. Each P&C Tool you 
“sell is pre-priced for full Gealer margin. 


4 You are GUARANTEED CONTINUING TURNOVER. Each dealer is assured more impulse sales 
*and more turnover per year with P&C’s proved merchandisers. Get the facts on P&C’s 
merchandising program from your wholesaler. 


® 





=a 
TOOL COMPANY _ ......0..- wires 


Box 5826, Portland 22, Oregon 
Chicago Warehouse and Sales Office: Box 87, Schiller Park, Illinois 
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Ni? and you get the tape rule free / 


You've seen “His and Hers” towels, car tags 
and other popular gift items. People love ’em— 
and they’re real profit makers. 

Now Lufkin brings some of this appeal and 
profit to your store in a new Christmas gift 
box with this 50-foot Lufkin Banner tape for 
‘“‘him” and a quarter-inch Lady’s Man tape rule 
for ‘“‘her’’. It’s a great idea. 

Best of all—you pay for the tape only. You 
get the rule free! (It retails for $1.10.) 

We're advertising it nationally in Saturday 
Evening Post, Popular Science and Popular 


Rea, at > 





OS 5 


50 FT. BANNER TAPE 
6’ LADY’S MAN RULE 


. COMPLETE 


By furK Led 


Mechanics . . . because it’s something you can 
really run with this Christmas. When you see 
shoppers wondering what gift to give the 
family next door . . . suggest this ‘‘His and Hers”’ 
set. Or a gift from the kids to dad and mom. 


Almost any name on your Christmas list 
would appreciate something as whimsical and 
as practical as this Lufkin gift set. 

This terrific gift retails at $5.29, including 
packaging! Smart. Practical. Profitable. Order 
now from your wheclesaler—and have a Merry 


Christmas. (Businesswise, too!) ——;" ¢ 




















THEIOGF Ki. 
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RULE COMPANY 


TAPES + RULES + PRECISION TOOLS 


SAGINAW, MICH. + MIDDLETOWN, N.Y. « BARRIE, ONT. 
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Three new (ss) Cyclone 
to help increase 


CYCLONE FIBERGLAS SCREENING — pre-cut to standard sizes and 
packaged in ready-to-sell rolls—helps you save time, money and effort 
on every screening sale. Just hand your customer a single roll of 
the proper width in the pre-cut standard length. The time usually 
spent in measuring, cutting, rolling and packaging screening can 
easily be used to make another sale and increase your profits. 











Smart merchandisers make your 


Attractive floor displayer invites extra sales of Cyclone Fiberglas 
Screening. The shopper’s attention is sure to be caught by this color- 
ful merchandiser and he will be reminded that this is a good time to 
replace worn-out screening. He simply selects a roll of screening from 
the displayer—and you ring up another sale, all with a minimum of 
effort. The displayer holds five rolls of each width screening—26”, 28”, 
30”, 32” and 36”—all a standard 66” long to fit most doors and windows. 
When any one size is sold out, replacement can be made from the unit 
refill container. The displayer simplifies your storage problems and 
the screening is always out where the customer can see it. Pre-cut rolls 
of Cyclone Fiberglas Screening—and the merchandiser—are available 
through your regular jobber. Standard 100’ rolls are also available. 





Other (iss) Cyclone Hardware Products 


Cyclone Insect Screening — Galvanized, Aluminum or Bronze 
Cyclone Hardware Cloth - Cyclone Lawn Fence 
Cyclone Flower Bed Border + Cyclone Catch-All Baskets 


Cyclone Fence Department 
American Steel & Wire 
Division of 

United States Steel 





Waukegan, Ill. « Sales Offices, Coast to Coast - United States Steel Export Company, Distributors Abroad 
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Products 





your sales and profits 


CYCLONE “RED TAG” DOOR MATS are made from con- 
tinuously crimped, full mat-width strips of 44” galvan- 
ized strip steel and tough, round steel wire connectors. 
These mats have many exclusive, customer-pleasing 
features. The ends of the mats are finished with smooth, 
plastic rolls, have no dangerous or destructive sharp 
points to scratch shoes or cause injuries, and the 44” x 
1” mesh is safe for most high heels. 


selling job easier — increase 


The non-working floor becomes part of your sales area 
when you use this eye-catching merchandise piece to ad- 
vertise the new Cyclone “Red Tag” Door Mat. As your cus- 
tomer comes into the store his attention is sure to be caught 
by this display—especially if the weather is wet or snowy— 
and he will be reminded how this mat could protect the 
floors at home. He picks up his mat in its own plastic bag 
from the convenient self-service display box. You've made 
another sale—with almost no time or effort. Cyclone “Red 
Tag’ Door Mats are packed six to a carton. With an initial 
order of 2 dozen or more mats, the merchandise piece will 
be given free through January 31, 1959. 
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CYCLONE ALUMINUM ROSE TRELLIS is a brand-new 
item from Cyclone—and is sure to be popular next 
Spring for home gardeners getting their roses in shape 
for June blooming. This strong, sturdy trellis is chain 
link woven of 12-gauge aluminum wire in a 2” mesh. 
The trellis comes 24” wide by 8 or 10’ long, and it 
makes an ideal support for all climbing flowers or 
vines. The bright aluminum finish stays clean and 
shining . . . never needs painting or maintenance. 


impulse buying 


The attractive rose-decorated container for the new Cy- 
clone Rose Trellis is its own displayer. When you plan 
your Spring displays, include this trellis where it can 
work for you . . . where it can increase impulse sales .. . 
with your selection of June climbing roses . . . with gar- 
dening tools or outdoor furniture. Another smart mer- 
chandising idea might be to erect this trellis on your wall 
and decorate it with artificial roses. The Cyclone Alumi- 
num Trellis packages are shipped six to a carton. 





American Steel & Wire 
614 Superior Avenue, N. W. 
Cleveland 13, Ohio 


Please send information about [| Cyclone Aluminum Trellis, 


[_} Cyctone Fibergias Screening. 


tama | |jobber, [ } dealer. 


|_| Cyclone Door Mats, 


Name__. 
Firm. 


Address 
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SHOPPER; 2 @eSTOPPERS 


> “ay for flagging down 
: r extra fall business 

in CABINET LOCKS 
and PADLOCKS 















THESE EYE-ARRESTING DISPLAYS 


stop shoppers in their tracks 
... Spark the “buy” urge be- 
fore they can go by. Each 
display features a popular, 
fast-moving assortment... 
one in cabinet locks for the 
home handy man... one in 
padlocks for school children, 
campers, boaters plus home 
hobbyists. 


Both displays are made of attractive, durable Masonite. 
Depressions on padlock display hold padlocks snug to the 
board. Padlock Display No. 57 features 7 popular, top-value 
padlocks: P45, P55, P65, P75, P95, P904 and P65P. Cabinet 
Lock Display No. 510 carries 10 fast-selling products: 
locks, Nos. 590, 02066, 02065 and 020681 ; 702B for ward- 
robes, cupboards, cabinets and drawers; lock no. 34 for 
chests and boxes; lock no. 1835 for trunks, chests and tool 
boxes ; draw pull catches, nos. 15641C, 15642SC and 15250C 
for chests, etc. Fall in for extra profits now. Order these dis- 
plays today from your Corbin Cabinet Lock representative. 


CORBIN CORBIN CABINET LOCK DIVISION 


The American Hardware Corporation, New Britain, Conn. 
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MASONITE 


Makes the News 

















Your profit feature for Christmas giving 


Workshop kit of 40 GENUINE a ges: fixtures 


suggested list $2.85 


e A sure-fire volume builder for Christmas and 
all year ’round. 


e An assortment of 40 genuine Masonite® Peg- 
Board® fixtures—enough to hang all the tools 
in the average man’s home workshop. 


e Plus 27 hook stabilizers and 8 spacers for 
mounting famous Peg-Board panels. 


FREE MATS —for your newspaper advertising. 
SEND THE COUPON 
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®Masonite Corporotion— manufacturer of quality pone! products. 
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e All neatly packaged in a compact, self-selling 
display carton. 


e A “natural” for building sales of more Peg- 
Board panels, more Peg-Board fixtures, plus 
all the tools to hang on them. 


e Genuine Masonite quality—the brand most 
people recognize and ask for. Backed up by 
national advertising and publicity all year long. 





po aan eae Gee Ge eee comes GE Ge Ee ae GD aD ee ee ee 
| MASONITE CORPORATION 

| Dept. HA-109, Box 777, Chicago 90, IIL. 

Please send me more information about the Home Workshop Kit of 
7 Peg-Board fixtures and how I can obtain the free newspaper mats. 
| a Ee ee eee ee ES eee: Pe ree ee ee ere 
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Let The Quality Line 





ANDROCK 


BRIGHT ZINC HARDWARE 


ANDROCK — the popular-priced, quality line 
of hardware .. . for dependable profits from large 
or small unit sales! 


Every piece of Androck is fashioned of full gauge 
steel wire, accurately formed, and coated with the 
famous Androck BRIGHT ZINC FINISH that 
stays bright! 










yy Clean, sharp-pointed rolled threads... stronger 
than threads cut by other methods... guarantee 
customer-satisfaction. 

EYE BOLTS 
You can buy Androck’s complete quality line of 
hardware products in Bulk or smartly Carded for 
self-service. 
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HOUSEHOLD HARDWARE 


Made by 


THE WASHBURN COMPANY 
First in Quality ... First in Service . . . Since 1880 








U-BOLTS 


Worcester, Mass. @ Rockford, Illinois 
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HARDWARE AGE 
Oct. 9, 1958 


Why lose sales? For 
customers, and most of your 
competition, Christmas begins 

in October. You get the most from 
this biggest season of the year 
if you plan and promote now. 


OO 


Here are ways to begin. 


Contents 

How to start Christmas now | 86 
How to get add-on sales . | | 88 
How to make credit a sales tool i 89 
How to use Hardware Age merchandising aids 91 
How to stop walk-outs .................... i. 
How product knowledge boosts saies _......... 94 
How displays encourage early sales ........... 96 
How to build traffic for your promotion ........ 98 


How to promote staples as giftwares 
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CHRISTMAS Sales Planning Guide 


How to start Christmas Now 


The time to start making Christmas profits 
is now! Not Nov. 15 or Dec. 1. 

There are three things you have to begin 
right away to insure a profitable Christmas: 

(1) Sales promotion. 
(2) Credit expansion and promotion. 
(3) Saleshelp recruitment and training. 

Consumer surveys show that more people 
each year start Christmas shopping early. 
Some start right after Labor Day. Early con- 
sumer buying is proof that October is the time 
to start your Christmas gift and toy promo- 
tions. 

A check of department stores and specialty 
shops will show that they began Christmas 
merchandising about Oct. 1. How about you? 
Is Christmas planning something you’re put- 
ting off until next week, or maybe next month? 

Heavy promotion of credit plans—30-day 
charges, revolving charges, and instalment ac- 
counts—pays off, if started soon enough. 

How important is credit? Sears, Roebuck & 
Co. admits that credit by 1957 was almost 46 
percent of total company business. 

Saleshelp recruitment and training can’t be 
started too soon, nor be emphasized too much. 
A profitable Christmas season depends more on 
the quality and training of your salesmen than 
anything else. 


What it takes to start Christmas sales in October: 


® Study the pages of this Christmas Sales 
Planning Guide to augment ideas of your own. 
Pay special attention to articles on revolving 


A profitable Christmas starts with planning and sales promotion in October. Begin 


your holiday season new. Make this guide your promotion primer for more sales. 


credit and HARDWARE AGE layaway and stock 
control aids. 


® Select key items and price specials from your 
wholesaler for at least one large October ad 
that will tell your trade that you are Christmas 
headquarters. Plan follow-up ads, postcard 
mailers, and bill enclosures. 


® Plan to tie in your promotions with whole- 
saler broadsides and catalog items. It pays to 
ride along with successful promotions. 


® Plan to feature your layaway and credit 
policies as part of all advertising you do 
throughout the season. In addition, play up at 
every opportunity in ads and display cards ser- 
vices such as toy and gift storage, free deliv- 
ery, and gift wrapping. If you’re going to stay 
open more nights than usual during the Christ- 
mas season, or have a Santa Claus for the kids, 
announce it early and often. 


® Plan to tighten up on inventory controls 
from now through Christmas Eve. HA Pocket 
Want Cards and Seasonal Profit Planners (see 
page 91) tell you what sells, in time for 
reorders. An ordinary monthly stock check, 
written or visual, is not enough for the next 
10 weeks. 


® Start reviewing back orders and unshipped 
orders. Have in stock, or have confirming or- 
ders placed for, heavy quantities of key items 
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An early promotion gets traffic on the street, and into your store, for Christmas toys and gifts. 


and lines. Your wholesalers’ stocks will soon 
begin to dwindle, especially hot numbers. 
Housewares, hand and power tools, elecirics, 
sporting goods, toys, appliances, and ornaments 
are still in good supply. In another month, at 
most, you'll begin to take pot luck. 


® Christmas gift and ornament displays, and 
store and window decorations ought to be un- 
derway right now. Have modest selections at 
first. Then have more complete selections as 
the season bears down on you. Remember, cus- 
tomers are shopping early for gifts. And soon 
they’ll draw Christmas Club money. 

There are many advantages to beginning 
serious planning ahead of your competition: 

(1) You get an earlier look at buying trends 
in toys, gifts, and other key hardware Christ- 
mas lines. You can reorder while suppliers still 
have stock. 

(2) You get an early in-flow of cash to dis- 
count November and December invoices. 

(3) You get more people in the habit of 
shopping in your store before the seasonal rush 
begins. This helps maintain a bigger flow of 
traffic right through the season. 

(4) You get bigger unit sales of better qual- 
ity merchandise when you promote early. The 
type of customer who buys very early for 
Christmas is not likely to be on a shoestring 
budget. 

Possibly the most important single idea be- 
hind promoting Christmas early is to sell your- 
self and your store as headquarters for gifts, 
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and to get customers started early shopping 
your store for all their needs. 

Sell this idea to your customers: A _ well 
stocked hardware store is pretty hard to beat 
when it comes to a truly wide selection of brand 
name merchandise. A hardware store has sales- 
people who know what they’re selling. A hard- 
ware store gives service after the sale. A hard- 
ware store will be on the same corner a year 
from now. 


Sales day facts to make your 
Christmas promotion profitable 

® October has the same number of selling 
days, 27, and Saturdays, 4, as last year. 
® November has one less selling day, 25, 
than last year, and 5 busy Saturdays. 

® Tuesday, Nov. 4, is election day in 33 
states. 

® Tuesday, Nov. 11, is Veterans’ Day in 
all states. 

® Christmas clubs mail out checks about 
Nov. 14. It’s a good time for a big ad. 

® Nov. 27, fourth Thursday in the month, 
is Thanksgiving. 

® December has 21 selling days before 
Christmas, as compared to 20 last year. 


® Christmas falls on a Thursday. 
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CHRISTMAS Sales Planning Guide 


How to get add-on sales 


Precisely what is revolving credit? 

What are its benefits and drawbacks? 

How can it build more early Christmas vol- 
ume and profit for you? 

Let’s take these questions separately. The 
answers are important to you. 


What is revolving credit? 


Revolving credit is a time-pay account which 
is seldom closed by customers. That is, a cus- 
tomer contracts to buy something on monthly 
payments, but may always add new items to the 
purchase. Red tape involved to make these 
add-ons is virtually nil. 

In brief, revolving credit is a flexible time- 
pay account. 

A service charge of from % to 1% percent 
is levied each month on the unpaid balance in 
revolving credit transactions. Each store de- 
cides on its own service charge percentage. 

You decide the terms. Items bought on a 
revolving charge can be for any amount of 
money, and payments made over any length of 
time. Being fluid, revolving credit can be ad- 
justed to suit the needs of any customer. Some 
customers want a few months to pay the bal- 
ance, others a year or more Some want to 
charge $30, others $300. 

Figuring a customer’s monthly payment is 
easy. After a 10 percent down payment, you 
divide the balance by the number of months 
needed for full payment. Then you tell cus- 
tomers that the small service charge is added 
to each monthly installment. 


You can do it with revolving credit. Once a customer starts using credit 


If your service charge is 1 percent, the 
charge to be added to the first monthly payment 
on a $100 balance is $1. The amount of service 
charge is always figured on the balance still 
due. The length of time for the contract does 
not affect the percentage of service charge 


What are the drawbacks and benefits? 
Benefits— 


The biggest benefit, next to more sales and 
bigger unit sales, is the profit realized on ser- 
vice charges. 

For example, you currently have 100 regula: 
charge accounts active, with an average total! 
of $2000 due. You have bookkeeping, lots of it, 
to keep accounts in line. For the same amount 
of bookkeeping, you would net $20 per month 
clear profit on that $2000 due-amount, if these 
accounts were revolving charges with a 1 per- 
cent service charge. 

Many of your customers wouldn’t want to 


he keeps on buying, and you profit from the service charge on the unpaid balance. 





This HARDWARE AGE Revolving Credit 
Poster was designed as a service to dealers, 
for use in arousing interest in store and win- 
dow displays. You may have your printer 
reproduce this poster, or order a supply 
from HARDWARE AGE. Price: 5 for 50¢. 
Send check or money order to HA Reader 
Service Dept., HARDWARE AGE, Chestnut 
& 56th Sts., Philadelphia 39, Pa. Please spec- 





ify form No. 10. 
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DO IT WITH A 


REVOLVING 
CHARGE ACCOUNT 


* Let us set up a special revolving charge account exactly 
suited to your needs. This account gives you open charge 


account privileges, up to the limit you agree to. 





e You simply pick out the amount that you want to charge (A, below), 
then check the monthly payment (B) to be sure it is suitable. 


® As you pay off the balance, you can make additional purchases 


without red tape up to original limits of your account. 


» The small, 10 percent down-payment will start your account after you 


fill in our quick-check charge application. It takes just minutes. 


The chart below shows typical amounts and payments. We can adjust 





time limits and payments to suit your needs. Ask any salesperson. 


MONTHLY PAYMENTS FOR REVOLVING CHARGE ACCOUNTS 











PURCHASE 330 $50 $70 100 125 150 (‘175 200 
PAYMENTS: °22° ("375 °525 [#750 $938 4125 |443'9 [5500 
































‘Plus small service charge 
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change to revolving credit, for various reasons. 
But probably just as many would welcome the 
relief of smaller monthly payments. 

Even if you don’t want to invest your own 
capital in revolving credit, and choose to dis- 
count your credit paper to a bank or finance 
company, you’re likely to get a rebate based 
on volume. 

There are many other benefits. 

You get extra traffic from customers visiting 
the store to make monthly payments. Each 
time, they make payments they may make new 
purchases. As each payment reduces indebted- 
ness, customers will add new items without 
the need for credit checking and other red 
tape usually associated with time pay. 

Your tie-in sales and big-ticket sales will in- 
crease at once. Customers on a tight cash 
budget hedge at the higher prices of first- qual- 
ity goods and big-ticket lines, and tie-in items 
they’d like to buy but can’t afford. 

When you remove the barrier of cash and 
carry, the customer raises his sights, and buys 
more items; better quality items than he would 
otherwise. 


Drawbacks— 


Setting up your revolving credit program 
takes considerable capital. For this reason, 
many dealers go to a bank or finance company 
to get started. 

Banks take such credit paper at a discount, 
but often pay you a rebate on a sliding volume 
scale. If you can afford to carry your own 
paper, there are no drawbacks to beginning 
your program at once. 


How can revolving credit build Christmas 
volume? 


Financing arrangements, wherein a bank 
takes over credit paper and services the ac- 
count, can usually be made within a few days. 
Most banks and finance companies welcome this 
business. You can make your decision to begin 
today, and be in business next week. 

If you handle your own credit paper, so much 
the better, for you can start right away. 

What do you need to begin? 

You must establish minimum and maximum 
charge amounts, and repayment schedules. You 
have to decide on a service charge rate. This 
rate, from % to 1% percent per month, is 
seldom questioned by customers. 

At 1% percent service charge, as a sample, 
you net $11.70 clear profit on a 12-month $120 


How to get add-on sales with revolving credit 
(Continued) 


















































PAYMENT TABLE 
Revolving Chorge | We Add This You Pay, 
Limit Service Charge Monthly* 
$1 5.00—$20.00 $1 .50—$2.00 
20.01— 30.00 2.00— 3.00 | $5.00 
30.01— 40.00 3.00— 4.00 | ’ 
40.01— 50.00 4.00— 5.00 
50.0i— 60.00 5.00— 6.00 6.00 
60.01— 70.00 6.00— 7.00 
70.01— 85.00 7,.00— 8.50 8.00 
85.0i—100.00 8.50—10.00 9.00 
100.01—130.00 10.00—13.00 10.00 
130.01—150.00 13.00—15.00 11.00 
+ 150.01—170.00 15.00—!8.00 12.00 
170.01—200.00 18.00-—21.00 14.00 
200.01—240.00 22.00—26.00 16.00 
240.01—270.00 28.00—32.00 17.00 
270.01—290.00 33.00—35.00 18.00 
290.01—300.00 36.00 19.00 

















| * Last Payment May Vary. 





Here is a typical revolving charge set-up used by 
large chain stores. Note that the ful/ service charge 
—10 percent or more—is charge at the beginning 
instead of being calculated each month. 


revolving charge. This gives you nearly 10 
percent cash return, above profit on merchan- 
dise to help you improve your business or to 
bank as profit. 

You'll need standard charge application 
forms for credit checking. Most banks or sta- 
tioners can supply you. This applies also to 
bookkeeping forms. 

Now you have to let your trade know. Pro- 
mote the benefits of revolving credit in a letter 
or broadside to all of your mailing list custom- 
ers. Mention revolving credit in bold-face type 
in all of your advertising. 

Signs in your store and windows arouse Ccus- 
tomer interest. The poster on page 89 was 
designed by HARDWARE AGE for you for this 
purpose. Extra copies are available to help you 
sell the revolving credit idea. 

Train your salesmen to suggest revolving 
credit at every opportunity, and especially 
when a customer balks at buying. No longer 
need expensive tie-in items, big-ticket goods, 
or top quality merchandise be denied any pur- 
chaser. 

Any man with a steady job and good credit 
rating can now buy just about anything he 
wants in your store 
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How to get more Christmas sales with. . . 
HARDWARE AGE 


Merchandising Aids 


HA Layaway Tags. Three-part tags, serially numbered in red 
ink for easy matching and reference. Top of tag stays with 
stored merchandise. Middle of tag is your payment record, and 
bottom is customer’s receipt for payments. 


HA Layaway Posters. These posters are printed in red and 
black ink. They hang in store or window to draw interest in 
your layaway plan. 


V3 " : HA Layaway Spinners. These spinners hang on thin string in 
OU SHORT #3 CASH? your store or window. They twirl with every breeze, and help 
Then ask interest the trade in layaway. 


HA Pocket Want Cards. More than 250,000 of these cards are 
now in use. Have salesmen take one each day, note lows, outs, 
and special requests and turn card in each night. Use want 
cards for reminders of what and when to buy. 


HA Seasonal Profit Planners. This is a one-sheet, self-con- 
tained stock control designed especially for seasonal lines. It 
runs on the maximum-minimum principal, uses high and low 
points in stock as a guide for reordering. You buy based on 
what you own and what you need to hold maximum levels. 
Complete instructions for use are included with each order. 


Here's how to order these aids: 


If you wish, you may have your printer duplicate any of the forms 
shown. As a service to dealers, HARDWARE AGE has printed supplies of 
each form. You can order them in time to help make extra profits this 
Christmas. All prices listed are postpaid. Send check or money order to 
HA Reader Service Dept.. HARDWARE AGE, Chestnut & 56th St., 
| Philadelphia 39, Pa. Please specify form No. for each item you want. 


HA Pocket Want Cards price: 90 for $1, 600 for $5 form No. 2 
_ HA Layaway Posters price: 5 for 50¢ form No. 7 
“HA Layaway Spinners price: 6 for 50¢ form No.9 
HA Layaway Tags price: 100 for $1.65 form No. 8 
HA Seasonal Profit Planners. price: 50 for $1, 200 for $3.50. form No. 6 
HA Revolving Credit Posters*. price: 5 for 50¢ | form No. 10 


i i il 


HARDWARE AGE, OCTOBER 9, 1958 








Hardware Age 






CHRISTMAS Sales Planning Guide 


How to avoid walk-outs 


Have you ever counted your walk-outs in a 
single business day? 

Have you ever stopped to figure out what 
these walk-outs represent in dollars and cents? 

A survey by the City College of New York 
shows that 30 percent of walk-outs in certain 
retail stores can be blamed on bad service and 
lack of product knowledge. Only an out-of- 
stock condition produces more lost sales. 

Of every 100 potential customers who leave 
your store without buying, 30 are frustrated in 
their attempt to buy. When this happens, you 
may have the right merchandise, but your 
salesmen fumbled the ball. Sales go down the 
drain because a salesman wasn’t thinking, or 
wasn’t trained well enough. 


Customers won’t tolerate rudeness from 
salesmen. Nor will they accept lack of sales- 
manship and product knowledge when they 
start buying Christmas gifts in October. 


Early shoppers have cash, or are willing to 
run up large bills. And they have time for lei- 
surely shopping in October and early Novem- 
ber. Now it’s up to your salesmen to prove to 
the customer why this power drill is value at 
$29.95, when that drill (“It looks just the same 
to me”’) is only $24.95. 


Now’s the time to teach the properties and 
values of various steels in cutlery and flatware. 
How about plastic dinnerware, do you know 
what melmac is and does? Which is better. 
cast, stamped, or machined cookware? 

Expressions, such as “UL Approved, LP 


Product knowledge is vital in an early Christmas promotion for customers are 


not familiar with merchandise and they want facts about quality, performance 


Torch, AC only, Jacobs Chuck,” and “perma- 
nent lubrication” have sales meaning when 
your staff has learned to know them and use 
their selling advantages. 

Getting at this knowledge which is so vital 
to a majority of sales involves no magic for- 
mula. It’s simply a question of awareness and 
steady, daily attention to detail. 

Virtually every can, bottle, box, and loose 
object in your store carries descriptive label- 
ing that speaks of contents, properties, guaran- 
tees, and how-to-use explanations. In addition. 
most of the items you stock carry fact-tags to 
further impress customers with what’s inside. 

A salesperson is asked, “Why is this skillet 
$5.95? It looks about the same as that one for 
$4.49.” 

If the salesman answers, “You get what you 
pay for, and this one is better than that one,” 
the customer hasn’t learned a thing. Why 
should she buy? 7 

Your salespeople can’t spend all day study- 
ing labels, that’s certain. But if your salesman 
in this case had learned to glance quickly at 
the label, without making it too obvious that he 
wasn’t sure of the answer, he would have seen 
selling points like “12-gage waterless alumi- 
num,” and “Lifetime handle,” and “Silicone 
treated to prevent sticking,” among other sales 
features. 

It’s all a question of habit. Salespeople must 
get into the habit of learning to read tags, 
labels, and brochures for vital selling points 
about items. These features usually justify 
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higher prices, where price is the customer’s 
objection. 

When price is not the question in point, 
knowing quality and unusual performance fea- 
tures clinches may a sale. 

That’s not all. After your salesmen get into 
the habit of studying the items they sell, they 
have to begin remembering what they read. A 
store of knowledge is gradually built, and an 
order-taker becomes a salesman. 


Prices seek own levels 


Most products seek their own, reasonable 
price levels. This level is gaged to competition 
and quality. In other words, most items are 
worth just about their list prices these days. 
Competition forces the price to a certain area, 
and consistent quality keeps it there. 

When your salesmen know what that quality 
entails, they build a substantial selling argu- 
ment. 

Product knowledge not only reduces walk- 
outs in your store, it builds a terrific volume 
of tie-in sales and step-up sales. Why? 

Take, for example, a customer who is buying 
her husband a gun for Christmas. Chances are 
she knows nothing about guns or hunting. She’s 
completely in your hands, and timid about mak- 
ing an expensive mistake in buying the wrong 
weapon. 

If you have stoked up on product knowledge 
concerning guns, you’ll first ask about what the 
husband normally uses a gun for... target, 
deer, bear, varmints. Then you will show guns 
and accessories that fit the pattern of her con- 
versation. 


Quality dictates price 


If you don’t know any more about the product 
than the customer—comparative prices, gage, 
calibre, actions, etc.—she will balk instantly, 
for a customer can always sense when a sales- 
man is bluffing. A customer doesn’t buy a gun. 
watch or car on a whim. A lot of basic product 
knowledge proves that the salesman knows 
what he’s talking about. And customers want 
to know “what’s inside?” 

This same line of reasoning applies to fishing 
needs, all sporting goods, and just about any- 
thing else in the higher price ranges you'll be 
promoting for Christmas sales. 

A man comes in to buy his wife a gift of an 
electric toaster and coffeemaker. You’ll have 
prices ranging from $10 to $30 on each item. 
How big a sale you make depends on how well 
you get across the quality story. 

As you prove how much you know about those 
appliances, you may be able to work in a tray, 
a toast rack, a jelly set, a butter dish, and other 
similarly related items. 

No $10 toaster, coffeemaker, reel, tool, or 
other product is as good as the $30 model set- 
ting next to fit on the shelf. The reason for the 
difference is quality, along with other reasons 








Knowledge of products cuts down on walk-outs, 
makes upgrading easier, stops no sales, 


that led you to stock the various price lines in 
the first place. 

What makes the quality higher? 

How is the item more versatile? 

It’s easy to learn these things, for they are 
all in the fact-tag dangling from a string at- 
tached to the product. Read the tag, and you’ll 
know the difference in seconds. 

Tell customers what makes an item better or 
multi-purposed. When she knows the differ- 
ence, she’ll buy more readily. And she will 
admire you for saving her from making a buy- 
ing mistake. 

You’ve heard the common expression: “No- 
body reads directions any more.” There’s a lot 
of truth to the statement, and there’s a similar 
truth in, “Few salesmen read fact-tags any- 
more.” Don’t let this occur in your store. Keep 
walkouts down by keeping product knowledge 
up. 

There are other ways to build up product 
knowledge, but few of them are as handy as 
the products that line your gondolas. 

Factory and wholesalers’ representatives, 
suppliers’ catalogs, and ads in trade magazines 
such as HARDWARE AGE are all good basic 
sources of product knowledge. So are regional 
and national trade shows and events. 

The biggest hurdle your salesmen must over- 
come is getting into the habit. They must be- 
come accustomed to thinking about and using 
product knowledge as their prime selling 
weapon. Once the product knowledge habit has 
taken root, your sales will prosper. 

Product knowledge is your one big oppor- 
tunity to outstrip competition. It can make up 
for differences in price, for a poor location, and 
for a host of other reasons why you've lost 
sales to competitors. 
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CHRISTMAS Sales Planning Guide 


How to make sales 


You’ve got a major decision to make, right 
away. It concerns customer service in the peak 
season about to begin. 


Whether or not you promote early for Christ- 
mas, and generally follow other ideas in this 
Sales Planning Guide, traffic will increase a lot 
in the coming weeks. 

As traffic builds up to a peak sometime in 
December, some system of relieving traffic jams 
will have to be started. Otherwise, you’re bound 
to lose sales. 

What will it be for you, self service or more 
sales people? 

If you use self service to relieve jams at peak 
hours, better check yourself right away on these 
points: 

(1) Do you price mark everything? Seif service 
will fail if vou don’t. 

(2) Is the majority of your stock on the sales 
floor, as soon as possible after receipt and in- 
voicing? Is it out of cases and crates? Self 
service will suffer if it isn’t. 

(3) Are items and lines grouped together logi- 
cally for a high rate of impulse sales? Self ser- 
vice will be limited if they aren’t. 

(4) Will you have a well located checkout sta- 
tion, well manned, and well stocked with supplies 
at peak hours? Self service will break down if 
you do not. 

(5) is your store ready for peak self service 
traffic, with shopping carts or baskets, clean wide 





The holiday traffic starts soon. How are you going to sell these customers? 


Will you use self service, or will you employ and train temporary salesmen? 


aisles, bright lighting, legible signs, full bins, 
and many impulse displays? These things each 
contribute heavily to more self-serve sales. 

On the other hand you may prefer expanding 
the sales force to boosting self service. Many 
dealers do. Maybe your store isn’t suited to self 
service, or maybe you feel clerk service is still 
the best service. 

What are your plans for hiring and training 
personnel? Where will you get them, and how 
will you make most efficient use of them? 

Before you think of hiring extra help, consider 
when you’ll need them most. 

It’s generally understood that most hardware 
stores’ business, as much as 75 to 80 percent, is 
done in 15 to 20 peak hours a week. 

These key hours usually fall on evenings and 
weekends. It’s logical to assume that as your 
holiday traffic increases, those same hours will 
be the ones when you'll need extra help the most. 

Most dealers can get by the Christmas rush 
season with part time extra help on evenings 
from 5 until 9 p.m., plus Saturdays. This 
amounts to some 20 hours a week. 

Where will you recruit full and part time extra 
personnel? There are several answers to this 
question: 
© Ask employees to bring in friends and rela- 
tions to help out in the rush. This is how many 
dealers get part time help. 
® Check your nearest senior high school job 
counselor. There are plenty of eager, bright 
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What'll it be for a shopping 
family like this one, self ser- 
vice or salesmanship? 


students available. You can demand and get 
honor-roll students. 

® Write to your nearest state or local govern- 
ment employment agency. Outline the kind of 
person you want, the hours, duties, and salary. 
These agencies have long waiting lists. 

® Mention your need for saleshelp to customers 
you know well. Housewives and pensioners will 
welceme a chance to make some extra Christmas 
money. 

® The physically handicapped make fine, steady 
employees. There are many agencies for them. 


How about training new salesmen? 


You should have a standard two or three day 
training program. Never pitch a new salesman 
right into selling. Dealers who follow a regular 
training plan usually organize it something like 
this: 

Following hiring. The new man is asked if 
he wants to sell in a certain department, out 
of preference, or based on experience. If possi- 
ble, the request is met. Any new person will do 
a better job if his main work is something he 
prefers. 

The first day. Your new man ought to begin 
learning where important things are on the 
sales floor and in the stockroom. The man 
should be urged to study store advertising, fact 
tags, labels, and sales brochures. He should be 
given copies of HARDWARE AGE and your sup- 
pliers’ catalogs to study in spare time. 





The second day. The new salesman should be 
trained in writing saleschecks, charge account 
and time-pay forms, wrapping and bagging, 
facing-up stock, and policies such as return 
goods. General store system, covering such 
things as layaways and daily use of want cards, 
should be part of this day’s training. 

The third day. The salesman ought to be 
assigned to his selling department, and spend 
the day there. If Christmas ornaments and toys 
are to be his home for the season, let him help 
with displays, stock work, and price marking 
in that section. 

In each phase of training in the early days, 
have your new man work closely with a veteran 
salesman. Let the old-timer keep his eye on the 
new man, answer questions, make suggestions 
about appearance and courtesy, and generally 
guide him over the rough spots. 

Remember, your goal for each new man is to 
sell merchandise that won’t come back, to cus- 
tomers who will. Customers will always forgive 
a little awkwardness or lack of product knowl- 
edge in a salesman who earnestly tries to please 
them. 

Keep records on new employees, earnings, 
Social Security numbers, etc., for you never 
know what questions will come up after Christ- 
mas. And these records, together with your 
written estimate of the man, give you a source 
of extra help the next time one of your regulars 
gets sick, or when you face an important sale. 
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Here are windows that look like Christmas, for less than 
$1 each. Plain white tape does the job. You can improve 
this effect with snow or angel hair. 


How to sell with displays 


Here are proven ideas for window and instore displays that will increase 


Christmas promotion sales, and these units can be used next year too 


Display and advertising work hand in hand 
to increase sales. 

Advertising brings customers to your store. 
That’s its only purpose. Once customers are 
inside your door, mow much you sell depends 
upon how well you display your stock. 

Most Christmas displays are year ’round 
tables, islands, and gondolas that have been 
prettied up for the holiday season. And there 
are many new display units you can build now, 
and use all year by repainting or decorating 
them to suit changing needs. 

Improving your display through adding fix- 
tures, using inexpensive decorative touches, and 
through improving lighting and showcard signs 


can cost a little or a lot. It’s strictly up to you. 

There are many trims, perforated paneling, 
and ready-made Christmas displays. You can 
build or buy, according to your budget. 

This much is certain, the more you invest in 
display, the more gifts and staples dressed up 
like gifts you will sell. Manufacturers know this, 
and you will see it reflected in vastly improved 
holiday packaging of staples, such as hammers, 
this fall. 

Here are some low cost display ideas. Use 
them or let them spark even better ideas of your 
own. Start now. Don’t wait for competition to 
set the pace, for early displays mean more early 
Christmas sales. 
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Where you want unusual decoration for a row of columns, this trim 
is effective. This original design can be 3 to 4 ft high, of wallboard 
or thin plywood. Alter "Gift" sign to suit needs. Store unit for next 
year. Moke a pattern from this drawing. 




















Even a scrub pine tree can be sprayed with white or 

colored paint for cheap, realistic ornamentation. Dummy | 
gift boxes are empty cartons, prettied with a few cents | 
worth of paper and ribbon. | 








For window displays, as wel! as interiors, perforated paneling is hard to beat. It's 
versatile, easy to paint, and takes little hardware to hold dozens of items in a few 
square feet. Hung by wire, or mounted on feet, this paneling, combined with home- 
made wreaths and Santa (see cutout for pattern), can be your basic window display 
regardless of window's size. For stability, frame larger sections of paneling with 1x2 
in, pine strips. 
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Changing pillars and waste 
lines into selling area isn't 
hard. Shelving, sides, and 
counter-tops of % in. ply- 
wood can be sized to suit 
your needs. Usually, 2x4 in. 
lumber is best for supports 
and framing. Shadow box ef- 
fect for top of this display 
is cut out of thin plywood 
or masonite with sabre saw. 
Bottom bins can be open, 
or fitted with runners to hold 
sliding doors. Hard enamel 
is best finish for Christmas 
coloring. 
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CHRISTMAS Sales Planning Guide 


How to build traffic 


Ever ask yourself, “What builds traffic?” 

Customers like bargains. They like excitement 
and extra services. 

Customers who shop early for Christmas gifts 
in October and November will go to the store 
that offers them the greatest novelty and values. 

Heavy traffic never starts by itself. It is the 
result of imagination in sales promotion. Heavy 
traffic never fully maintains itself. It must con- 
stantly be revitalized with new ideas and new 
promotions. 

Dealers who start and maintain a solid flow 
of early Christmas traffic do so with a steady 
stream of fresh ideas. Low prices on staple items, 
giveaways, and unusual services are but a few 
of the many avenues open to bring you plus 
traffic. 

The ideas pictured on these pages have worked 
well for other dealers to bring in early Christmas 
traffic. Let these ideas spark your imagination. 
Resolve to follow through, and make up a list 
of things you can do to build traffic. Then do 
them. 

It’s worth the trouble. Getting customers into 
your store for the first time should lead to repeat 
visits. Give one customer a bargain, extra cour- 
tesy or extra service, and she’ll tell her neigh- 
bors. This is how traffic grows. 

Get customers in the habit of watching for 
your ads, and shopping your store often to see 
“what’s new.” 


You get bonus early Christmas traffic with unusual sales ideas, special prices, 


and customer services. Here are a few ideas that will set you thinking of many more 





——_—_—__ 
} a a —s 


—————— 









HO mbes oa 


, Reg. 25¢ Section 
| HO TRACK ie 


























Promote early, before competition's ready. This 
ad is regularly run by Sbar's Hardware, Camden, 
N. J., well in advance of the Christmas season. The 
idea behind Sbar's timing? "We get traffic and 
sales because most of the discounters around here 
are out of the items advertised,” said Albert Sbar. 
Result? "We find it necessary to buy extra stock 
from jobbers to meet our demand, and we have 
extra traffic for other items,"’ added Mr. Sbar. 
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A live Santa Claus, on busy Saturdays and 
during best evening hours, is guaranteed 
to bring you early traffic the first weeks in 
November. Parents are anxious to get this 
visit over with, and prefer to avoid down- 
town traffic. Help's easy to get, for you 
will find many a pensioner willing to don 
the Santa suit at about $1 per hour. 
Choose a jolly, steady man who is willing 
to work whatever hours you specify. 
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A steady traffic maker is a spot table or built-up display of high value merchandise. 
Many stores, such as Ace Hardware, Kenosha, Wisc., keep such a display steadily 
changing to attract regular customers on each visit. As shown here, a wide assortment 
of seasonal items, such as baskets at $1, account for plus traffic, sales, and profit. 
Other items that move well on spot displays: take-your-pick assortments of 88¢ or $1 
gadgets and cooking items, toys, games, and novelties, Christmas stocking fillers; deco- 
rations; hand tools; and sporting accessories. 
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Hardware staples... 


Promote them as oiftwares 


Your tool, sporting goods, and housewares depart- 
ments are filled with items that make fine gifts for 
mom, dad, and the family. But it takes suggestion 
selling, in display and customer contacts, to em- 
phasize this. 

You'll find more key items like hammers, kitchen 
tools, and hunting knives are packed in gift boxes by 
manufacturers this year. This will make your job 
easier. 


100 





The Best Gifts of All 

Place key staples in decorative settings with bits 
of ribbon, artificial snow, and signs that suggest 
“Practical gifts are the most wanted by all.” 

Toys and fancy giftwares are important Christmas 
lines, but so are thousands of other everyday staples. 
Glamorize staples like those shown above, and watch 
Christmas volume boom. 
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Builders’ hardware... 
your customers’ best friend 


The immediate and long range future for builders’ hardware are good. That’s what 
manufacturers and distributors heard at their annual convention last week. Why? 
Because there’s more inflation ahead and builders’ hardware installed on a home is 


a better hedge than insurance, bonds, savings accounts, and even common stock. 


There’s going to be more infla- 
tion in the years immediately 
ahead and the best hedge will be 
real estate. 

These pleasing words delighted 
the audience at the builders’ hard- 
ware convention last week in Chi- 
cago. The view of the future came 
from Roy C. Wenzlick, real estate 
statistician and analyst in St. 
Louis, who has addressed the 
convention a number of times. 

Prospects for continuing growth 
in builders’ hardware was the sig- 
nificance of Mr. Wenzlick’s view 
of the future. However, Mr. Wenz- 
lick did dampen down the pros- 
pects a bit by taking a somewhat 
dim view of the predicted and 
wide-heralded business boom in 
the 1960s. Mr. Wenzlick presented 
statistics indicating the boom, 
based on population trends, would 
come in the 1970s and 1980s when 
there will be an upturn in the 
percentage of population 35 years 
and older. 

This was the 22nd annual con- 
vention of the trade and the 13th 


Builders’ Hardware 
Convention 





Cutting of the ribbon officially opens Exposition. 
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Masterkey system speaker, Edwar 
H. McCulloch. 


National Builders’ Hardware Ex- 
position. Associations participat- 
ing were the National Builders’ 
Hardware Assn. and the American 
Society of Architectural Hard- 
ware Consultants. 

The NBHAeadvanced its officers. 
Jas. C. Carroll, Union Hardware 
& Mfg. Co., Los Angeles, moved up 
from first vice-president to presi- 
dent. F. E. Traver, Architectural 
Hardware, Inc., Columbus, Ohio, 
is the new first vice-president. 
Jack E. O’Keefe, Builders Hard- 


DANIEL ©. HAY anc 


Panel moderator, Daniel C. Hay. 


ware, Inc., West Hartford, Conn., 
is the new second vice-president, 
succeeding Mr. Traver. 

The ASAHC re-elected its offi- 
cers, and Robert A. Wesche, Build- 
ers Hardware & Supply Co., Tulsa, 
Okla., begins his second year as 
the president. 

Registration topped the best fig- 
ures of previous years, as did the 
list of exhibitors. Next year the 
convention meets in New Orleans 
in late September. 

The formal convention program 
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Masterkey system speaker, Jack E. 
O'Keefe. 


was in four sections: 

A panel discussion on builders’ 
hardware distribution. 

A panel discussion on the ethics 
of masterkeying. 

A meeting on activities for local 
builders’ hardware clubs. 

An address on trends of the 
future. 

One of the most favorable fac- 
tors in the immediate future for 
a continuing growth in builders’ 
hardware pointed out by Mr. 
Wenzlick is that the cost of not 


A typical session with manufacturers and distributors considering industry probiems. 
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Builders’ Hardware 
Convention 





buying a home is going up. This 
is a most favorable time to buy, 
he pointed out, in view of the 
threat of continued inflation. 

Home ownership also has an 
overtone of political security, he 
added. Some 60 percent of all fam- 
ilies are homeowners. This is a 
potent political force, and these 
voters are going to get the maxi- 
mum of political protection, he 
forecast. This protection will be 
evident in Congress doing every- 
thing it can to prevent fore- 
closures. 


Charge it to inflation 


Inflation has been a big factor 
in rising building costs, and in 
the rise in real estate prices, he 
pointed out. 

“We are going to continue to 
have inflation,” he told the con- 
vention. 

For proof, he cited an unbal- 
anced federal budget in 24 of the 
past 29 years; too many people 
enamored by the welfare state; 
the great number of people who 
expect the government to do many 
costly things for which they are 
unwilling to pay for in higher 
taxes. 

“IT cannot see an end to infla- 
tion. In fact, I’m worried about 
keeping even,” Mr. Wenzlick la- 
mented. 


1959—reverse of 1958 


For the short future, he pre- 
dicted 1959 will be the reverse of 
1958 in building activity: the first 
half of 1959 will be active, the sec- 
ond half will be slow on account 
of money tightening because of 
the first half activity. 

The convention program opened 
with a panel discussion on the 
problems of distribution. 

Arthur L. Faubel, secretary of 
the American Hardware Manufac- 
turers Assn., New York City, was 
the moderator. 

Three questions were presented 
to the panel. Each question was 
discussed by a panel member rep- 
resenting manufacturers and by a 
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NBHA and ASAHC officers for 1958-1959 


Jas. C. Carroll 
NBHA president 





F. E. Traver 
NBHA first vice-president 





Jack E. O'Keefe 


NBHA second vice-president 


Robert A. Wesche 
AHC president 
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Edward B. Veihmeyer 


AHC first vice-president 


John M. Wilson 


AHC second vice-president 
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panel member representing dis- 
tributors. 

Question 1—What do manufac- 
turers and distributors expect of 
each other? 

George E. Wheatley, Lockwood 
Hardware Manufacturing Co., 
pointed out that the distributor is 
the manufacturer’s personal rep- 


resentative, and that the prestige 
of the manufacturer depends on 
the distributor. 

The distributor has the respon- 
sibility, he said, to promote the 
manufacturer’s products to con- 
tractors and architects; to know 
the potential business in his ter- 
ritory; to maintain an inventory; 
to provide a staff trained in sell- 
ing, scheduling and ordering; to 
keep abreast of competitive situa- 
tions; to follow up on accounts 
receivable; to see that orders con- 
tain full information; to follow 


up on reports of shortages; and 
to service each job. 

“If distributors help in these 
areas, it will lighten our (manu- 
facturers) burden,” Mr. Wheatley 
said. 

Val F. Montgomery, Jr., Mont- 
gomery Hardware Co., agreed 
with Mr. Wheatley’s summation. 

Mr. Montgomery added several 
points, such as the distributor 
helping the manufacturer improve 
products by reporting on field re- 
sults, keeping the manufacturer 
posted on the performance of the 
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*R. K. Winters 
Jennings & Winters Co. 
Baltimore, Md. 


Chas. E, Cheatham, Jr. 
Cheatham-Greenville Hdwe. Co. 
Greenville, S. C. 


0. C. Meister 
Fort Pitt Hardware Co. 
Pittsburgh, Pa. 


*Barry S. Stuhlbarg 
Norwood Hdwe. & Supply Co. 
Norwood, Ohio 


*Lawrence R. Bishop 
Van Camp Hdwe. & Iron Co. 
Indianapolis, Ind. 


*Albert E. Simpson 
Bond Supply Co. 


Kalamazoo, Mich. 


*Charles F. Field 
Wolff Kubly Hirsig Co. 
Madison, Wis. 


Edward R. Korzenowski 
Warner Hardware Co. 
Minneapolis, Minn. 


*Robert B. Kurtz 
Kurtz Hardware 
Dos Moines, Iowa 


Bernard A. Sheehan 
Seufert Bros. Hardware Co. 
Kansas City, Mo. 


*Newly elected 


Hotel Sherman, Chicago 


*S. C. Salsiccia 
Woodward, Wight & Co., Ltd. 
New Orleans, La. 


Wm. R. Weston, Jr. 
William Weston Co. 
Dallas, Texas 


*Harlan E. Blachly 
Geo. Mayer Hardware Co. 


Denver, Colo. 


Val F. Montgomery, Jr. 
Montgomery Hardware Co. 


Los Angeles, Calif. 


William S. Schmieding 
John Warren Hardware, Inc. 
Eugene, Ore. 


F. E. Clayton 
Striton Hardware Co. 
Gainesville, Fla. 


F. M. Jeffrey 
Aikenhead Hardware, Ltd. 


Toronto, Ont., Canada 


Richard G. Wright, Jr. 
Dick Wright Hardware Co. 
Knoxville, Tenn. 


Joseph 0. Martin 

Melcher Schene Hdwe. & Lum- 
ber Co. 

St. Louis, Mo. 
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manufacturer’s salesmen and pay- 
ing their bills promptly. 

“If the distributor would first 
get the respect of the supplier 
that will help solve the problem,” 
Mr. Montgomery said. 

Question 2—How can the prob- 
lem of long and short lines be 
handled? 

F. E. Traver, Architectural 
Hardware, Inc., pointed out that 
manufacturers have dropped the 
crying towel, and now bring up 
the element of loyalty. 

When it comes to loyalty, he 
continued, long lines usually get 
the call because of protected ter- 
ritories given distributors. 

Factors making up loyalty, he 
said, are friendship; reputation; 
promises and deliveries; product 
superiority; salesman’s activities; 
familiarity with the manufactur- 
er’s numbers. 

“Loyalty is given to those who 
deserve it,’ Mr. Traver told the 
convention. 

W. J. Hodge, LCN Closers, Inc.., 
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National Builders’ 


pointed out that the distributor 
must place his business based on 
his yardstick of relationships. 
Factors involved in a distribu- 
tor being proud of what he sells, 





William S. Haswell 
NBHA secretary 


Hardware Assn. board talks over association business. 





given by Mr. Hodge, were service, 
the manufacturer’s reputation, 
continuity of product, repairs and 
parts, the manufacturer’s price 
policies. 

“If the distributor turns over to 
the manufacturer things he should 
do, the distributor is moving in the 
direction of being an employee,” 
Mr. Hodge commented. 

Question 3—How are areas for 
distributors set up? 


L. Curtis Booth, P. & F. Corbin 
Div., pointed to such factors as 
the financial condition of the dis- 
tributor, his having adequate 
quarters, having samples, a staff, 
and a dedicated desire to serve his 
customers. These were factors in- 
fluencing selection of distributors. 

John J. Soeffing, Adolph Soeff- 
ing & Co., gave this breakdown on 
a population basis: 

For areas of more than one mil- 
lion, two distributors; one that 
will work with architects and con- 
tractors on commercial buildings; 
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one that will work with tract and 
low priced housing contractors. 

For areas of 100,000 to 1,000,000 
population, one distributor to han- 
dle both commercial and tract 
buildings. 

For areas of 25,000 to 100,000 
population, have one distributor 
in either type of selling operation 
as in the groups above, with help 
from the factory where necessary. 


“When the manufacturer thinks 
about cutting out the distributor 
he should ask himself, ‘What can 
I put in the distributor’s place?’ ” 
Mr. Soeffing suggested. 

The program on the opening 
evening of the convention was 
handled by William S. Haswell, 
presiding at the annual meeting 
of the Builders’ Hardware Clubs. 

A 66 discussion session was 
held to consider ways clubs can 
increase attendance and interest 
in their meetings. The general 
opinion was that club meetings 
should be for information and 
furthering the cause of the AHC, 


rather than social events. 

Mr. Haswell thoroughly dis- 
cussed how the national office 
could get information from local 
clubs to put out periodic bulletins 
showing how various clubs were 
increasing attendance and the 
way they handled their programs. 

Adon Brownell, author of the 
Hardware Age Builders’ Hardware 
Handbook, announced that the 
New York club was conducting 
an advance course, beginning Oct. 
16. Sessions will be held in the 
Brooklyn Technical High School, 
under the auspices of the New 
York Board of Education. 

The course will consist of in- 





President 
Robert A. Wesche 


Tulsa, Okla. 


First vice-president 
Edward B. Veihmeyer 
Builders Hardware Co. 
Bethesda, Md. 


Second vice-president 
John M. Wilson 


Ltd. 


Executive secretary & treasurer 
George P. Merrill 
ASAHC 
Santa Rosa, Calif. 


Regional directors 


Stewart Sanders 
Sanders Hardware 
Boston, Mass. 


Henry Peter 
Yale & Towne Mfg. Co. 
White Plains, N. Y. 


Norman Whittle 
Clark Hardware Co. 
Jamestown, N. Y. 


*Clair E. Gunnett, St. 
P. A. & S. Small Co. 
York, Pa. 


Charles S. Corse 
Fairfax, Va. 





Sept. 28-Oct. 1, 1958 


Builders Hdwe. & Supply Co. 


Coast to Coast Agency & Sales, 


New Hamburg, Ont., Canada 


Officers of the 


*Joseph R. Sparling 
Schlage Lock Co. 
Charlotte, N. C, 


S. A. Romain 
S. A. Romain & Son Hdwe. Co. 
Pittsburgh, Pa. 


“George P. Sargent 
Lockwood Hardware Mfg. Co. 
Cleveland, Ohio 


J. T. Buschermohle 
Alfred 8S. Schiller Hardware 


Louisville, Ky. 


Russell A. McBridge 
Russell Hardware Co. 
Birmingham, Mich. 


L. Les Gasey 
Gasey Sales Co. 
Chicago, Hl. 


*M. E. Wheeler 
Wheeler Hardware 
Minneapolis, Minn 


Vincent E. Nelson 
L. E. Nelson & Son 
Omaha, Neb. 


*Emil E. Sides 
Scovil & Sublett Hardware Co. 
Oklahoma City, Okla. 


Harold V. Toop 
Manufacturers’ agent 
Long Beach, Miss. 


*Newly elected 


American Society of Architectural Hardware Consultants 


Hotel Sherman, Chicago 


W. W. Philleaux 
Huey & Philp Co. 
Dallas, Texas 


Alvin J. Wurzbach 
Sargeant & Co. 
Wheat Ridge, Colo. 


John S. Russell 
Manufacturers’ agent 
Los Angeles, Calif. 


Charles |. Yates 
Yates & Felts 
San Mateo, Calif. 


*Herbert C. Dill 
Schlage Lock Co. 
Seattle, Wash. 


Ronald H. Griffin 
Railey & Milam, Inc. 
Miami, Fla. 


*Les G. Groves 
Stanley Works 
St. Catherine, Ont., Canada 


Leo A. Hebert | 
Jackson Hardware Supply Co. 
Birmingham, Ala. 


*Warren H. Barry 
Pierce & Barry Hardware Co. 
Memphis, Tenn. 
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tensive study of specific types 
of buildings such as_ hospitals, 
churches, theaters, hotels, apart- 
ment houses. 

Enrollment is limited to those 
who have had the basic course. 

The program on the second day 
was a panel discussion of master- 
keying ethics. 

Daniel C. Hay, Beverly Hills, 
Calif., was the moderator. 

Edward H. McCulloch, general 
sales manager, R & E Div., viewed 
with alarm the tendency to disre- 
gard masterkeying systems. 

The manufacturer, he pointed 
out, has the responsibility of set- 
ting up the masterkey system. The 
results of breaking a system, he 
continued are that the owner has 
to maintain duplicate equipment, 
to live with a new system differ- 
ent from what he was getting in 
the way of security and conve- 
nience of the original system. 
There is danger for the entire in- 
dustry, he noted, in a disgruntled 
owner thinking he has been taken 
when systems are broken. 

Jack E. O’Keefe, Builders Hard- 
ware, Inc., West Hartford, Conn., 
speaking from the distributors’ 
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American Society of Architectural Hardware Consultant board in session during the convention. 


point of view, pointed out that 
there is a lot of honest differences 
on the breaking of a masterkeying 
system. 

Mr. O’Keefe took the position 
that the welfare of the owner is 
the basic point of consideration. 
Mr. O’Keefe pointed out that a 
distributor can serve the owner 





best by pointing out the best 
methods of keying his building. 
However, attempting to break up 
a specification after the owner had 
decided on a masterkeying system 
was something else. 

The social side of the conven- 
tion began on Sept. 29, with a 
reception. Host, representing the 


Convention sessions presiding officers 





Robert A. Wesche, AHC 





Joseph R. Murphy, NBHA 
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groups, were the presidents of the 
association and of the society. 

The annual banquet was held 
on the evening of the second day. 
A feature was presentation of the 
fifth annual Hardware Consultant 
awards for best articles prepared 
for the association’s publication. 
The grand award was given to 
David H. Eskin, Reliable Hardware 
Co., Boston. Runner-up awards 
went to William Davies, William 
Davies Co., West Newton, Mass.; 
and to J. E. O’Keefe, Builders 
Hardware, Inc., West Hartford, 
Conn. 


% 


Roy C. Wenzlick 


wore lines. 


ARTHUR L. FAUBEL 


| Panel members, representing manufacturing, left to right, George E. Wheatley, 
Panel moderator, Arthur L. Faubel. W. J. Hodge, L. Curtis Booth. 


W. D. Morrison, Edward Hine Lum- 
ber Co., Skokie, I/l., NBHA conven- Panel members, representing distribution, left to right, John J. Soeffing, F. E. 
tion general chairman. Traver, Val F. Montgomery, Jr. 
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Full color ads like this will appear 
in leading national magazines 


BIG E ECLIPSE MOWERS 


Excellence in performance on any kind of lawn... 
Easy handling _ single fingertip control for choke speed, stop 
Economical in operation. year after year 


Millions of people will read 
the Eclipse sales story! 


Jud i 


ECLIPSE WILL GIVE DEALERS 
GREATER SUPPORT THAN EVER BEFORE 


Eckpoe bIG E” campaign to bring exceptional sales backing in 99 


Extensive advertising assistance 


Excellent local tie-in Eclipoe’ HAS A COMPLETE LINE OF “BIG E” 
ee __ MOWERS — ROTARY, REEL AND HAND MODELS 








This year it’s both ‘‘hard sell’’ and ‘‘smart sell’’! 





More than ever, your prospects are going to be 
familiar with the “BIG E"’ Eclipse mower line. 

Attractively priced promotional models have 
been added to the Eclipse mower line. You now have 
8 rotary, 9 reel, and 3 hand Eclipse mowers to 
offer your customers. 


There are better-than-ever discounts too... 





practical sales aids...good service facilities... 





and an iron-clad guarantee that assures customer THE ECLIPSE LAWN MOWER CO. 
satisfaction. Division of Buffalo-Eclipse Corporation 
Write for complete information. Prophetstown, Illinois 


Dept. 23456 


SEE OTHER SIDE FOR COMPLETE DETAILS 








traffic Building Any | Way | | 


ts 
iders to hand out Newspaper Ad Mia 


Colortt to prospects you slice it 
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» Teny.ouT PARTY : Eclipse offers the 


Hc OST FLEXIBLE 
CO-OP AD PLAN 
EVER DEVISED 


Full Color Eclipse’s emeler-leme)i-ls has a real 1-2 punch. 
Wall As soon as you run an ad, Eclipse backs you 
Posters by running another... at NO COST TO YOU! 
And there's no dollar limit (as long as the 





































fund lasts) 

Radio, TV, newspapers and regularly pub. 
Thjal-se Miele) e)e)ialcm edie l-t-me)m 4-101 -1e-1mell-jaalelenlels 
are eligible for this plan. You don’t have to 
use Eclipse ad mats... any approved ad.on 
oil] os-\- abe ee-) o) e-] 0) | 

Pre-arranged ad series may also be utilized, 
with no interruptions in schedule. You need 
only to send evidence of performance... 
receipted invoices are not required! 


New low priced Zephyr 22 will 
meet any and all price competition 
in rotary type models. And the 
Bel-Mar adds an economy priced 
mower to your reel type line. Both 
are loaded with features usually 





found only on more expensive 
models, and will outperform any 
mower in their price class. 








Where do pet supplies sell best? 


This dealer found a display on top of nail counter, near paint department, 


benefited from two heavy traffic departments, and encouraged impulse sales 


If you are looking for a good traffic location 
to boost sales of pet supplies, try a place near 
the paint department. That is the location used 
by Island Park Hardware Co., of Portsmouth, 
R. LL, after shifting pet supplies around the 
store to find a good traffic location. 

The store has heavy traffic in paint, so pet 
supplies nearby lead to impulse sales. The de- 
partment is on the nail counter, another good 
staple line with plenty of customers. The dis- 
play is 7 feet long. 

“Our pet supplies section is one of the three 
best departments in our store,” reports Mrs. 
Joseph Menard, co-owner of Island Park Hard- 
ware. 

“Pet supplies rank right at the top near 
plumbing and electrical supplies. 


Pet supply stock is checked by Mrs. Joseph Menard. 


“Pet supplies turn about three times a year. 

“A major advantage of a pet department,” 
Mrs. Menard continues, “is that once customers 
know you have such a department they keep 
right on buying. 

“When my husband and I took over this store 
eight years ago we used a lot of small-space 
newspaper advertisements to promote the de- 
partment. Now we promote with about six 
window displays during the year, plus instore 
and window posters.” 

Parakeet and dog supplies are the leading 
lines. The department also stocks merchandise 
for cats, turtles, canaries and fish. The dog 
lines include leashes, chains, muzzles, collars, 
harnesses and related items. ® End 










































Custom jobs: 





Fireplace accessories are profitable business 
at Cy Young’s Hardware, Kansas City. 

Selling emphasis is on custom tailored screens 
for special built fireplaces including the raised 
hearth, arched, curved, and multiple opening. 

With 75 percent of the total business con- 
ducted on a special order basis, the firm has 
developed a fine reputation among homeowners 
for promptness, efficiency, and excellent fit. 


Live fireplace in hardware store wall sells screens, 
equipment, and decorating mantel clocks. 





Ke Peat es 
a etensy 


"SSS eeeees ee « 





SECC ER See eee gs 


key to more profits selling fireplace equipment 


Custom tailored screens, plus selling everything customers need for their 


fireplaces enabled Kansas City dealer to double fireplace equipment volume. 


Coupled with referrals of satisfied customers, 
the important thing that sells special order 
screens, according to Harry Young, co-owner, is 
the attractive model fireplace built in the front 
wall of the store full visibility to traffic at the 
check-out counter. 

Featuring a raised hearth, the floor-to-ceiling, 
solid brick model fireplace measures 12 ft in 
width with a 4-ft opening. The neat fitting cus- 
tom-tailored screen attached to the model is an 
effective silent salesman for specialized service. 


During cold weather, a fire built from 4-ft 
logs is burning constantly in the fireplace, pre- 
senting an inviting spectacle to shoppers both 
outside and inside the store. 


The upper portion of the fireplace forms an 
attractive background for showing decorative 
clocks. An assortment of 10 styles, mostly sun- 
burst design, priced from $9.95 to $29.95, is 
displayed. All are the eight-day windup models 
since hanging electrical cords and plugs would 
create a discordant note. 


An adjunct to the model fireplace arrangement 
is a 25-ft display of ready made screens against 
the front window, in a selection of 12 styles 
priced from $19.95 to $39.95. 


Related fireplace accessories include hanging 
tools, gas and electric logs, and a complete line 
of fireplace barbecue equipment. There are also 
eight types of fireplace grates priced from $4.95 
to $19.95. 

“Our model fireplace and window display of 
accessories do a wonderful selling job for us,” 
says Mr. Young. 

“We seldom sell a customer only one acces- 
sory. The average customer selects two or more 
items per visit as a result of the appeal of these 
displays. 

“Demonstrating the value of these displays 

(Continued on page 122) 
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@® Seals cold out... seals heat in! 
SV eleliizie miat-iielsmel mel thetic l= 
® No tacks, notools...simo 


NOW YOU CAN DOUBLE YOUR WEATHERSTRIPPING 
SALES WITH NO EXTRA EFFORT 


Sell ‘em Nationally Advertised MORTITE® and FOAMFLEX® at the same time 


Your Regular Mortite Customers Are Natural Prospects 
For Foamflex Door Weatherstripping. Here’s Why... 



















Almost everyone knows about famous Mortite, the fingertip window 
weatherstrip, that has been ringing up repeat profits for you for the past 17 years. 

This year—tell and sell your customers on Foamflex, the amazing new 
closed-cell vinyl foam and wood doorstrip that anyone can apply in just minutes. 
Foamflex is the perfect companion product to Mortite . . . a natural 
related-item sale. Every homeowner is a prospect for both these quality products 
from Mortell. 












EXCELLENT REPEAT BUSINESS EXCELLENT PROFIT MARGINS je 
. ee 
BARGAIN PACK* : THREE-PIECE SET ys 
it a i ek $1.25 . Raat Wika. a ae $2.29 mM 
(Packed 12 to carton. Shipping . (Packed 12 three-piece sets . 
a — ) Peet. eae $10.00 : to carton. Shipping weight 9 lbs.) A 

“ ere $18.32 
eating the Sigel ~ ‘ume arton : Dealer oe re .$9.16 per carton TA 

*poowosry PACK ex Men eae J oa Oo ¢ + ba ! I vor a -— 
write J. W. Mortell 





Company, 
COMPANY 508 Burch St., Kankakee, t 11. 
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IT EASY, 
MAC! 


GET 
GOLD 
= «SEAL 
RUBBER TAPE 


easy handling ... instant fusing 








Here’s the tape for high voltage insula- 
tion! Easy to work with, Gold Seal 
Rubber Tape fuses together instantly, 
provides long-life insulation protec- 
tion. With its high dielectric strength 
and ability to conform to irregular 
shapes, Gold Seal makes a perfect 
insulating splice — and makes repeat 
sales! For faster turnover, for steady 
profits, ask your supplier for Gold 
Seal Rubber Tape made by jenkins 
Bros., Rubber Division, 100 Park 
Avenue, New York 17. 





In 10-roll containers or 
single rolls. 








Each roll sealed in 
cellophane, stays fresh. 


Gold Seal Frictions RUBBER: Plastic Tapes 
Commercial and Specification Grades 
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slip are placed 
pocket, after the daily posting to 
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Account pockets, one per customer, keep al! charge transaction papers. 


How hardware dealer gets 


Fast handling of receivables 


Faster posting, more compact 
and completer records, and auto- 
matic aging are features of the ac- 
counts receivable system used in 
the Stewart Hardware Co. store in 
Hubbard, Ohio. 

The manual posting of 25 to 30 
accounts, for instance, took one or 
two hours. The same work now is 
done in five minutes. 

Here’s how the system works. 


An account pocket, visibly in- 


| dexed, is set up when a customer 
_ opens a charge account. The pocket 
contains the basic credit applica- 
tion information. 


Two copies of a sales triplicate 
in the account 


control cards. 

Sales slips are removed from the 
pockets on billing date and state- 
ments prepared in duplicate. The 
total of statements is proved to the 
control card. Statements are pre- 
pared on a standard adding ma- 
chine. 

The original statement and sales 





slips are mailed to the customer. 
The duplicate statement and sales 
slips are filed. 

Customers return part of the 
statement, with payment, showing 
their name, address and amount 
paid. Payments are proved against 
the bill stubs and checks released 
for deposit. Payment slips are 
placed in the customer’s account 
pocket until the next billing date. 

Movable signals show the month 
of the oldest unpaid amount, on the 
visible edge of the account pocket. 


The store has eliminated the ac- 


counts receivable ledger for its 
1400 reguiar and contractor ac- 
counts. 


The entire system is kept in a 
single desk which provides 24-hour 
fire protection. This saves floor 
space, and eliminates the need for 
putting records in a vault at the 
end of the day. 

The system is the new Reming- 
ton Rand Simplified Accounts Re- 
ceivable for Retailers. ®hnd 
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Better made... better selling... hardware of Du Pont ZYTEL 


Spey i 8 
tes the price of an auto- 


GASOLINE PUMP COMPUTER calcula 
matically mixed blend. Precision parts of ZYTEL in computer 
operate quietly and smoothly. ZyrTe is not harmed by gaso- 
line, oil, grease, wax or household solvents. (Computer by 
Veeder-Root, Inc., Hartford, Conn., for Wayne Pump Co., 
Salisbury, Md., and Sun Oil Company, Philadelphia, Pa.) 


ee ae 
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TRACK-MOUNTED doors and drapery depend on durable parts 
of Du Pont ZyTEL. Owing to the low friction of ZyTEt nylon 
resin, the hardware provides ultra-quiet performance without 
lubrication. Parts eliminate rubbing of metal against metal . . . 
cannot corrode. (Made by Grant Pulley and Hardware Corpo- 
ration, West Nyack, New York.) 
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nylon resins 


RUGGED SKATES will take almost any amount of pavement pounding, 
because wheels and platforms are made of Du Pont ZyTeE. Skates are 
light in weight . . . practically noiseless... can’t rust. ZYTEL nylon resin 
withstands abrasion and shock. (“‘Zipees’’® ballbearing roller skates by 
Manning Manufacturing Corp., Chicago, Illinois.) 





There’s plenty of sell in ZyTEL—so know its, properties and 
know which of your products could use this durable material to 
your advantage. Every application of ZYTEL owes its success to a 
combination of advantages of the material—for example . . . high 
strength, heat resistance, good sealing properties, colorability. 
ZYTEL nylon resins are used to make mechanical parts that can 
really take it (gears, bearings, hammer faces). ZYTEL is used in 
plumbing (valve seats, showerheads, tubing) and in electrical 
equipment (fittings, insulators, knobs). 

Ask for property and end-use information on ZYTEL to help 
you sell more hardware. Write to: E. I. du Pont de Nemours 
& Co. (Inc.), Polychemicals Dept., Room 2010, Du Pont Build- 
ing, Wilmington 98, Delaware. In Canada: Da Pont Company 
of Canada (1956) Ltd., P. O. Box 660, Montreal, Quebec. 


REG. U. 5. PAT. OFF 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY # 
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PACKAGED 
RIGHT 


FOR PROFITS | 


THE COMBINED NORTH & JUDD - 
WILCOX-CRITTENDEN LINE 


You get more than just protective pack- 
aging when you specify the combined 
North & Judd-Wilcox-Crittenden Line of 
Industrial and Shelf Hardware. You get 
packaging that helps you sell merchan- 
dise ——- increase your profits. 






























What’s more, with this line that repre- 
sents two famous brands you get — 

1. fast-moving items 

2. high product values 

3. a wide range of types and sizes 


4. quality materials, craftsmanship and 
finishes 


merchandise that’s sold through hard- 
ware wholesalers 


Get all the details on this outstanding, 
money-making line from your hardware 
wholesaler. 





NORTH|2JUDD 
Manufacturing Company 


. New Britein Connecticut 
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Display Box 
No. 30 Chain 
Repair Link 
Assortment 


Display Box 
No. 45 
Pulley 

Assortment 


Snap 


New York « Boston « Philadelphia « Atlanta ¢ Buffalo 
Detroit « Chicago * Minneapolis * St.Louis © Dallas 
Los Angeles * San Francisco * Seattle « Jackson (Miss.) 
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Simple ideas help keep 
housewares stocks clean 


Ask any woman customer what 
she wants in a housewares depart- 
ment and she will tell you that she 
wants up-to-date items in clean and 
fresh-looking displays. 

Merchandise must be free of 
dust, dirt and marks. Packaging 
should meet the same conditions. 

Bargain tables solve the problem 
in some stores. On these tables in 
the back of the store the slow mov- 
ers and soiled items are shown. 
They are labelled as bargain tables 
and are used to show out-of-season. 
one-of-a-kind and soiled package 
items. 

A bargain table will attract 
some women customers each time 
they visit your store. And as they 
go to and from that table they will 
see other items they will buy on 
impulse. 


Spot displays can build 
more impulse lamp sales 


Extra sales can be made through 
spot displays. 

Table lamps, boudoir lamps and 
students’ lamps are good exam- 
ples. 

When a customer looks at a 
kitchen table in a western store 
she also sees a lighted, lower- 
priced lamp. Unfinished bookcases 
and tables in that store are also 
shown with lighted lamps on them. 

Table and bondoir lamps are 
displayed on unfinished dressers 
in that store. 





HARDWARE HUMOR 


"FREEZERS: [Fs 








"Psssst—watch what you take in for 
a trade!” 


1958 
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% HP—H264—$62.50 
1% HP—H267—$82.50 


RECESSED SAFETY SWITCH prevents acci- 
dental “turn-on.” Locks shaft automatically. 
Only one wrench needed to tighten chuck. 


NEW MICROMETER DEPTH ADJUSTMENT, 
for settings as fine as 4/1000 of an inch, 
permits highly accurate cut measurement. 


COMFORTABLE 3-POSITION HANDLES pro- 
vide excellent stability, control for all cuts. 


UNIQUE SPOTLIGHT—throws bright beam 
on the work area; gives perfect visibility. 





NEW CLAMPING LEVER releases or locks 
motor in base with a simple flip of finger. 


NEW! HEAVY-DUTY! 


(INTRODUCTORY PRICE) 





The Router with the LIGHT...the LOOKS...and 
the LEAD on all others — for years to come! 


Here is the most advanced router you will see 
or sell for years to come! For no router ever 
offered more perfect balance and control—no 
higher level of safety and performance. Here, 
truly, is advanced design ready today—ready 
to establisl. new records of popularity and sales. 
And with it, Stanley offers the most complete 
line of attachments and accessories in the trade. 


To be advertised in The Sat. Eve. Post 


This month the new 260-seti¢s router will 
be advertised to carpenters and! builders. On 
November 15 and December 6 it will be seen 
in a full-page color SAT. EVE. POST AD by 
21-million people across the nation. So ask 
your wholesaler for full details now or write: 
Stanley Electric Tools, Div. of The Stanley 
Works, 380 Myrtle St., New Britain, Conn. 


Prices slightly higher in Canada. 





AMERICA 





BuUILODS BETTER 


See UME PETITE scl, cil ikea nathan cures asa er eees cedins oeton eee none 
+ coatings - strip steel . steel strapping—made in 24 plants in the United States, Canada, England and Germany. 








NEW POWER PLANES 


% HP—H283. -$89.50. 
1% HP — H284 — $109.50. 
Both with full 16-inch shoe. 
Also available: H299 ADAPT- 
ER KIT for converting 
H264, H267 routers to H283 
or H284_ planes — $44.95. 


NEW BUILDERS KIT 


$166.50—H297. Includes % 
HP router, plane attachment, 
router guide, templet, templet 
guide, two arbors, cutter, bit, 
grinding wheel—all in sturdy 
metal case. The ideal tool 
package for any building job! 


AND Lives BETTER WITH STANLEY 









































SUPREME 





$995 


Brand new for every home shop man. 
Versamate reduces power drill speed 
7 to 1... increases power 7 times. A 
precision gear tool. Handsomely pack- 
aged. Kit includes yankee-style screw 
driver bit. High profit seller! 


An established hardware seller. A 
reversible attachment that fits all 
power drills. Increases power 7 times. 
Drives and removes screws, nuts, 
bolts. Ideal for reduced speed drilling 
in masonry and metals. 


14°? 
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VERSAMATE 


SPEED REDUCER—SCREW DRIVER 


fine tool 





AV 10 SE 


HIGHEST DISCOUNTS! 
ASK YOUR JOBBER! 


REVERSIBLE SPEED REDUCER 





VERSAMATIC 





SUPREME PRODUCTS CORPORATION * 2222 S. Calumet Avenue, Chicago 16, Ill. 


Dealer gives out cards 
listing fishing rules 
Customers are attracted to a 
western hardware store by its 
offer each year of free cards list- 
ing fishing regulations in the state. 


These cards carry the store's 
name, address. 
Listed are the names and ad- 


dresses of officials enforcing fish- 
ing regulations. 


In the summer the firm offers 
cards which list hunting regula- 
tions. These cards tell the names 


and addresses of game wardens. 

By catering to hunters and ang- 
lers the firm attracts many sports- 
men who just come in to talk. 

An executive of the company 
says, “We make it a point to keep 
well informed on fishing and hunt- 
ing conditions, so that we are al- 
ways able to compare notes with 
our customers.” 

This willingness to trade infor- 


mation results in sales of a wide 
variety of sports equipment and 
many unrelated items. 


Spray gun rentals boost 
paint department profits 


Whenever a farmer talks about 
paint, or shows an interest in it, 
at an lowa store he is told about 
the advantages of renting a paint 
sprayer. 

Through this service, says the 
dealer, “we introduce spray gun 
painting to farmers. 

“If a farmer rents a gun, for 
one or two days and then decides 
to buy it, we usually apply the 


rental charge to the purchase 
price.” 
This plan helps the firm sell 


sprayers to farmers who are often 


| induced to undertake more painting 


jobs than they would do by hand. 


-Manikins add color and 
life to window displays 


. find 
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Department and specialty stores 
that neat manikins in their 
window displays are good eye- 
catchers. 

Some hardware stores use mani- 
kins to add color to some of their 
housewares displays. When mani- 
kins are borrowed from another 
store, a courtesy card on the win- 






















America’s 






plier... 


CHAN we, LOCK 


No. 420 


The ‘’Want Books’’... and ringing 
cash registers... of hardware stores 

all over America give profitable 

proof of the growing sales of the 
Channellock No. 420. Hundreds of 
thousands of these handy, popular 
pliers are bought each year by 
mechanics and householders alike. 

They like its pipe-wrench grip... its all 
‘round usefulness. And you'll like the 
steady profits when you put America’s 
most ‘‘wanted” plier up front for your 
customers to see... “heft’’...and buy. Let 
us send you our new Catalog. 


CHAMPION DeARMENT TOOL COMPANY 


MEADVILLE, PENNSYLVANIA 











It’s easier to stock 


just one line of pliers. 


oP it’s PROFIT-WISE to stock the 
7, y ae mwe genuine CHANNELLOCK line. 
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| dow will make the other firm happy 
_ to loan manikins to you on other 
| occasions. 

With a white enamel range, one 
hardware dealer used a_ scarlet 
suited manikin holding a yellow 
teacup. Brass lamps with red and 
yellow shades added to the color 
of the display. 

On the floor a setting of pottery 
in yellow, blue and green also 
helped attract customers into the 
store. 

A card in the window invited 
customers to “Visit our second 
floor housewares and gift depart- 


PARKS’ 


NEW “anny AL” _ Large signs tell story 


for big-ticket items 


Signs which show the down pay- 
a0 ment and monthly installment on 


power tools and major appliances 
help interest many customers in 
owning them. They are large 
enough to attract attention and to 
give ample room for giving details. 

Customers who are good pros- 
pects for these items will ask sales- 
® Wears for years under toughest use. people for other details. Those who 
are merely curious will read the 
signs and not take the time of sales- 
men when they are not interested. 
® Applies easily and smoothly — no stirring or thinning needed. The signs help to sell — nesaall 
tomers on the idea of buying on 
time payment plans. 

These signs give cash price, sales 
tax, down payment and amount of 
monthly installments. For power 
tools they include prices with and 
without motor. 








































PARKS Kote, King of Floor Finishes, a Superior Product that SELLS for 
LESS. Lab tests prove PARKS Kote: 


® Produces a surface that’s Spot-proof and practically Scratch-proof! 


® No waxing, polishing or scrubbing. 


® Maximum coverage. 


® Dries to touch in 15 minutes; hard in one hour. 


PARKS Wood Seal, First Coater for Lasting Finishes 
Readies all woods for a smoother, more durable finish. 
Easy to apply, penetrates, seals effectively. 


PARKSOL, The Perfect Thinner for PARKS Kote and 
for cleaning brushes and rollers, etc. 


Available in Pints, Quarts, Gallons, 5-gallon cans and 53-gallon drums 


SPECIAL ‘‘ROYAL PROFIT’’ DEALS ASSURE DISTRIBUTORS 








AND DEALERS THE LONGEST POSSIBLE PROFIT MARGINS HARDWARE HUMOR 
LOTS AND LOTS OF PARKS SALES HELP! ———S SS 
Greatly expanded advertising campaigns ... trade, consumer... will reach millions of a 
potential customers. Dealers can count on plenty of free hard-hitting sales aids, window | GARDENING ,700LS 


strips, stuffers, ‘‘silent salesmen", etc. to help them tie-in local promotions. 


USE THIS COUPON TODAY! 


Get complete details. Check ... and mail at once to: 


THE PARKS COMPANY, fall River, Mass. | 


{ ) Send Catalog Sheets and Price Schedule 

{ ) Send details on Deal for Distributors 
Send Test Samples: 

{ ) PARKS Kote ( ) PARKS Wood Seal 


COMPANY 
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hee gent cmemcn NT eS "Now. here's a time saver for you” 
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drop-head pipe dies 
unequaled for fast 
hand threading and 
customer demand! 





Larger RITDID Drop- 
— « Head Dies offer same 
 % easy work-features. 
THTR, %"’ to 1%” 
. 12R, \%’’ to 2” 





No wonder pipe “pros” have bought hun- 
dreds of thousands of them, the easy way 
they snap into the ratchet ring handle . . . the 
smooth clean way they cut %’ to 1” threads 
... the quick way the dies reverse for close-to- 
wall threads. Your customers like OOR’s, too 
—order from your Wholesaler today. 


’ 
/ 
! 


Custom jobs: 


key to fireplace sales 
(Continued from page 112) 


was the recent case of the customer who came 
in to buy only a screen. Because he saw other 
items of interest, we eventually added to the 
original purchase a $12.95 set of fireplace tools, 
a $12.50 solid brass fender which fits on the 
bottom of the screen, and a $19.95 clock. 

“Demand for fireplace accessories is growing. 
Our volume in these lines doubled last year. 

“One of the fastest-growing parts of the busi- 
ness is custom-made screens. This is a big- 
ticket item that ranges in price up to $200.” 

Because of irregular shapes and designs of 
fireplaces installed in homes in the $25,000 and 
up class, this firm’s special-order service sells 
two-way screens, corner models, and screens to 
fit two, three and four-sided fireplaces. 

One customer with an 88-in. opening fireplace 
had been looking for two years for a screen. A 
46-in. size is the largest in ready-made screens, 
offered by Young’s. The firm ordered a special 
screen. 

There is an increasing demand for special- 
made screen service for commercial users. One 
recent sale was a $150 custom screen for a fire- 
place in the banquet room of a restaurant. 

The initial step in a custom-tailored screen 
sale is for the customer to make a tentative 
choice of the design from a catalog showing 200 
pages of styles provided by the factory. The 
next step comes when Mr. Young makes a per- 
sonal visit to the customer’s home, measures the 
fireplace and makes notations of any special 
features. 

Accurate measurements are vital in making 
attractive, functional, installations. 

Sometimes at Mr. Young’s suggestion, the cus- 
tomer decides on a different type of screen than 
he originally wanted. 

A detailed sketch of each fireplace, with com- 
plete information on dimensions, design, mount- 
ing, etc., goes with each order. Making indi- 
vidual sketches of each job, Mr. Young feels, is 
the one surefire method of guaranteeing good 
installations. 

The firm charges a nominal installation fee 
which varies according to the time the job re- 
quires, ranging from $5 to $7.50. 

“With the increasing variances of sizes and 
types of fireplaces being installed in new homes,” 
Mr. Young says, “some wide, some narrow, some 
high and some measuring only 16 in. high, the 
custom-tailored screen service has a bright out- 
look. It’s big ticket business with a handsome 
mark-up. 

“However, we never stop with a screen order. 
Our basic plan revolves around the idea of sell- 
ing the customer everything he needs for his 
fireplace.”’ End 


HARDWARE AGE, OCTOBER 9, 1958 










HARDWARE AGE 


50 Your Chis * 


KARL F. LANDGRAF, 
a manufacturers’ agent in 
New York City, entered 
the hardware and toy 
manufacturing field’ in 
1908 with Arcade Mfg. 
Co., Freeport, Ill., now a 
division of Rockwell Mfg. 
Co., Pittsburgh. He 
started in Arcade’s offices, 
managed the order depart- 
ment and then served as 
paymaster for about five 
years. In 1915 he started 
to travel in the mid-west for the company. From 
1920 until the Arcade business was sold he man- 
aged its New York offices. He is now eastern rep- 
resentative for Metal Ware Corp., American Art 
Clay Co. and Tim-Mee Toys, Inc. He is interested 
in church work, likes fishing, plays golf. 


JOHN LUTHER WIL- 
BANKS, a salesman for 
C. M. McClung & Co., 
Knoxville wholesaler, has 
been with that company 
since 1922. He began his 
hardware career in 1908 
as a salesman in the hard- 
ware department of Jones 
Mercantile Co., Canton, 
Ga. From 1916 to 1922 he 
was a salesman for the 
Trion Co. hardware de- 
partment in Trion, Ga. He 
has had his present Chattanooga territory for 
McClung’s since 1922. The first customer on 
whom he called for McClung’s was Glenn Bros. 
Hardware Co. in Chicamauga, Tenn., a firm which 
he still sells. For three years he served the Trion 
Masonic Lodge No. 160, Trion, Ga., as master. 
Rose culture, fishing and studying customer wants 
are his hobbies. He has two children in the hard- 
ware business. A son, James L. Wilbanks, travels 
for C. M. McClung & Co. A daughter, Mrs. R. A. 
Kenner, is active in Kenner Hardware Co., Ring- 
gold, Ga., retail dealer. 
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4 the ALL-NEW 







e Full 24” to 2” capacity 


Patents applied for 


You can't afford to be 





* Light-Weight - Heavy-Duty 
¢ Unmatched RIGID Quality 


















































without it in your Pipe $27.00 
Service Department. See it, 
try it at your Wholesaler's! 

Designed and Manufactured by 


THE RIDGE TOOL COMPANY 


ELYRIA, OHIO, U.S.A, 
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Threadit taps, dies, screw ex- 
ig- len tela-mer-tslemmeeleli-ar-ie-muail-lel-me-) © 
pressly for a complete range of 
hardware, automotive, plumbing, 
electrical and speciaity uses. 
They may be ordered individu- 
ally as well as in sets, enabling 
retailers to maintain well bal- 
anced inventories for greatest 


profit with minimum investment. 












Tap, Die and Wrench Sets 
in Plastic Boxes—38 Combinations 


To suit the special needs of every mechanic, 
Threadit offers 38 specially selected tap, die and 
wrench combinations, in plain steel or KROME, 
in sturdy plastic and wooden boxes. 


THREADIT | 


THREADIT TAP & DIE DIVISION 
Vermont Tap & Die Corporation, Lyndonville, Vermont 















Threadit now opens a new era of tap, die, and screw-extractor merchandising 

cel amelachabcosilialel-reM@mar-taehyr-te-Meel-t- 11-10 Mame) et: Col-trt A Alale MET -iberelt-Jelt A Mmiil-letil-lileitle. 

...Sspecialized ‘‘promotion sets’’ for home owners, farmers, auto mechanics, 

electricians, plumbers, machinists...for continuous, day-after-day selling! 
As 


‘Y = Divisions of AMERICAN SAW &é& TOOL 
\ i Tuafaoe 





Threadit 174-piece Tap and Die Self-sell 
Counter Merchandiser 
Threadit 84-piece Tap and Die Self-sell A whole tap and 

Counter Merchandiser wooden chest } 
Only 5” x 15*—sells all the most-used sizes, — your Counter—priced for your pro 
quick profit for you. 


lie department in one 14” x 18 
awer for extra stock. Sells 
> 


Oo, 






HARDWARE AGE, OCTOBER 9, 1958 











bi 
> 
$ 
. ~~ E 
a eo 
© fe SES? RESwTS 
OP oe, coe Te 
Bets Mace FT Oe. per 


Masonry Drills 
in Attractive Case 


af Taeliel Mm aGiileMelslit-men-) 0(¢-lul-h 

ly hard tungsten carbide tips 

—the very finest. Four most- 
a tgetet 


te 


used sizes: 4%", %, %’, 


Krome King 
Saw Blades 


Actually stay sharp up 
to 5 times longer. A 
complete line of highest 
quality steel circular saw 
blades with special 
KROME surface. 
Nothing better! 


: 


De Luxe Dado Sets 
Precision ground and perfectly 
matched, to cut smooth, clean 
grooves. Made of finest saw steel. 
6” set: two %" 
outside saws, four 
Ye", one Ys" 
chipper to give 
max. As” cut. 


8” set: two \%” 
outside saws, six 
% Chippers and 
one “se” chipper for 
max. 1s" cut. 


krome king 


DELUXE SAW & TOOL COMPANY, Louisville, Ky. e High Point, N, C. 


Finest line of circular saws, bow saws, pruning saws, and masonry drills in all 
the world...DELUXE...trade mark of the world's largest manufacturer of cir- 
cular saw blades...backed by new concepts of hardware retailing ...new stock- 
moving store-displays...to make these often neglected items virtually new 
el gelel tiene Mlsmaal-ligmelaer-lel-Jil-le Mm ele) e-tabdt- tt Mic) mail tt-toelae) ihe 


COMPANY, SOO E. Main St., Louisville 2, Ky. 


Bow Saw. Swedish steel blade, hardened, 
tempered, stays sharp longer. Lightweight 
tubular steel bow has wing nut tension. 


Utility and 

Pruning Saw ~~ ie 
Tempered Swedish steel blade stays 

sharp longer. Wing nut tension. Rubber grip 


a 
Pole Pruning Saw 
Adjusts to 3 positions. Converts to pole 
saw with 4-ft. extension poles. Tempered steel 


blade, stays sharp longer. “Limb hook" 
dislodges cut branches. 
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FREE Merchandiser with 
18°, 6", 7° and 8 Circular 
Saw Blades 

Krome King blades—stay 
sharp up to 5 times longer 
Take care of 85% of all calls 
Show ‘em and they sell! 


FREE Merchandiser with 
the 24 Most-used 

Masonry Drills 

For industry or home shop 
Carbide-tipped Karbide King 


drills—the finest. Masonite 


Tale mm’ 2elelemeit-y eli) oe Clem hs 
; ; 
seli themseives 


FREE Merchandiser with 
18 Quick-sell Masonry Drills 
Q kly moves 6 por ir-s 


Aart TT: anlale if - $y . 1iSI 













Here’s a man’s 
hack saw blade 













Convention Calendar 





i 
m\ 7 @ 








conventions 


shows 


conferences 



































1958 

October 
| 21-23 
| 21-23 


29-30 





e rugged 
e dependable 


e smooth 
cutting 
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Give the man a blade 
made to do a man's work 
Ask your jobber for Griffin 
Hack Saw Blades, Coping Saw 
Blades and Scroll Saw Blades. 
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Convention Check List 


For complete details about the conventions listed by dates below use 





the alphabetical listing following this quick check list 


Hardware Wholesalers, Inc. An- 
nual Convention & Stockholders’ 
Meeting, Fort Wayne, Ind. 

M. S. Young & Co., Fall Mar- 
ket, Allentown, Pa. 

Nationa! Assn. 
Farm Pump 
Chicago 
Montana Hardware & Im- 
plement Assn. Convention, Bill- 


ings 


of Domestic & 
Mfrs. Meeting. 


Cotter & Co., Spring Goods 
Future Order Show, Chicago 

Cotter & Co., Spring Goods 
Future Order Show, Chicago 

Retail Paint & Wallpaper Dis- 
tributors of America Conven- 
tion & Trade Show, Cleveland 


Ace Hardware Corp., Chicago 
Minnesota Retail! Hardware 
Assn., Minneapolis 
Texas Hardware & 
Assn., Dallas 
Western Retail 
Hordwore Assn.., 
Mo. 
National 
Chicago 
Hlinois 
Peoria 
Louisiana Retail 
Assn., Baton Rouge 
Intermountain Assn. 
ware & Implement 
Elko, Nev. 

Hibbard, Spencer, Bartlett & 
Co. 6th Annual Merchandise 
Show & Convention, Evanston, 
Hi. 

Pacific Northwest Hardware & 
Implement Assn., Spokane 
North Coast Retail Hardware 
Assn., Portland, Ore. 

Indiana Retail Hardware Assn.. 
Indianapolis 

Missouri Retail Hardware Assn.. 
St. Louis 

Mountain States Hardware & 
Implement Assn., Denver 


Implement 


Implement & 
Kansas City, 


Housewores Exhibit, 
Retail Hardware Assn. 
Hardware 


of Hard- 
Dealers, 





February 


1. 4 


2-3 
24 

4 
8-9 
8-10 
8-10 
8-10 
8-11 
10-13 
15-16 
15-17 
15-17 
15-17 
15-19 


16-18 


22-23 
22-24 
22-24 
22-24 


22-24 


24-26 


March 
8-10 


8-12 


9-14 


15-17 


15-17 


Janney, Semple, Hill & Co. An- 
nual Retailers’ Conference, Min 


neapolis 

Wisconsin Retail Hardwore 
Assn., Milwaukee 

New York State Retai! Hard 
ware Assn., Syracuse 
Connecticut Hardware Assn. 
Hartford 

Tennessee  Retai Hardware 
Assn., Nashville 

Tri-State Hardware & Imple- 
ment Assn., Amarillo, Tex. 
California Retail Hardware 
Assn., San Francisco 


Virginia Retail Hardware Assn. 
Roanoke 

Ohio Hardware Assn., Cleve- 
land 

lowa Retail Hardware Assn. 
Des Moines 

Arkansas Retai| Hardwore 
Assn., Little Rock 

Nebraska Retai Hardware 
Assn., Lincoln 

Kentucky Retail Hardware 
Assn., Louisville 

Alabama Retail Hardware 
Assn., Mobile 

Michigan Retail Hardware 
Assn., Detroit 

Pennsylvania & Atlantic Sea- 
boord Hardware Assn., Harris- 
burg, Pa. 

Mississippi Retail Hardware 


Assn., Jackson 


New England Hardware Deal- 
ers Assn., Boston 
Oklahoma Hardware & Imple- 


ment Assn., Oklahoma City 
Pacific Southwest Hardware 
Assn., West Coast Hardwore & 
Housewares Show, Los Anaeles 
West Virginia Hardware Assn. 
Charleston 


Hardwore Assn. of the Caro- 
linas, Charlotte 

Pacific Southwest Hardware & 
Housewares Show, Phoenix 
Gift Show, Boston 

American Toy Fair, New York 
South Dakota Retai! Hardware 
Assn., Sioux Falls 

Florida & Georgia Retail 


Hardware Assns., Jacksonville 
















American Toy Fair, March 9-14, at 
New Yorker and Sheraton-McAlpin 






National Events 


Hotels, 200 Fifth Ave. and 1107 
Broadway, New York. Sponsored 
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More reliable soldering for industry! More profits for YOU! 


Advanced soldering tools 
that automatically maintain 
correct soldering temperature 


\, with built-in 
MAGNASTAT 
= temperature 














control 


Here’s the answer to industry’s need for more reliable soldering 
by all production employees. Weller Magnastat soldering irons 
never overheat . .. constantly maintain the proper soldering 
temperature. This also means minimum tip redressing . . . less 
down time. Sell these advantages and the features below to 
your industrial customers to build extra profits from this 
precise temperature soldering tool by Weller. 

























Sensing Device is in the tip—The new 
MAGNASTAT Wellertip contains the sensing 
device—fully protected by a sheath of stainless 
steel. Tips are tapered for maximum heat transfer 
and premium plated for longer life. Replacement 
MAGNASTAT Wellertips screw on simply and 
3 models cover securely. 
all electronic 
and electrical 
soldering 
MODEL TC-40—40 watts. For 















Check these MAGNASTAT selling features 


printed circuits, etc. $ goo @ Saves current when idling @ All structural parts are stainless 
list @ Reaches full heat quickly steel 
“ak uae “$e nl @ Approximately 2 the weight of © Cord plugs into handle 
electrical soldering. list uncontrolled irons e Guaranteed against defects in 
MODEL TC-120—120 watts. @ Delicate balance—cool handle materials and workmanship 


rer neon, $1.50 | 
. ‘aon list Write for catalog and price schedule ! 


Plan to stock up now! 


¥ 
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Convention Calendar 





by Toy Mfrs. of U. S. A., 200 Fifth 
Ave., New York 10. 


National Assn. of Domestic & Farm 


Pump Mfrs. Meeting, Oct. 29-30, 
at Hotel Sherman, Chicago. John 
Hosford, executive vice-president, 
Room 614-A, 1028 Connecticut Ave.., 
N.W., Washington 6, D. C. 


Retail Paint & Wallpaper Distribu- 


tors of America Convention & Trade 
Show. Nov. 18-20, at Municipal 
Auditorium, Cleveland, hotel head- 
quarters at Hotel Cleveland. Dee 
Belveal, executive director, 34 N. 
Brentwood Blvd., St. Louis 5. 


National Housewares Exhibit, Jan. 12- 


16, Navy Pier & Drill Hall, Chicago. 
Sponsored by National Housewares 
Mfrs. Assn., 1140 Merchandise 
Mart, Chicago 54; Dolph Zapfel, 
executive secretary. 


(Continued ) 


Regional Events 


Cotter & Co. Spring Goods Future 


Order Show, Nov. 10-14 and Nov. 
17-21, at company warehouse, 365 
E. Illinois St., Chicago, II. 


Gift Show, Boston, at Hotel Statler 


and First Corps Cadet Armory, 
March 8-12. George F. Little Man- 
agement, 220 Fifth Ave., New York 
ae Se 


Hardware Assn. of the Carolinas 


Convention, Feb. 24-26. Hotel head- 
quarters, Hotel Charlotte; sessions 
and exhibit, Radio Center Audi- 
torium, Charlotte, N. C. Martin F. 
Kaelke, P. O. Box 6215, Charlotte 
7, N. C. 


Hardware Wholesalers, 





Inc., Annual 
Convention & Stockholders’ Meet- 
ing, Oct 21-23, at company ware- 
house, Nelson Rd., Fort Wayne. 
Ind. 


Hibbard, Spencer, Bartlett & Co. 6th 


Annual Merchandise Show & Con- 
vention, Jan. 25-27, at company 
warehouse, 2201 Howard Ave., 
Evanston, Ill. 


Intermountain Assn. of Hardware & 


Implement Dealers’ Assn. Conven- 
tion, Jan. 22-24. Hotel headquar- 
ters and sessions at Stockmen’s 
Hotel, Elko, Nev. Leon L. Weeks, 
308 Continental Bank Bldg., Boise, 
Idaho. 


Janney, Semple, Hill & Co., 22-26 5. 


Second St., Minneapolis 1, Annual 
Retailers’ Conference, Feb. 1-4, at 
Leamington Hotel, Minneapolis. 


Mountain States Hardware & Imple- 


ment Assn. Convention, Jan. 27-29. 
Hotel headquarters and sessions at 
Cosmopolitan Hotel, Denver, Colo. 
Francis W. Reich, P. O. Box 73, 
Boulder, Colo. 


New England Hardware Dealers’ 


Assn. Convention, Feb. 22-24. Hote! 
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Guaranteed UNBREAKABLE 
100% Hi-Impact Styrene 

New SATIN WHITE color with em- 

bossed gold decoration, also pink, 


yellow and turquoise with gold. 
Apple red with chrome. 









COLUMBUS PLASTIC PRODUCTS, INC., Columbus, Ohio 


® 
CULE new high fashion METALLIC LEAF DECORATED 


_ Lustro-Ware for enduring kitchen elegance 


x o 




























en as 


anne 





Exciting to see, to sell, to use . . . Lustro-Ware “Elegante” pantryware is the 
new star in housewares. Heirloom beauty, practical utility and GUARANTEED 
service at advertised budget prices make “Elegante” irresistible to ladies fair 
everywhere. Tarnish-proof, dent-proof, chip-proof for carefree handling. 
Choice of round or square canisters with matching accessories embossed gold 
or chrome metallic leaf decorated, 

also silk screened. Be first to feature 
Lustro-Ware “Elegante” . . . order from 
your supplier along with other fast 
selling Lustro-Ware housewares. 


Guaranteed by WORLD’S LARGEST manufacturer of plastic housewares 
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gifted, ideas... 


for presents that 
keep you remembered! 



























from 





1.Cool Thinking leads to this beautiful 
ICE-O-MATIC Portable Electric Ice Crusher. 
At the touch of a switch, delivers “‘custom 
crushed” ice in seconds! Use it anywhere... 
The center of attraction wherever it goes! 


2.Grand Opening for any size or shape 
can! CAN-O-MATIC Portable Electric Can 
Opener is keyed to the age of automation. 
Just press a lever... the job’s done! Manual 
Can-O-Mats, too, in wide choice. 


3. Entertaining |ldea—not only for special 
occasions, but for every meal of the day. 
PROTECT-QO-MATIC Home Food Slicers in 
choice of hand-operated and electric models. 
Elegant gift for the whole family! 








ao *” o 
* Guaranteed by 
Housekeeping 


45 aovranste HS 4 


RIVAL MANUFACTURING COMPANY, Kansas City 29, Mo. 
Rival Mfg. Co. of Canada Ltd., Montreal 






eS 
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* Send the SLIM coupon today. I'd like to be a celebrated Santa. Rush me your special Gift Catalog. + 
+ Slim prices for slim purses! (Attach Name Title ——p © 
% business card or letterhead) heen City eens . 
i i a a a a a a ae a a a Se ae a a a a a an an | 
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Convention Calendar 





headquarters and sessions, Statler- 
Hilton Hotel; exhibit, Statler-Hil- 
ton Hotel and First Corps of Cadets 
Armory, Boston. Chester C. Putney, 
665 Boylston St., Boston 16. 


(Continued) 


North Coast Retail Hardware Assn. 
Convention, Jan. 25-27. Hotel head- 
quarters, Heathman Hotel; sessions 


and exhibit, 


Portland Masonic 


Temple, Portland, Ore. Martin W. 





here’s 


Sty Gesu Newest! 


ean 
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Battery Mounted Hand Lamp 













Highest Quality 

¢ Competitive Price 

¢ Famous Name 
National Advertising 


The quality look and feel of the Bic 
BEAM “Mounty” make it a self-seller. 
Adjustable head—powerful 40,000 
candle power sealed beam bulb—water- 
proof switches. Easily attached to any 
standard 6-volt twin-pack battery. Flash- 
ing beacon can be used in either hori- 
zontal or upright position. Order with 
the attractive and colorful BiG BEAM 
twin-pack lantern battery. 


Retails at only 


from your 


Retails at only 


* without battery 
Battery $2.45 


Model No. 664 “‘Mounty” with beacon and 
BiG BEAM No. 202 twin-pack lantern battery. 










odel No. 164 standard electric hand lamp. 


Model No. 666 “Mounty”—same as distributor Operates on one 6-volt lantern battery. Has all- 


Model 664 but without flashing bea- 
con. Powered by Bic BEAM No. 202 
twin-pack lantern battery. 


TODAY! 


steel hinged battery case, sealed beam head and 
flashing beacon. Price $10.50* without battery. 
Battery $1.19. 


*Lamp prices slightly higher in Western States. 
U-C-LITE MFG. CO. 1036 West Hubbard Street, Chicago 22, Illinois 
Canada 


: Bernard Marks & Co. Ltd., 70 Claremont Street, Toronto 3, Ontario 8608 
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Danko, Route 12, Box 109, Fife Sq., 
Tacoma, Wash. 





Pacific Northwest Hardware & Im- 
plement Assn. Convention, Jan. 25- 
27. Hotel headquarters and sessions 
at Davenport Hotel, Spokane, Wash. 
J. Malcolm Smith, 303 Empire State 
Bldg., Spokane 1, Wash. 


Pacific Southwest Hardware Assn. 
West Coast Hardware & House- 
wares Show, Feb 22-24, Western 
Exhibit Center, Los Angeles; Hard- 
ware & Housewares Show, March 
8-10, State Fair Grounds and In- 
dustrial and Agricultura! Bldgs., 
Phoenix, Ariz. Otto H. Grigg, 1519 
S. Garfield Ave., Los Angeles 22. 


Pennsylvania & Atlantic Seaboard 
Hardware Assn. Convention, Feb. 
16-18. Hotel headquarters, Penn- 
Harris Hotel; sessions and exhibit, 
Farm Show Building, Harrisburg, 
Pa. J. Wayne Tisdale, 123 S. 3rd 
St, Harrisburg, Pa. 


Tri-State Hardware & Implement 
Assn. Convention, Feb. 8-10. Hotel 
headquarters, sessions and exhibit 
at Herring Hotel, Amarillo, Texas. 
R. B. Allen, 1408 4th Ave., Canyon, 
Texas. 


Western Retail Implement & Hard- 
ware Assn. Convention, Jan. 12-14. 
Hotel headquarters, Hotel Presi- 
dent; sessions and exhibit, Munici- 
pal Auditorium, Kansas City, Mo. 
J. Keith Melvin, 638-40 W. 39th St., 
Kansas City 11, Mo. 


M. S. Young & Co. Fall Market, Oct. 
21-23, at New Agricultural Hall 
Annex, Allentown Fair Grounds, 
Atlentown, Pa. Company office is 
at 11 S. 8th St., Allentown, Pa. 


State Events 


Alabama Retail Hardware Assn. Con- 
vention, Feb. 15-17. Hotel head- 
quarters and sessions at Admiral 
Semmes & Battle House Hotels; 
exhibit, Admiral Semmes Hotel, 

Mobile. Charles Giles, 409 N. 23rd 

St., Birmingham 3. 









Arkansas Retail Hardware Assn. Con- 
vention, Feb. 15-16. Hotel head- 
quarters, Marion Hotel; sessions 
and exhibit, Robinson Auditorium, 
Little Rock. Tom R. Pinckney, 402 
Rector Bidg., Little Rock. 



















California Retail Hardware Assn. 
Convention, Feb. 8-10. Hotel head- 
quarters, Hotel Whitcomb; sessions, 
Hotel Whitcomb & Civic Auditor- 
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follow the big ROBERTS 





earn better profits! 


The name Roberts is new on 
weatherproofing products. How- 
ever, for over 20 years the name 
Roberts and the Big R have been 
a mark of quality, high profit 
merchandise to the floor cover- 
ing installation industry. The Big 
R is familiar all over the world as 
we also manufacture overseas. 
We're new to the hardware and 
building supply fields, but we're 
here to stay! To us, this is not a 
sideline. We have already in- 
vested large amounts on new 
equipment and recently finished 
construction on our own million 
dollar plant to make DRAFSTOP. 
So keep your eye on the Big R. 
Not only for weatherproofing 
products, but for a wide variety 
of new hardware and building 
supplies to come. The many 
products of the Big R have 
proved profitable for our dealers 
everywhere, This is your invita- 
tion to build sales along with us. 


WANTED 


WHOLESALERS 
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WEATHERPROOFING PRODUCTS 


Rosents, for over 20 years leaders in quality products 
for home and industry, now brings hardware and 
building supply dealers new Drarstor. The most 
popular priced, fastest selling, nationally advertised 
weatherproofing products on today’s market! 













































DRAFSTOP Weatherstripping 


Insulates—stops drafts, dust, water and insects — 
keeps cold out —heat in. Genuine polyvinyl foam 
bonded to clear grain molding lumber by RosBerrts’ 
exclusive heat and pressure method. Seals tighter, 
lasts longer. Closed cell foam won't absorb moisture 
—highly resistant to chemicals, weather and the 
elements. Shapes easily to uneven surfaces, paint- 
able. Speedy installation, only a matter of minutes. 
You EARN MORE BECAUSE IT SELLS FASTER! 


DRAFSTOP Weatherstripping « 15 complete kits 
in colorful self-selling display carton « Suggested 
retail price $1.95 per kit. 


DRAFSTOP Door Bottom 


Stops drafts, dust, water, insects— keeps weather 
out—heat in. Made of durable extruded aluminum. 
Anodized to eliminate stains on doors or thresholds. 
Never discolors. Extra tough, pliable vinyl guard 

is impervious to weather—resists extreme tempera- 
ture changes. Unique automatic spring action allows 
ample clearance for carpets or door mats. Stainless 
steel spring for trouble-free operation. Nylon stop- 
roller insures positive closing and tighter seal. Screw 
slots permit easy adjustment to any threshold. Installs 
in a jiffy! You EARN MORE BECAUSE IT SELLS FASTER! 


DRAFSTOP Door Bottom + 10 complete kits in 
colorful self-selling display carton « Suggested retail 
price $2.95 per kit. 











Two big Hits with the Snow Crowd... 
bring fast sales, full profit to you 





“ } 5 






































MOLDED FIBER GLASS 


keed Rocker 


TOBOGGAN 


and Ked) kover 


SNOW COASTER 
26" diameter 





48" long—17” wide 


% 


RETAIL 


Here are two safe, fast moving snow 
favorites that have caught the fancy 
and won full approval of the nation’s 
small fry. And, they won’t accept a substitute. This is good 
news because both the Red Rocket Toboggan and the Red 
Rover Snow Coaster are full profit toys—priced right. 

Youngsters love the light-weight. This gives a faster ride 
down hill, makes the ‘“‘walk-back”’ easier. Parents approve 
the strong, safe construction of molded fiber glass. This 
combination guarantees sales. 

You can sell these quality snow toys without worry about 
complaints. There are no runners to bend or break; no wood 
to crack or splinter; no paint to chip or peel. Each is solid, 
sturdy molded fiber glass. Even the brilliant holly red color 
is permanent. 

For extra comfort and sales appeal, a high quality, leather- 
ette covered cushion—42’’ long—is available for the Red 
Rocket Toboggan at small additional cost. 

Ask your jobber salesman or write direct for further infor- 
mation about the Red Rocket Toboggan and Red Rover 
Snow Coaster. 





PLASTIC PRODUCTS CORPORATION 
MAIL ADDRESS— PLANT ADDRESS— 
P.O. BOX B57 24001 AURORA ROAD 
CLEVELAND 22, OH!I0 BEDFORD HEIGHTS, OHIO 
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ium; exhibit, Brooks Hall & Civic 
Center, San Francisco Krueger B. 
Jacobsen, 122 9th St., San Fran- 
cisco 3. 


Connecticut Hardware Assn. Conven- 
tion, Feb. 4. Hotel headquarters 
and sessions, Bond Hotel, Hartford. 
Russell V. Carlson, Village Hard- 
ware Store, Inc., New Milford. 


Florida & Georgia Retail Hardware 
Assns. Joint Conventions, March 
15-17. Hotel headquarters, sessions 
and exhibit at George Washington 
Hotel, Jacksonville, Fla. William W. 
Howell, P. O. Drawer 1000, 1640 
Plant Ave., Waycross, Ga. 


Georgia & Florida Retail Hardware 
Assns. Joint Conventions, March 15- 
17. Hotel headquarters, sessions 
and exhibit at George Washington 
Hotel, Jacksonville, Fla. William 
W. Howell, P.O. Drawer 1000, 1640 
Plant Ave., Waycross, Ga 


Illinois Retail Hardware Assn. Con- 
vention, Jan. 18-19. Hotel head- 
quarters and sessions at Pere Mar- 
quette Hotel, Peoria. William F. 
Ewart, 1451 Merchandise Mart, Chi- 
cago 654. 


Indiana Retail Hardware Assn. Con- 
vention. Jan. 27-28. Hotel head- 
quarters and sessions at Sheraton- 
Lincoln Hotel, Indianapolis. W. J. 
Sheely, 4120 N. Keystone St., In- 
dianapolis 5. 


Iowa Retail Hardware Assn. Con- 
vention. Feb. 10-13. Hotel head- 
quarters, Savery Hotel; sessions 
and exhibit, Veterans Memorial Au- 
ditorium, Des Moines. Philip R. 
Tacobson, 520 W. 35th St., Des 
Moines 12. 


Kentucky Retail Hardware Assn. Con- 
vention, Feb. 15-17 Hotel head- 
quarters, sessions and exhibit at 
Kentucky Hotel, Louisville. Edward 
Keiley, 501 Republic Bldg., Louis- 
ville 2. 


Louisiana Retail Hardware Assn. 
Convention, Jan. 18-19. Hotel head- 
quarters, sessions and exhibit at 
Capital House Hotel, Baton Rouge. 
David O Mansfield. P.O. Box 1696, 
Jackson 5, Miss. 


Michigan Retail Hardware Assn. Con- 
vention, Feb. 15-19. Hotel head- 
quarters and sessions at Statler- 
Hilton Hotel, Detroit. Third An- 
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Five outstanding reasons... 
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.. -why customers like brushes 


» ,® 
TYNEA 


nylon bristies 


RES.u $. Pa 





BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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with TYNEX’ tapered bristles 


Today’s better-made paintbrushes with TyNeEx nylon bristles contain a full head 
of bristles in a firm setting. The bristles are finely tapered, with slightly 
curled tips. They vary in length and a generous portion are “flagged.” 


As a result, brushes bristled with improved TYNex have high 
pickup. They release any finish, smoothly and evenly, on 

any painting surface, And they clean easily, dry fast, 
are quickly ready for the next job. 


For these reasons, brushes with TyNEx tapered 
bristles can mean fast, easy, satisfying paint- 
ing to your customers, Good reasons 
why it will pay you to stock the 
complete line . . . today! 


Tywex is the registered trademark for Du Pont 
nvion bristles. 











































Northern Hotel, Billings. Norman 
OQ. Blevins, P.O. Box 1152, Helena. 


hibit, Coliseum, Sioux Falls. H. T. 

Benson, 2108 S. Western Ave., Sioux 

Falls. 

Nebraska Retail Hardware Assn. 
Convention, Feb. 15-17. Hotel head- 
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Tennessee Retail Hardware Assn. 





(Continued) 


nual Kollege of Product Knowledge 
included. Harold W. Schumacher, 


quarters and sessions, Cornhusker 
Hotel; exhibit, Pershing Municipal 
Auditorium, Lincoln. Frank Cap- 
alino, 325 Insurance Bldg., Lin- 
coln 8. 


Convention, Feb. 8-9. Hotel head- 
quarters, Andrew Jackson Hotel; 
sessions and exhibit, Fairgrounds 
Coliseum, Nashville. Charles G. 
Brown, P. O. Box 784, Nashville. 


1916 Michigan National Tower, 
Lansing 8. 






































New York State Retail Hardware 
Assn. Convention, Feb. 2-4. Hotel 
headquarters and sessions, Hotel 
Syracuse; exhibit, Onondaga County 
War Memorial, Syracuse. Nicholas 
H. Kiley, Hills Bldg., Syracuse 2. 


Texas Hardware & Implement Assn. 
Convention, Jan. 11-13. Hotel head- 
quarters and sessions, Statler-Hil- 
ton Hotel; exhibit, Dallas Memorial 
Auditorium, Dallas. Ray M. Souder, 
1108 Gibralter Life Bldg., Dallas 1. 


Minnesota Retail Hardware Assn. 
Convention, Jan. 5-7. Hotel head- 
quarters, sessions and exhibit at 
Leamington Hotel, Minneapolis. C. 
J. Christopher, 3033 Excelsior Blvd., 
Minneapolis 16. Ohio Hardware Assn. Convention, 
Feb. 8-11. Hotel headquarters and 
sessions, Hotel Cleveland; exhibit, 
Public Auditorium, Cleveland. John 
B. Conklin, 1540 W. Fifth Ave., 
Columbus 12. 


Virginia Retail Hardware Assn. Con- 
vention, Feb. 8-10. Hotel head- 
quarters, sessions and exhibit at 
Hotel Roanoke, Roanoke. G. T. 
Omohundro Jr., Scottsville. 


Mississippi Retail Hardware Assn. 
Convention, Feb. 22-23. Hotel 
headquarters, sessions and exhibit 
at Heidelberg Hotel, Jackson. David 
O. Mansfield, P.O. Box 1696, Jack- 


son 5. Oklahoma Hardware & Implement West Virginia Hardware Assn. Con- 
Assn. Convention, Feb. 22-24. Hotel vention, Feb. ew. Hotel head- 

Missouri Retail Hardware Assn. Con- headquarters and sessions, Hotel quarters, sessions and exhibit at 
vention. Jan. 27-29. Hotel head- Oklahoma Biltmore; exhibit, State Daniel Boone Hotel, Charleston. 


James C. Fielding, 1628 McClung 
St., Charleston 1. 


quarters, sessions and exhibit at 
Chase Hotel, St. Louis. Fred H. 
Boemer, 2311 Hampton Ave., St. 
Louis 10. 


Fair Grounds, Oklahoma City. Wil- 

liam B. Ruxlow, 515 Midwest Blidg.., 
Oklahoma City. 

Wisconsin Retail Hardware Assn. 

South Dakota Retail Hardware Assn. Convention, Feb. 2-3. Hotel head- 

Convention, March 15-17. Hotel quarters and sessions at Plankinton 

headquarters, Hotel Cataract Sher- Hotel, Milwaukee. H. A. Lewis, 
aton; sessions, Convention Hall; ex- Stevens Point. 


MOLDED HUMIDIFIER PAN DEFIES CORROSION 


EXCLUSIVE LIFETIME FEATURE OF 


GENERAL “800” 
HUMIDIFIERS 


Montana Hardware & Implement 
Assn. Convention, Oct. 30-Nov. 1. 
Hotel headquarters and sessions t 








TOUGH! Resists chipping, cracking and small pin holes 
which lead to corrosion. 4s” thick—won’t distort from heat. 


SPECIAL 
PHENOLIC 
COMPOUND 


Developed for parts continually 





exposed to heat and water, 
this specially formulated phe- 
nolic compound is tougher than 


steel, needs no porcelain 






: enamel coating—can’t chip! 
—~— ABSOLUTELY "CORROSION-PROOF! 


Withstands strong acids and alkalies. 


No doubt about it . . . here is the first LIFETIME humidifier or corrode as conventional metal pans often do. Stronger, 
pan. Molded from a tough, heat-and-water-resistant com- more rigid and easier to clean, this new pan is adding 
pound, the new General pan absolutely will not rust, pit exclusive new trouble-free features to the General 800”. 
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TAPER DESIGN 


WRENCHES 
BARCALO 


eerraie 
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This new Taper Design Wall Display 


can double your hand tool volume! 


Here’s the astounding new 

Taper Design wrench that 

out-performs all others. 
And above, you see the display that features both 
open stock and fast-selling sets of Taper Design 
box, open end and combination wrenches. This 
mass of gleaming chrome will catch the eye of 
every Customer entering your store. And everyone 
will want to try the unique demonstrator that 
proves Taper Design’s superiority. This beautiful 
display takes only three feet of wall space, yet 
delivers $20 profit for every foot. And it’s yours 
FREE. Ask your jobber for full information, or 


write Jim Brockway, Sales Manager, Barcalo, 
Buffalo 4, N.Y. 


GREATER STRENGTH—Straight shaft is up to 2% times 
stronger than any other wrench. Super-tough alloy steel. 
GREATER LEVERAGE— Perfectly straight shaft allows 
direct pull, more turning power. 


GREATER SAFETY — No “twisting” or “roll off”... 
grip means no bruised knuckles. 


. better 


GREATER USE—Turns in tight places that ordinary 
wrenches can’t even reach. 


GREATER PERFORMANCE— Overall design with better 
balance and complete ease of handling. 


GREATER VERSATILITY — Allows access to restricted open- 
ings. Equally useful upside-down. 


Exceeds government specifications. Fully guaranteed. Patent No. 177,636 


Vaid 


TAPER 


by BARCALO 
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Arch effect emphasizes toy department’s location Model plane events make 































adults visit this store 


A suburban New York dealer 
has long used model planes for 
making friends with youngsters 
and their parents. 

Medals in gold, silver, and bronze 
plated are awarded to youngsters 
whose flying planes show the best 
performance in a meet held in a 
large field near the store. No fees 
are required for entry and no 
purchases are required. 

The dealer says, “We started 
these contests to attract more 
adults to the store by making 
friends with their youngsters. 

“Parents frequently drive their 
children to the store to allow the 
youngsters to get kits. Then they 
see things they want for them- 
selves and often buy items they 





This arch helps make the toy department look larger, more easily seen from , a 
all parts of the store. had not intended buying. 


Self service is encouraged in 
To give the 12-month toy department at the Beaverton (Ore.) Hardware this section. Although stock must 


store greater eye-catcher power the firm adds color by the use of green __—be tidied several times a day, the 
painted 2x3’s and some Christmas border. For the holiday season the dealer says that this is worth the 
12-month one table toy section is expanded to a two table department. trouble it causes. 





riV Lele Byitmiaitcnice 


A LARGE FAMILY OF FAST SELLING PRODUCTS 
"ae by the biggest National Advertising 
Campaign of any attachment manufacturer. 





Feature these popular tools NOW for greater 








: ) . 4 J1G-SAW” 
profits. All are individually packaged = apes eel 


: : in eye-catching display boxes for Circle-Cutter & “ARCO SCREW- MATIC” 
easier, quicker sales Rip Gage. $10.95 Screw Driver Attach- 
S : 















SE NEW retail. ment with Industrial. # 
: type Clutch & exclu- .» 


sive Bit Holder. $5.95 
a retail. 
Y 


“ARCO HOLE-SAW” 
with exclusive automatic 
“Slug-Ejector”. Works 3-times 
» faster than others. 8 models 
from $5.95 retail. 




















“ARCO SCREW-DRILLS” 
4 sizes for every wood- 
screw. 98c ea. retail. 
- Set of 4: =6-12— 
” $3.89 retail. 














“ARCO 2-SPEED 
ANGLE-DRIVE” 
Right Angle Gear 

























Drive for Y2 or “ARCO 2-SPEED 
double drill speed. © ANGLE-BUFFER” 
$4.35 retail. . The perfect a 

“ARCO-SAW” = for sanding & bu 

Cuts 2x4’'s. Saws Say = Order “ARCO ing. $6.50 retail. 





grooves with exclu- 
‘“ . 
sive “Dado-Arbor ae weette today for 


pablus BRAND NEW 1959 CATALOG 
dz rol. which includes many more “ARCO” Tools 


its 1 ARROW witat prooucts co. 


421 WEST 203rd STREET + NEW YORK 34, N. Y 


" Tools from your jobber 
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ANOTHER NEW ANOTHER NEW ANOTHER NEW 


MONEY -MAKER a MONEY -MAKER MONEY-MAKER 
by Bridgeport by Bridgeport by Bridgeport 


Bridgeport Deluxe 


CUSHION GRID | *'screworver 
SCREWDRIVER fe Coz 


DISPLAY-DISPENSER 
H eres ee = 


What 
Vou 
Get! 


36 


CUSHION 
GRIP 
SCREWDRIVERS 






























































a 4 





’ 


rns Tet ee Be : 
aor 267 ee FS Bier #2 


’ 


' 


BLISTERPROOF — OL 
& WATER RESISTANT 
NEOPRENE GRIP 
PERMANENTLY BONDED 
TO TOUGH 
AMBER HANDLES 





Get ready now for the big Christmas 
rush on this sensational new gift set! 











NATIONALLY This Deluxe set includes one each of 
ADVERTISED the four most — types of top 
quality genuine Cushion Grip Screw- 
TO PRE-SELL drivers. They feature highly polished 
CUSTOMERS alloy tool steel blades and blisterproof 
FOR YOU! neoprene handles designed to give 
you that extra turning power and 
Size of super comfortable grip. it's a perfect 
Display: present for the man of the house at 
14” Wide Christmas and other gift occasions. 
4” Deep Packaged in a bright red gift box 


with gleaming gold platform and a 

“see through" acetate cover, this ex- 

citing matched set is furnished with 

a colorful cellophane Christmas ribbon 

) WW ee wrap that may be removed to moke 

Sime Via lic vu _ “ the — appropriate all year round. 

iw “_ An ideal gift for the home handy man 

SELF-SELLING \ eid s Ss 7 or professional craftsman who appre- 
4-COLOR DISPLAY — ciates really fine tools. 

WORTH $5.00 Order from your jobber today. Be 


291." High 














FR E E TOTAL RETAIL y Rey sure to have enough on hand for 
VALUE S41 Christmas. 
WITH ORDER FOR 
ee DEALER COST 34° Set No. 2705 Includes 
: $ 32 One Each of the Following: 
DEALER PROFIT 7 r 2143—4" Mechanics’ 
2502—4” Genuine Phillips Super 
MR. DEALER—Here's just what you need to You can't go wrong with top quality Bridge- Hard No. 2 pt. 
cash in on the tremendous popularity of port CUSHION GRIP screwdrivers! They're 2243-6" Electricians’ 
Bridgeport CUSHION GRIP Screwdrivers! tested and enthusiastically acclaimed by 2143—6”" Mechonics' 
It's a complete Cushion Grip Screwdriver mechanics and home craftsmen for their 
department in one striking display-dispens- EXTRA TURNING POWER, SUPER COMFORT- 
er! You get 16 of the most popular styles ABLE GRIP, and BLISTERPROOF, UNBREAK- ist $50 
and sizes—regular points and genuine ABLE HANDLES. So start making big money PRICE Per Set 
Phillips points, and a sales-moaking display on Screwdrivers now! Order Deal No. 2703 FULLY GUARANTEED 
Free with the deal! from your jobber or write: 


THE BRIDGEPORT HARDWARE MANUFACTURING CORP 


THE BRIDGEPORT HARDWARE MFG. CORP 


Bridgeport 5, Conn Bridgeport 5, Conn 
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~ a aSAEE MOTOR LOAD 


|_| 6 puLDS-BALANCED-FLOW 
Fankiess-Shatlow- Well Jet — 


"CAN BURN UP 


POSITIVE 4 


LIFT | 



















100 





eee so | but these dashed lines 
GALLONS PER HOUR 










mean no motor burnouts 








_ AEE MOTORLOAD | on Goulds Pumps 


BHP MAX, AT 20’ WATER LEVEL 


— 


Typical Dak DS eS an The self-priming centrifugal pumps that 


“A3DT4-09) resist corrosion—never suffer motor overload 







PROOF | bad Here’s one way to know whether the motor ona 
| | water system is overloaded: Have the motor 
burn out. Waste time on a profitless service call. 
i le 2 Face an unhappy customer. 

GALLONS PER HOUR Here’s a better, more profitable way: Take a 
quick look at these charts and see why a Goulds 

<ewmiras | pee Lo ae pump motor never gets overloaded. 
Sele ea ee ee The dashed line at the top of each graph 
TOR LOAD. —_—> — marks a safety overload factor set by the motor 
maker. No guesswork. No rule of thumb, but an 
exact statement of what the motor can do and 
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Typical GOULDS SHALLOW-FLOW cannot do. 
: a wal Jet | ' Notice that every Goulds system is set well 















oi esac below the safety factor. These pumps will 
| - always work as we say they will... even on 
OF EXTRA | not ea ee rough, continuous service such as lawn sprin- 
ees kling or car washing. In fact, these pumps can 
oa te ee be run 24 hours a day. 

10u a0 600-700 B00 How does this affect your business? First, you 
voces Ame fates always show a profit since your markup is not 
eaten away by service calls. Second, this depend- 
able performance helps your reputation. No mat- 
ter how you add it up, you get better business, 

more business. 
On the page opposite, you'll find two more 
reasons Goulds water systems save you trouble 
"—and make more money for you. 

















































GOULDS 
Three reasons to choose Goulds— 
® Self-priming centrifugal pumps... 
@ Safe motor loads... 
® Corrosion resistance... 





VALUE 









meh nate 


aan - i 
GALLONS PER HOUR 









MOTORS 
PUMP PROFITS... 

















We take the temperature of every motor 


Before a new Goulds water system is introduced to the market, it has to pass this rigid test. The 
pump is put into operation in the Goulds Test Center and run at motor service factor load as 
established by the motor manufacturer. Temperature rise points are taken every 15 minutes... 
a motor thermometer is put on the warmest part of the motor. Goulds engineers then give this 
pump motor unit the works—a complete test of input power, voltage conditions and motor 
speed at all pump capacities. They run the motor continuously until they are absolutely sure 
that the pump ratings do not exceed the H.P. limits of the motor . . . that this unit will never 
suffer a motor overload, causing a trouble job for you. 


GOULDS PUMPS, INC. ¢ SENECA FALLS, N. Y. 


Best jet yet! 





GOULDS 


“naar” ‘maomnow ieee Water Systems 


















WHAT'S NEW 





(Continued from page 15) 
Whirlwind models are hand-pro- 
pelled 19 and 21 in. sizes, and a 21 
in. self propelled unit. Fourth 
model is the Sportsman 5.75 h.p. 
riding mower. This mower has 
power handle, and six attachments: 
30-in. reel, 32-in. Whirlwind ro- 
tary, 42-in. snow-blade, 30-in. roll- 
er, dump cart, and twin trailer 





mowers. Prices (model shown) 
start at $89.95. Toro Mfg. Corp. 


For more data circle No. 14 on postcard, p. 143 


Collapsible landing net 


Two new spinrods and two fly 
rods are equipped with this Pop- 





Out Net. The net fits securely in 
the rod handle when not in use and 
is easily accessible when needed. 
Langley Corp. 


For more data circle No. 15 on postcard, p. 143 


Four-sided hex wrench 

Here’s an adjustable hex wrench 
with an angular jaw design that 
will give your customers a better 
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grip on hexnuts, square nuts, and 
valve and union nuts, rough or fin- 
ished. Easy to put on or take off, 
narrow jaws fit into tight places. 
Alloy I-beam handle. Three sizes: 
No. 11 for % to % in., No. 17 
for % to 1% in., and No. 25 for 
1 to 2 in. nuts. Ridge Tool Co. 


For more data circle No. 16 on postcard, p. 143 


Plastic weather stripping 

Color-matching weather §strip- 
ping is for your do-it-yourself cus- 
tomers. Comes in 18 ft strips in 
colors to match any decor. Pack- 
ages are of transparent polyethy- 
lene for easy shopper selection of 
colors, contain tacks and instruc- 
tions for use. Dennis Mitchell In- 
dustries. 


For more data circle No. 17 on postcard, p. 143 


Vise with three basic uses 


This Quick Shift vise is one of a 
22 model line of bench, woodwork- 
ing and machinist vises. Actually 
three vises in one, a bench vise, 
woodworker’s vise, and pipe vise, 
Quick Shift can be positioned con- 








ventionally with the vise screw or 


by disengaging the special jaw 
lever which allows instant position- 
ing. Face jaws of heat-treated 
steel in 3%4 and 5 in. widths, 200 
degree swivel with lock, silver grey 
enameled finish. Milwaukee Tool & 
Equipment Co. 

For more data circle No. 18 on postcard, p. 143 


Standard duty locksets 


The Imperial line of locksets fea- 
tures two new knob designs for 
finer residential and light commer- 
cial buildings. All steel and brass 
construction, ball bearings for 
smooth knob action, all screws con- 
cealed, finishes are plastic coated. 
Locks feature 5-pin tumbler cylin- 
ders for greater security. Trim 
rosettes entryways 


available for 





and doors. American Hardware 


Corp. 


For more data circle No. 19 on postcard, p. 143 


Vinyl fused on tray sets 


Customers interested in longer 
wear for serving accessories will be 





traffic for these tray sets. Sets, in 
two patterns, have vinyl fused to 
steel to increase life of design; 
make pattern scratch and alcohol- 
proof. Patterns can’t peel or cor- 
rode. “Liftex’’ Tray Tables come 
in No. 9421 R, Petit Point 
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You don't go DUCK HUNTING 
with a SLINGSHOT! 


i> And you can’t get top volume 
@ with old style fixtures 
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Mass Display your Merchandise without Mess 
Introduce Color to your Displays 
(44 color combinations possible) 


NOW AVAILABLE M& D’s NEW CHALLENGER FIXTURE LINE CATALOG 


available through the M & D Store Planner in your area. 
Write, wire or ‘phone M & D Store Fixtures, inc., Dept. 83 


\y, { 6 No. Michigan Ave., Chicago 3 or City of Industry, Calif. 
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WHAT'S W 








(shown), and No. 9421 L, Oriental. 
Features: steel frames, brass fin- 
ished legs, 26 in. height, sets of 
four retail at $19.95. Poloron Prod- 
ucts, Inc. 

For more data circle No. 26 on postcard, p. 143 


‘59 economy riding mower 

This 24 in. riding rotary mower 
is powered by a 314 hp engine. The 
Springfied Utility mower has a one 
forward and one reverse speed au- 
tomotive type transmission with 
chain and sprocket drive. Turning 
radius is 36 in., cutting height ad- 
justable from 1% to 3 in. Knuckle- 
guard tubular steel handlebars are 





bucket 


Comfortable 


seat. Quick Manufacturing, Inc. 
For more data circle Ne. 21 on postcard, p. 143 


adjustable. 


Natural finishes for woods 


Amateurs and professionals will 
like this color card and descriptive 
folder, “How to Get Natural Wood 
Finishes on Woodwork, Floors and 
l'urniture.” Cleartone and Neutral 
Blender expand the Benwood Fin- 
ishes line. Cleartone preserves nat- 
ural tone of light woods, Neutra! 
Blender can be mixed with stains 
for color adjustments or used as a 
sanding filler prior to staining. 
Benjamin Moore & Co. 

For more data circle No. 22 on postcard, p. 143 


Wood and aluminum ladder 


Non-conductor aluminum rungs 
make this lightweight extension 
ladder attractive to electricians, 
power companies, and builders. 


142 





Wood side rails are treated with 
wood preservative before assembly, 
assuring close tolerances and dura- 
bility. Lengths from 16 to 40 feet, 
western or eastern styles. Retails 
about $2 a foot. Howard B. Rich, 
Ine. 


For more data circle No. 23 on postcard, p. 143 


Builders’ hardware line 


Dealers who trade with residen- 
tial and commercial builders will be 
especially interested in the Lancer 
line of builders’ hardware. It is 
designed to grow in tune with 
builders’ needs. First items in the 
line are fire-exit bolts and liquid 
controlled surface door closer. Fire- 
exit bolts have rotary type action 
and precision release at the slight- 
est up or down touch of the cross 
bar. Door closers have cast iron 
bodies, drop forged steel spindles. 
Available in maroon or bronze, with 
friction controlled automatic hold- 
back attachments. Other items are 





planned for the line. Kwikset Div., 


American Hardware Corp. 
For more data circle No. 24 on postcard, p. 143 





Holders for tools and parts 
Do-it-yourselfers will want this 


Spee-Dee combination tool and 
parts holder for storing small 
parts, bolts, nuts, washers, etc. 


Rack has slots for holding seven 
hand tools. Rack is made of heavy- 
gage steel with gray enamel finish, 
measures 11% x 3% x 2 5/16 in. 
Jars are 2'.-in. diameter, 3'4 in. 








high. Holes in back of rack allow 
for mounting. List 98¢ for rack, 
four jars with lids. Dalton Mfg. 
Co. 


For more data circle No. 25 on postcard, p. 143 


7 unit nut driver set 
Here’s 2 tool set for your me- 
chanic and home handyman cus- 


= Brideeport 





tomers. Nut Driver Set, No. 497, 
contains one each of the 7 most 
popular sizes of drivers. Each is 
nickel plated forged steel with 
Cushion Grip handles for greater 
turning power. Retail price $8. 
Bridgeport Hardware Mfg. Corp. 


For more data circle No. 26 on postcard, p. 143 


Economy fishing reel 
A spin-type casting reel, the 
Bronson Savage, is offered to retail 
below $10. A counter display box 
(Continued on page 147) 
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Be sure to write name 
and address on post card. 
Please use this P. O. 
Box Address for Quick 
Check Cards Only 
























































BUSINESS REPLY CARD enetenen 
Ne postege secessary if meoiled In the United States Seeman 0 
POSTAGE Witt BE PAID BY —— 

HARDWARE AGE — 

Post Office Box 60 — 

Village Station meee 

NEW YORK 14, N. Y. sa an 

Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 10/9/1988 


Please send me further information on the WHAT'S NEW items, code numbers 





What's New in merchandise. 


Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 


get you all the information you 


CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
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The Quick Check 


need, quickly. 





FIRST CLASS 
PERMIT NO. 16 


New York, N. Y. 











for which | have circled below. 















1 2 3 4 5 6 7 8 . ta a a 14 =6«6 
—. ce oe 30 2 2 > —:. ae. ££ BOB. 2 we 
31 i a? a oo a) oe ee ee ee ee oe 
4 47 @ 49 #+$0 = 51 s2 «83 54 = s«55 ee) ee) 
61 -— oe C6 6 «6 @ @ A WH TR ae 74 06=—O O75 
a eo ee 8. OR 82 83 84 85 86 87 ss 89 0 
91 2 3 6M 0H 06 DW BW 9 106 163 362 163 306 168 
EE hiks oadee Wet Che d064 0nd Ne cae nes TITLE 







see eee eee eee eoesern 





Fostcord velid 8 weeks only. 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 





























> — =. i 
'PRuRuREE SE 
: 
ae . b) SF Of Bt ff 
Beeeataaea. 
; t ; 
- Of 
', i ff 
Baie | 
: ' ; 
rRuRAnh ? 
) i} 
anal 
ane | 
aa) : 


inne 
ran 


After thet use own letterhead fully describing item wanted. 






| 
; 
| 
| 


il 


Here is Your Quick Check Card 


What it is... How it works 


Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


Drop the post card in the mail box. No postage is needed, You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Seporate information 
will be sent you on each item. 


Be sure to give your full name and address on the post cord. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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A big help for. busy deal- 
Use this card for free 
information on new prod- 
ucts described in this issue. 





























aictelt= 


) 
) 
Baa 
aetna 


use 


— eee 


2 ee ee = 




































this 





MT 


| 
’ ’ 


SAO TO 




















ee 











oe 





Ps."©). 
Box Address for Quick 
“pate eae. 


rents et. rr 

















HAL 
| 


































BIG 4 


Hanger and Braced Rail 
















Actual service records made in all kinds of weather. Driving rain, 
snow, sleet or high winds prove the Big 4 and its worthy partner 
the Braced Rail never falter in their smooth friction-free per- 
formance. The heavy embossed hanger hood gives added 
strength and protects the steel roller-bearing wheels from the 
elements. The Braced Rail brackets are spaced only 12 inches 
apart for extreme rigidity. Rail is made in 4, 6, 7, 8, 9, 10 and 


inal 12 foot lengths. 


HANGER 


57th pbumivenstary 


“BRACED” The month of October commemorates another 
RAIL birthday for National and the Big 4, which 
happens to be one of the first products produced 
in our plant. Today our extensive facilities have 
created a line of over 350 products for the build- 
ing hardware trade. Our sincere thanks to those 
whose faith in our hardware has made this 
steady, healthy growth possible. 





BUILT FOR THE HEAVY JOB 


Vettori © WANUFACTURING COMPANY | {ine 
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ONLY CZational Add 









Never before haveso many time-and-effort- 
saving features been placed on one adding 
machine. Compare them—-feature by fea- 
ture—with any other adding machine: 


1. “Live” keyboard. 

2. Instantly adjustable keytouch. 

3. Automatic clear signal. 

4. Subtractions print in red. 

5. Automatic credit balance prints in red. 

6. Automatic space-up of tape when total 
prints. 

. Large answer dials. 

. Easy-touch key action. 


. Full visible keyboard. 


som 
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ing Machines have Live Keyboard’... 





10. Automatic ciphers. 

11. Rugged duty construction. 

12. Keyboard interlock. 

13. Four-way paper space control. 

14. Three-way repeat. 
(quietness and beauty, too! ) 


Reduce hand-motion and effort up to 50% 
with National’s exclusive “Live” key- 
board, instantly adjustable to any oper- 
ator’s touch. Every key operates the motor 
—so you can forget the motor bar. No 
more back-and-forth motion from keys to 
motor bar. 


THE NATIONAL CASH REGISTER COMPANY, pvayrron 9, oxn10 
1039 OFFICES IN 121 COUNTRIES © HELPING BUSINESS SAVE MONEY 


plus 13 other vital Owner-Operator features! 


Fe e2e2e@2e8 2 2222 22 222228 


A National “De tuxe” Adding Ma- 
chine pays for itself with the time- 
and-effort it saves, continues sav- 
ings as yearly profit. One hour a 
day saved with this National will, 
in the average office, repay 100% 
a year on the investment. See a 
demonstration on your own work, 
Call nearest National branch office 


or dealer. See phone 
book yellow pages. ert) 


FER 
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WHAT’S NEW 


(Continued from page 142) 








of seven newly designed self-en- 
closed reels featuring new radial- 
type adjustable drag may be 
ordered for around $45. Bronson 
Reel Co. 


For more data circle No. 27 on postcard, p. 143 


Contemporary cabinet pull 


Owners of modern or conven- 
tional homes will be customers for 
this economical cabinet pull by 
Amerock. The die-cast pull comes 
in five finishes at 39¢ and in 
polished brass-plated finish at 49¢. 





— 


Adaptable to old or new cabinets 
and has 3%% in. centers on an over- 
all length of 4% in. A display 
shows all finishes on color card and 
includes extra pulls for resale. 
Amerock Corp. 


For more data circle No. 28 on postcard, p. 143 


Camouflage hunting suit 


Hunters will want this 100 per- 
cent waterproof Hodgman No. 145 
Camouflage hunt suit. Suit has 
layer of cloth inside, another out- 
side and layer of rubber between 
cloth layers. Surface cloth printed 
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Not just volume, but... 


MONEY-MAKING 
VOLUME! 
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Rolls on rear wheels. 
Adjusts to 11 heights. 
Yellow top, simulated 
chrome legs. Special 
combination price 
includes custom- 
fit plastic foam 
pad, silicone 
cover. 
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A LINE OF NINE 
PROMOTIONALLY PRICED IRONING TABLES 


Every model in the brand new, big-nine Cadet line is priced 
and designed with promotion in mind. Two 4-way Roll-Abouts, 
infinitely adjustable . . . four other infinitely adjustable models 
- . - two 11-height adjustables (one with pad and cover in- 
cluded) . . . and a bottom-price, fixed position model. 

Cadet Ironing Tables, Cadet Barbecue Grills, Arvin Leisure Furniture and 


Arvin Electric Fans are manufactured and sold by: Furniture and Housewares 
Division, Arvin Industries, Inc., Columbus, Indiana 






why stay on the 
SPLINTER’ PROFIT TEAM? 


Get A Real Share With The BIG Winner= | 
WERNER ALUMINUM LADDERS 
























Why hurdle 3 sales* when you car. make more profit 
on just 1 WERNER Aluminum Ladder sale... in 
one-third the time and with one-third the floor space. 


Join The WERNER Profit Team... 


a complete line of aluminum stepladders, extensions 
and single ladders. FIRST WITH UL APPROVAL 
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VISIT BOOTH #9 
NATIONAL HARDWARE SHOW 


*of wood ladders 


Write for full details and your nearest distributor 


=U E RIVE Reszz: 





DEPT. AK-10, 295 FIFTH AVENUE, NEW YORK 16, N. Y. 


WHAT'S NEW 
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in various shades of brown. De- 
signed for archer, crow and duck 
hunters. Its jacket has flannel lined 
hood, full cut raglan shoulders for 
free movement and dark zipper. 
Trousers have drawstring top, 
snap fasteners at ankles. Hodgman 
Rubber Co. 


For more data circle No. 29 on postcard, p. 143 


Floor quick drying varnish 

Here is a quick drying varnish 
that will cover more area per gal- 
lon. Brushes on just as it comes 
from the can, a single coat gives a 





permanent, lustrous finish that will 
not require scrubbing, waxing or 
polishing, is practically scratch 
proof. Available in 5-gallon, gal- 
lon, quart and pint containers; also 


in drums. The Parks Co. 
For more data circle No. 30 on postcard, p. 143 


Folding bridge chair 


This smartly styled aluminum 
chair will attract your women cus- 
tomers. Sturdy, Beauty-Fold will 
support over 50 times its six pound 
weight. Ties in with folding tables 

and outdoor furniture in the same 














































line. Rust proof, bronze and pol- 
ished aluminum finish, with padded 
white vinyl covered seat. Plastic 
tips on feet eliminate slipping and 
marring. All-Luminum Products. 
For more data circle No. 31 on postcard, p. 143 


Giant Christmas candle 

Here’s a weatherproof Christ- 
mas decoration that can be con- 
verted to summer use simply by 
storing the outside tube. This 
leaves a 6 ft metal pole and wick 
for garden and patio use. Burns 
40 hours on a single filling of kero- 


sene. John Charles Co. 
For more data circle No. 32 on postcard, p. 143 


Micrometer receiver sight 

This Foolproof sight, FP 110, 
fits the contour of the receiver of 
the 110 Savage. Elevation and 
windage adjustments are internal, 
giving the shooter an unobstructed 
field of view. The compact, ano- 
dized sight weighs only 1% oz, 





retails at $9. Williams Gun Sight 
Co. 


For more data circle No. 33 on postcard, p. 143 


Gun installs wall fasteners 
Rapid installation of Wing-Ding 
hollow wall fasteners is gained 
with this gun. The Wing-Ding gun 
does the job about 6 times faster 
than the normal workman can do 
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tAY|OR 


TESTED JIMMY-PROOF LOCKS 


Here are two rim deadlocks that defy even the most skilled of burglars. 
Here is the final word in round-the-clock protection. | 


V3 
No. 866 


SINGLE 
CYLINDER 


TAY 0" 


No. 888 
DOUBLE 
CYLINDE® 


MODERN IN APPEARANCE. 
UNSURPASSED FOR 

SECURITY AND AS 

PERFORMANCE ! ex 


\. 
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eeeee The established quality and 





. e > performance of Taylor prod- 

y/ ucts, plus eye-catching pack- 
‘ aging, 
wherever the Taylor line is 
sold. Stock up now for Spring 
building and repair business. 


mean faster sales 


Tested, approved and Call your wholesaler or job- 


recommended by 
Insurance Companies. 


ber today! 


ON TAYLOR LOCK 





TAYLOR LOCK COMPANY, Phila. 32, Pa. 
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We admire the enthusiasm of Basil, the Salesman; but, 
the torture rack really isn’t necessary to sell today’s 
fine products of steel. They are light, strong, serviceable 
and so very right for modern living. And U. 8S. Steel is 
helping you sell them! 

In sockeroo television commercials and hard-hitting 
4-color magazine advertising, U. S. Steel is hammering 
home the benefits of steel to 47 million consumers a 











No, No, BASIL. 
GENTLY...GENTLY ! THE 
STEELMARK PROGRAM 
WILL HELP US SELL. 






































month . . . is creating consumer excitement at the local 
level for products of steel that you sell . . . is sending 
consumers to stores looking for the STEELMARK! Make 
this program pay off for you. Tie-in! Get the exciting 
free STEELMARK displays, service banners and tags! Send 
for your STEELMARK Merchandising Kit. Write today. 
STEELMARK PROGRAM, United States Steel, Pittsburgh 


30, Pennsylvania. USS is a registered trademark 


OVER 10,000 RETAILERS ARE READY TO TIE-IN! HAVE YOU SENT FOR YOUR FREE KIT? 


United States Steel 
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WHAT’S NEW 








by hand, and the anchors can be 
furnished assembled, without 
screws or with screws of varying 
lengths and special heads. Diamond 


Expansion Bolt Co. 
For more data circle No. 34 on postcard, p. 143 


48 in. bench in two depths 


This 48-in. bench is ideal for 
where work space is at a premium. 
It comes in 28 and 34 in. depths, 
is 34 in. high. Tops available in 
plain steel, tempered pressed wood 
over steel or laminated hardwood. 
Standard accessories include shelf, 
riser, electrical outlet strip, back 





| 
and end stops, and drawers. Finish 
is green baked-on enamel. Lyon 
Metal Products. 


Fer more data circle No. 35 on postcard, p. 143 


Waterproof masonry coating 


Water-Shield masonry coating 
decorates as it waterproofs, is one 
of three new masonry coatings now 
being offered. Hydro-Plug stops 
active leaks in masonry without 
having to cut into the surface. Sli- 
cone Aqua-Pel is a transparent wa- 
ter repellent that protects concrete 
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-Everyvsopy 


is «a customer for S-K/Lectrolite Wrenches 





$-K/LECTROLITE 








Including /nduttruel MasutouauceMex 


farmers, home handymen and even housewives 


Every type of customer who enters your hardware store is a good prospect 
for socket and flat wrenches. The NRHA Approved S-K/Lectrolite No. 100 
Wrench Merchandising Program gives you the sales tools you need to turn 
this big potential into actual profits. 


Designed to meet hardware space and selling requirements, the No. 100 
Program includes a complete stock of the fastest selling wrenches and sets 
that are used in more than 90% of all wrench applications. $-K/Lectrolite 
wrenches combine superb quality with attractive pricing to offer the wrench 
industry’s most outstanding values. Finally, the No. 100 Program provides 
the most practical and effective wrench displays available. 


Hardware stores all over the country are getting 3 to 4-time turnover from 
their complete S-K/Lectrolite line, with a major share of the volume in 
big-profit wrench sets. Why not add this profit insurance to your hand tool 
department? Ask your wholesaler’s salesman for details of the No. 100 
Program . .. or write, wire or ‘phone S-K/Lectrolite Tools collect! 


‘Phone Chicago, LAfayette 3-1300 or Defiance, Ohio 3-2065 


(25) approved MERCHANDISING PROGRAM 


ft aie 








TOOLS Ledtoolit 


Dept. 1403 Ef SRE OE fae 


3535 W. 47th St., CHICAGO 32, ILL. and DEFIANCE, OHIO 


DESIGNERS AND MANUFACTURERS OF QUALITY WRENCHES SINCE 1923 
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Aluminum that enadie you 


to offer a complete selection of aluminum 





for the handy homeowner! 


Storm Window Components 


Everything your customer needs to make full-length 
or two-piece storm windows: 6 ft. and 8 ft. aluminum 
frame sections complete with glazing channel, splicer 
for most economical cuts, corner locks that “‘snap in’, 
and hanging hardware. Free, easy-to-follow assembly 
instructions for your customers’ guidance are furnish- 
ed to you by Reynolds at no charge. 
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makers of 


Reynolds (: 


Sliding Door Track Sets 


Wherever the home craftsman plans sliding doors, 
there is a sale for this profit-maker. Glass, Masonite, 
plywood all fit—and glide—perfectly in the smooth, 
preformed '4 or 44 inch channels available in 6 ft. 
lengths. There is also a special Sliding Door Track 
set for extra large doors. 


Other Reynolds Do-It-Yourself Aluminum 
Items include aluminum sheet in 7 patterns, screen 
components, tubing and tubing fittings, bar, angle, 
rod and 15 different types of aluminum fasteners, 

Take advantage of the big swing to aluminum, the 
modern miracle metal. It’s the choice today for home 
maintenance and improvement because lightweight 
aluminum is strong, rust-free, won’t rot or warp, 
never needs painting. No special tools are required. 
Reynolds backs you up with complete sales aids— 
free Project Sheets, literature, timely rack display 
cards and other materials. 

For details, check your Reynolds Distributor or 
write: Reynolds Metals Company, 6601 West Broad 
Street, Richmond 18, Virginia. 











MAKE MINE 


WHAT'S NEW 











KLEIN S 
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Linemen, electricians...men who 
know good tools... are satisfied only 
with the best. When it comes to pliers, 
they know the best is Klein’s—famous 
for quality “since 1857.” 

For your top customers... those 
who appreciate the finest in tools... 
be sure your stock of Klein Pliers is 
adequate. 


FREE POCKET 
TOOL GUIDE 


A free copy of the 
new Klein Pocket 
Tool Guide will be 
sent on request with- 
out obligation. 





Foreign Distributor 
international Standard Electric Corp. 
New York 


Mathias KIEIN & Sons 
‘Rstabiinhed 1857 Ononge, BELA 
. pw ck ROA’ ° wits i hs 
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and other masonry from spalling, 
freeze and thaw damage, protects 
interior painted or papered walls 


from peeling or staining. Camp Co. 
For more data circle No. 36 on postcard, p. 143 


Lockset installation kit 


This compact metal kit contains 
tools for the installation of P. & F. 
Corbin locksets. The tools are a 2 
or 2% in. bit for lock case hole and 
a ¥% in. bit for the latch hole. A 
two hole jig for either 2% or 5 in. 
backset, a latch-face mortising tool 
and a strike locator. Visual in- 





structions on inside of case cover. 
P. & F. Corbin. 


For more data circle No. 37 on postcard, p. 143 


Nylon furniture slides 


Woodworkers will like these 
drawer guides and glides that of- 
fer easy drawer operation. Three 
nylon contact points give minimum 
resistance to operation and wear 
well. The new Nylslides “250” series 
offers mounting installations for 





HARDWARE 


kitchen cabinets and drawers for 
furniture and vanitories. Hard- 
ware Designers, Inc. 

For more data circle No. 38 on pestcard, p. 143 


Redesigned air sprayers 


Redesigned lawn and garden com- 
pressed air sprayers now have 
greater stability and carrying con- 
venience. Model No. 141 (shown 
is typical of the 1959 models, with 
lower lines and wider diameter 
lending a modern appearance. It 
has a 3% gal capacity. Capacities 





are available for various require- 
ments. Chapin Mfg. Works, Inc. 


For more data circle No. 39 on postcard, p. 143 


Colorful plastic tableware 


Tranquil Ware is molded plastic 
tableware in 4 colors, comes in sets 
of 16, 20, 45, or 56 pieces. It’s 
guaranteed for one year against 
breaking, cracking, and chipping, 
can withstand automatic dishwash- 
er temperatures. Larger sets in- 
clude platters, salt and pepper set, 
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There’s nothing like a Porter-Cable franchise 


aaa se o. 
a a! 


aa 


Armor-clad protection for your profits 


Only Porter-Cable protects your full, legitimate 

markup on all portable power tools, at prices that insure 

a fair profit, yet still attract customers. That’s just 

part of the story. Only Porter-Cable offers you consistent 

cooperative advertising, timed for peak selling 

seasons. Displays are NRHA-approved, beautifully designed, 

rugged, and compact. And you can call on your 

Porter-Cable factory representative for demonstrations, 

sales training, inventory control. Good? When you work 
with Porter-Cable, you’re dealing with the best, and SAWS ° “ans mre —— 

our dealers are carefully selected to protect you from 


PORTER-CABLE MACHINE CO., 8040 Marcellus St., Syracuse 4, New York 
unethical competition in your community. If you’d _ inCanada: Write Porter-Cable Power Tools (Canada) Ltd., Box 5019, London, Ont. 


: 4 : in Mexico: Write CIA General Distribuidora, S.A., San Antonio Abad 236 
like to get into the act, write us today. Mexico City, D.F. 
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Red Tagg says: “Simple test helps you sell 
more Fiberglas*® Screening.” 


This simple, easy-to-make merchandiser is a very 
quick way to let your customer prove for himself 
how strong Cyclone Fiberglas Screening is. Just 
attach two pieces of wood, with handles, to each 
side of a small piece of Fiberglas. Then let your 
customer try to stretch it. He’ll soon convince 
himself that Fiberglas is strong, sturdy, stretch- 
resistant screening—and you’ll have made another 


sale of Fiberglas! 


Features of Fiberglas Screening: 


Snap-back tension — Fiberglas 
always snaps back without 
a wrinkle, always keeps its 
shape. The weave — perma- 
nently locked in place — won't 
ravel or stretch, shrink or 
shift. 


Dent-proof—Fibergias Screen- 
ing withstands all kinds of 
wear and tear, stress and 
strain, without bulging or 
denting. 


Glareless — Fibergias Screen- 
ing gives better visibility. It's 
easy on the eyes and adds to 
the beauty of any home. 


(is8) Cyclone Red Tag 


Exceptional strength — Al- 
though easy to cut end easy 
to use, Fiberglas Screening 
has superior strength. This is 
maintained even after pro- 
longed exposure to heat, 
weather, water and aging. 


No staining—Glass and its 
vinyl coating contain nothing 
to cause staining. Fiberglas 
Screening thus reduces the 
chance of discolored frames, 
sills and side walls. 


Rust-proof—Fibergias Screen- 
ing can never rot or corrode. 
Rain, salt, air, sun, frost or in- 
dustrial fumes cannot affect it. 


Cyclone Fence Dept., American Steel & Wire 


Division of 













In addition to the new outstanding Fiberglas 
Screening, Cyclone also manufactures a complete 
line of metal screenings—Aluminum, Bronze, and 
Galvanized Steel. Like Fiberglas, they, too, are 
quality products and are backed by the famous, 
widely accepted USS Cyclone Label—which adds 
greatly to their sales appeal and helps you increase 
business for your store. Additional information on 
Cyclone Insect Screening is available from your 
jobber. For specialized information on Fiberglas 
Screening, get in touch with the nearest Cyclone 
Fence office. 


USS, Fiberglas and Cyclone ere registered trademarks 


Place your order now! 


” Hardware Products 


United States Steel 


Cyclone Fence, Waukegan, Iilinois - Sales Offices Coast to Coast + Pacific Coast Headquarters, Oakland, California + United States Stee! Export Company, New York 
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WHAT’S NEW 


creamer and sugar and vegetable 
dish. Prices start at $5.95 for 16 
piece set. Byrd Plastics, Inc. 


For more data circle No. 40 on postcard, p. 143 








Lightweight aluminum cot 


This lightweight canvas covered 
cot is ideal for the economy minded 





sportsman. The lowest price model, 
W-500-C, is 26 in. wide, 72% in. 
long and 15 in. high. Feet are plas- 
tic-tipped, fabrics are triple-sewn 
at points of stress. Windsor Metal 
Products, Inc. 


For more data circle No. 41 on postcard, p. 143 


Skid-proof rug spray 

Sta-Put gives skid-proof protec- 
tion for throw rugs and scatter 
rugs. Sprays on rug backs. Can 
also be used to prevent slippage of 
waist bands of women’s skirts and 
men’s slacks. Prevents sliding of 
car floor mats. Keeps _ picture 
frames hanging straight and bed 
covers in place. Retails at $1.75 for 
large can. Cling-Surface Co. 
For more data circle No. 42 on postcard, p. 143 


Auto flashing safety light 
Here’s a safety item to please 
your car owner customers. Snapit 
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@ ACTS AS A RUST INHIBITOR. When applied over 


@ IMPARTS FLEXIBILITY TO FINISH COATS. Resists 










For BONDING 
and SEALING 



















. . « there's nothing just like 
X-I-M FLASH BOND to make 
paint adhere firmly and longer to 
almost any type of surface. 

Yes... 


G 





é ‘ 
“< 


FIRST 
MAKES PAINT LAST 


eNO SANDING REQUIRED. It saves 
sanding and tacking off time between 
the primer coat and finish coat. 
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YOU CAN CONFIDENTLY RECOMMEND X-I-M FLASH BOND! 


lt is not ‘just another primer’’ . . . it's in a class by itself, has been for 
more than 20 years. Next time any customer asks you for something that 
will make paint ‘'stick,"’ will stop peeling, popping, blistering . . . confi- 
dentiy recommend X-!-M FLASH BOND. Ask about our Special Dealer 
Assortment and Sales Helps. 


iP aheyiaac COMPANY ive vecnue va. tea 
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slightly rusted surfaces or where loose rust has been 
removed it stops progressive action of rust. 


damage to finish due to weather changes. Helps to 
resist dulling, chipping, peeling, flaking. 








arden tools... designed to give 
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It’s here | 


Our completely new cata log" 


of axes. hammers, hatchets and 


you the facts that will make 
your selling job easier: your 
efforts more profitable. 
Write today for your copy: 
MANN EDGE TOOL COMPANY 
Lewistown 1,Pennsylvania 


4 
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r~Cas Very finest hand tools since 1843 





WHAT'S NEW 






















































Patent Pending 


New! “The 
EXTENSION LADDER 
with the STEPLADDER 
STEP!" Easier to 
work on, less tiring. 
These Wide-Tread 
Straight and Exten- 
sion ladders have 
reeded 2'!/,"" step- 
rungs welded to 
1-Beam channel 
side-rails . . . inter- 
locking sections for 
safety and sliding 
ease. Equipped with 


rope, pulley and 
specially-desianed locks. 





| MAGNESIUM 
LADDERS 


Outiast . . . outperform other ladders 


* So light a 40-ft. ladder can be easily 
handl by one man 

* Stronger than any other metal ladder, 
~~ or pound os 

* Precision ineer 

. eapvaat, sultenedl. corrosion and shock 
resistant 

* Non-magnetic, non-smudging, non- 
sparking 

Write for full information, catalog ond 
prices on complete metal ladder line, and 
other household products. 





s STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, WN. Y. 
Plonts: Wersew, ind., & Brooklyn, N. Y. 








AS HITE METAL ROLLING 





















Car Flash-O Lite has an all-direc- 
tion reflector lens which can be 
seen for \% mile in the dark. The 
light produces 80 flashes per min- 


ute. Suction cup holds it on any 
surface. A 12 ft cord plugs into 
cigarette lighter socket of any car. 
For 6 and 12 volt use. Cable Elec- 


tric Products 
For more data circle No. 43 on postcard, p. 143 


Spray on glass frosting 


This new spray will frost clear 
glass in your office or windows 
where sun glare should be reduced 
or privacy is desired. Near-white 
color blends with any wall tone, 
frosting allows light to pass with- 
out changing anything but its in- 





tensity. Crown Industrial Products 
Co. 


For more data circle No. 44 on postcard, p. 143 


Stainless pressure tank 


A 10-year warranty against cor- 
rosion is a feature of these stain- 
less steel pressure tanks used on 
Rapidayton packaged jet water sys- 





tems. 
ment on four series: shallow well 
and 
shallow well and convertible Jet- 
stars. Tait Manufacturing Co. 


For more data circle No. 45 on postcard, p. 143 
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They are standard equip- 


convertible Champions and 


Salt water lure 


Salt water anglers and those who 
are after the big ones of fresh 





water will be interested in Scooter. 
Three and % in. long with 3 treble 
hooks, Scooter is shipped 12 baits 
to a display carton, retails at $1.35. 
Four finishes available. Fred Arbo- 
gast Co., Inc. 


For more data circle No. 46 on postcard, p. 143 


Peel, mold resistant paint 


This patented peel and mold re- 
sistant house paint will please your 
home owner customers. Fropoc 
gives a clean, bright surface with- 
out blistering or dingy appearance 
caused by mold. The paint is long 
lasting, contains Busan 11 which 
produces a tough yet resilient paint 
film with a high resistance to crack- 
ing. Frost Paint & Oil Co. 


For more data circle No. 47 on postcard, p. 143 


Wood shade for glass doors 


This woven wood shade for use 
with sliding glass doors offers the 
effect of a combination folding 
door and drapery. The Sundor op- 
erates like a folding door, opening 
from either side on a track. It is 
made of beveled basswood splints 
and hard twisted fisherman’s seine 








Shake hands with your new 


























Pittsburgh Plate Glass Company salesman 


GARRY MOORE 


That's right! Starting September 30th,-_> — ~ 


Garry Moore will be working for YOU! 
His job—selling the Pittsburgh Glass 
products you handle. 


Every Tuesday night on CBS television, 
from 10 to 11 p.m. (New York City time), 
Garry will reach up to 97% of all the 
television-equipped homes in the nation 
with the Pittsburgh Plate products story. 


What this means to YOU 


You, as a Pittsburgh Plate Glass products dealer, stand to profit tre- 
mendously by this far-reaching television project. Among the millions 
of viewers Garry Moore will reach will be many, many prospective 
customers for the glass products you sell. Garry will tell them the 
Pittsburgh Plate story and urge them to buy PPG products from you. 

Who will profit directly from this television advertising? YOU— 
the dealer! 

One of television’s top salesmen will be selling for you. Each PPG 
glass products dealer will soon receive information about the show so 
that he can take advantage of the high-impact selling of Garry Moore 
to merchandise and move more glass products more profitanly. 


PITTSBURGH PLATE GLASS COMPANY 


HARDWARE AGE, OCTOBER 9, 1958 






a> 


P  amamemamuaeiiaiiadmaiitidinns <: soptep yy 
en 7% o< 


people will read the amazing 
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The most spectacular national advertising program ever put behind an 
abrasive product will break in the November issue of Reader’s Digest. 
This big, hard-hitting, full page ad will tell the fabulously amazing story 
of SKIL Corp.’s new, Perma-Grit tungsten carbide abrasive products! 
The tremendous impact of Reader’s Digest is without equal. People 
who read articles and advertisements in the Digest act—they have faith 
in what they see in the nation’s largest circulation publication! 
SKIL is backing this smashing approach with in-store display material, 
including window banners, carton displays and tie-in newspaper ad mats. 
Order your stock of these miracle tools today—and be ready when 
your customers ask for Perma-Grit tools . . . the amazing new abrasive 
Perma-Grit Brand Products are made product they saw in the Reader’s Digest. 
by SKIL Corporation, 5033 Elston Ave., 


Chicago 30, Ill. in Canada: 3601 Dundas 
Street West, Toronto 9, Ontario. *A trademark of SKIL Corporation 
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Over 1 out of every 
4 homeowners in your area 
will see this ad. Order your Perma-Grit Tools Today. 


«io Ae 


; 
bad 

{ 

i 

; 





WHAT'S NEW 





twine and is available in 12 colors. 
Allows air to circulate even when 
closed. Fits 6 ft 8 in. or 8 ft high 
standard sliding glass doors and 
comes in 4, 6, 8 and 10 ft openings. 
Consolidated General Products, Inc. 
For more data circle No. 48 on postcard, p. 143 


Spray gun pressure valve 


Here is an inexpensive pressure 
valve to adapt the Sprayit line of 


sprayers or spray guns for applica- 
tion of multi-color paints, enamels 
and lacquers. Fits between air hose 
and spray gun. An adjustment 
screw permits operation at the de- 
sired air pressure. Thomas Indus- 


tries Inc. 
For more data circle No. 49 on postcard, p. 143 


Finishes for masonry walls 
Poly-Flow is an exterior paint 

line in 18 colors plus white. Its 

synthetic polymers produce a dura- 


ble, flat, color-permanent finish 
with a water emulsion base. Poly- 
Flow can be applied by brush, 


roller, or spray. Two other finish- 
ing aids are Ankor-Kote, a pene- 
trating liquid conditioner for por- 
ous surfaces, and Ankor-Fil, for 
filling very rough surfaces and re- 
pairing small cracks and _ holes. 
Martin-Senour Co. 


For more data circle No, 50 on postcard, p. 143 


35 hp outboard motor 


This automatic key ignition 
starting outboard heads an entire 
new line of three to 35 hp models. 


The Sovereign has exhaust muffle: 
and carburetor intake silencing. 
Rubber slip clutch in propeller and 
fish line cutter gives propeller pro- 
tection. Smart design enhanced by 
bright color schemes and concealed 
controls that can be adapted to re- 
mote operation. Vibration-free 
mounts assure quiet operation. 


Gale Products. 
For more data circle No. 51 on postcard, p. 143 


Versatile contact cement 


A water soluble, non-inflammable 
contact cement will interest do-it- 
yourself customers. Elmer’s ce- 
ment was designed for bonding 
plastic laminates and installing ply- 
wood wall panels. It also bonds 
dissimilar materials on contact. No 
clamping is required. The cement 
is non-toxic, and repeated use will 
not harm skin. No thinning is nec- 
essary, and it may be brushed, 
rolled, or sprayed on. Borden 


Chemical Co. 
For more data circle No. 52 on postcard, p. 143 


(Resume reading on page 16) 
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WITH EVERY ORDER FOR 1 DOZEN | / 
DUCHESS (A-4598) LAWN SPRINKLERS 


DEALER GETS Retail value, 


1 doz. Duchess’ $47.40 
Dealer cost 31.60 
r A a E y * Dealer profit 15.80 
a Retail value. 
. 3 Trig-A-Matics 
THREE (3) TRIG-A-MATIC 


9.85 
(A-4626-C) HOSE NOZZLES  paret $ 
satin °21.65 


2 


WITH EVERY ORDER FOR '/2 DOZEN FAIR-LAWN 
(A-4591) OSCILLATING LAWN SPRINKLERS 


DEALER GETS Retail value, 


6 Fair-Lawns . $41.70 


Dealer cost 27.60 
ro HW - ‘a i Dealer profit 14.10 
@ Retail value, 
6 Plastic Rings 7.20 
SIX (6) PLASTIC RINGS : 


PROFIT! 


10c RETAIL SPECIAL! 


Pe ees 


HOSE NOZZLE WITH EVERY 
DIAL-O-MATIC SPRINKLER! 


Here's the deal that leaves consumers no choice! When looking for 

a dial nozzle revolving sprinkler, they must choose this fantastic 

Sale offer that not.only gives the dealer the sales tool to close more and 
more big profit sprinkier sales but gives him a hose nozzle profit, too! 
JOBBER AND HIS DEALER. CUSTOMER PAY ONLY FOR 

THE DIAL-O-MATIC SPRINKLER. THE NOZZLE IS FREE! 





AVAILABLE AT ALL LEADING HARDWARE JOBBERS 


THESE OFFERS EXPIRE MIDNIGHT JANUARY 31, 1959 


’ 
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Lafayette Brass Manufacturing Co., Inc., 409 Lafayette Street, New York 3, New York 
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for 
over 
75 years 


... McGILL 


and RAT TRAPS 


Over 75 years of customer preference 
attractively packed in this convenient, 
self-service 2-PAC. Eye-appealing, buy- 
appealing, pre-priced two for fifteen cents, 
and transparent package are proven traffic 
stopper features. Easy dependable, four-way 
trigger action build customer satisfaction. 


ALSTEEL 2-PAC 


This attractive, nickel- 
plated Alsteel 2-PAC 
sells itself. Easy and safe 
to set, sanitary ejection 
plus fast, dependable 
action features trap 
more sales. 


GEM TICKET PUNCHES 


A quality pressed steel 
nickel-plated punch with 
knurled handles at a 
popular low price. Avail- 
able with six assorted 
dies and three round 
dies. Pre-priced card 
attached. 


vaca 


MARENGO . 









METAL PRODUCTS 
COMPANY 
ILLINOTS 





TOHELP YOU SELL 

















(Continued from page 16) 
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aluminum, filter ventilators in- 
cluded that sell from $2.49 to $3.49. 
Safeguard Corp. 


For more data circle No. 53 on postcard, p. 143 


Bicycle promotion kit 


Here is a free display kit for 
just about everything the bicycle 





dealer sells. Fall Festival Sell-a- 
bration Kit contains 20 display 
pieces which can be used in win- 
dows, in the store and on the coun- 
ter. There are four signs for U. S. 
Royal bicycle tires and 12 accessory 
signs. U. S. Rubber Co. 


For more data circle No. 54 on postcard, p. 143 


Hand tool merchandisers 


Dealers with display space prob- 
lems will be interested in these 
garden tool merchandisers. Each 
unit holds 24 tools in medium price 
range. No. TGCA merchandiser 
(shown) includes free stand and 
balanced assortment of 99¢ chrome- 
plated tools with mirror maroon 
trim and fire-hardened handles. No. 
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GCA merchandiser has forged steel 
hand tools finished in crystalite 
blue and fire-hardened handles. 





* 
TRUE TEMPER 
Hef HAND TOOLS 





These tools retail at 85¢ each. True 
Temper Corp. 


For more data circle No. 55 on postcard, p. 143 


Packaging of calking line 


New orange and blue packaging 
sparks the appeal of a complete 
line of protective maintenance 
products under one label. Handi- 
Family gun and knife grade calk- 
ing compound, glazing compound, 
putties, roof, foundation, and silli- 
cone coatings are offered in this 





handy and attractive display case. 
Gibson-Homans Co. 
For more data circle No. 56 on postcard, p. 143 


Plastic aluminum applicator 


Tubes of Hercules plastic alumi- 
num now come equipped with a new 
applicator-cap. The cap has a 
spreader at the top for easier ap- 
plication. There is a plunger in the 
cap that extends inside the tube to 


J 


world’s most complete line! 


for the customer you have to satisty 


Stock Utica for your best customer. The man who knows tools and 
hardware. He's the mechanic, the craftsman and the expert ‘“‘do-it- 
yourselfer.’’ He wants a tool that has been drop-forged for full strength! 
Electronically induction hardened for greater durability! A finely 
balanced tool that feels right in the hand. He wants Utica. Don’t offer 
him less. All tools backed by famous full guarantee. There’s profit in 
quality. Talk to your distributor and stock Utica! 

Utica Drop Forge & Tool Division, Kelsey-Hayes Co., Utica 4, N. Y. 


SELL STA CA vee Zhe Tools the experts use f 


Hallmark of Quality since 1895 UTICA DROP FORGE & TOOL DIVISION + KELSEY-HAYES CO., UTICA 4, NEW YORK 
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New! Cubist Pattern ANCHORGLASS! 


Without question, this new Cubist Cutting is one 
of the most beautiful, popular-priced cuttings 
on the market today. It has plenty of impulse 
sales appeal —will build store traffic, give you 
volume sales, fast turnover and a big 50% aver- 
age markup. Stock up now and feature it for 
the big buying months ahead. 








Cubist pattern Anchorglass is just one of the 
many money-making lines available from the 
world’s largest manufacturer of popular- priced 
glassware. 
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HERE IS THE COMPLETE LINE OF : 
CUBIST PATTERN ANCHORGLASS 
WITH APPROXIMATE RETAIL PRICES: 


APPROX. wT. 
NO. RETAIL CTN. CTN. 


. Cocktail 3602 $.19 20 ibs. 
. Old Fashioned 3665 19 35 Ibs. 


. Juice or 
Sour Glass 3610 19 28 Ibs. 


. Scotch & Soda 3614 19 40 Ibs. 
. Highball 3616 19 47 Ibs. 
. ced Tea 3617 29 30 ibs. 


. Suburban 
Highball 3669 ‘ 28 Ibs. 


. Pilsner 3386 i 22 Ibs. 


NX it 











Now... more than ever 


ANCHORGLASS 


makes you money... 
makes you friends 


ANCHOR HOCKING GLASS CORPORATION 
LANCASTER, OHIO 
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for duty! 


: 


Heat's the story of the fine new plant of Quezon 
Cordage Mills of Winchester, Mass., manufacturers of 
clothes lines and mops, a corner of which is shown in 
this photograph. 
The equipment was due to arrive, but heavy rains on 
the still ungraded area around the building flooded the 
floor! After a fast sweep-and-mop, the darip cement 
floor was painted with Kyanize Plastic Floor Paint. 
Next morning, just a few hours later, using no spe- 
cial care, the equipment was moved in on ordinary 
trucks and dollies, some with steel wheels. Not a mark 
showed, not a bit of paint lifted . . . the paint was ready 


GE 


New plant... equipment due... floor flooded ! 
Floor drained... 
painted damp... 
equipment moved 


ee ~se 
Ae a uaa 





im next morning! 





Another crisis passed . . . from flooded floor to 
clean painted floor with equipment in place, all within 
24 hours! That’s a lot to expect of a paint, but Kyanize 
Plastic Floor Paint did it! 






























= 


Kyanize Plastic 
Fioor Paint 


Kyanize Plastic Floor Paint is perfect for al! 
exterior and interior floors of concrete, wood, 
linoleum or rubber tile in home, institution or 
factory. Odoriess, dries in 1 hour, scrubbabie, 
easily applied, and brush cleans with water. 
Can be applied on a damp surface. For kitch- 


ens, garages, patios, 


and acid resistant. 


stairways, porches, 
breezeways, anywhere, it's lime-proof, grease 











Everett, Mass. 
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Springfield, Ill. 


Kyan ZZ@€ Paints, Inc. 


Montreal, Canada 





Dorden 


PRODUCT 


* ELMERS 


CONTAC 
CEMENT 





NON-FLAMMABLE 


water-based « non-flammable 


THE MOST IMPORTANT 
ADHESIVE DEVELOPMENT 
IN YEARS! 


e no fire hazard—absolutely non-flammable. 

e non-toxic—will not harm skin, no dangerous fumes. 

eno mess—washes off hands and equipment with 
warm, soapy water. 

e economical—same amount goes TWICE as far, 
spreads more evenly. 

e easy to apply—use brush, roller or spray . . . no 
thinning needed. 

e dries fast—tells you when its ready to bond by 
color change. 

e strong bond—holds just as well as 


solvent-type . . . highly heat resistant. 
e new package— more attractive, obvi- 
ously new . . . easier to sell. 











Get your catalog sheet on this sensational new 
product today. It has complete price list and stock 
\ numbers for easy ordering. Write The Borden 
Sse Chemical Company, Consumer Products 
Dept. HA-108, 350 Madison 
Avenue, New York 17, N. Y. 


If it’s Bonen’ 
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it’s Got To Be Good! 




































| this free fishing-tackle display box. 
They will like the box itself, which 

Ti HELP YOU SELL can be sold later for $7.50. The 
unusual plastic box is white with 


copper colored handle, lock, and 
trays. It allows from 93 to 100 








’ mits pre-drilling of benches, cuts percent profit margin on the entire 
’ installation time by 50 percent. Top promotion. B. Ff. Gladding & Co. 
of vise jaws are mounted % in For more data circle No. 59 on postcard, p. 143 


below bench top to keep tools from 
striking metal jaws of vise, allows e 
top to be refinished without remov- Lamp bulb display 
ing vise. Vise maintenance hints Customers will like this new dis- 
Wil M are on back of template. Columbian play which supplies long-life bulbs 


Vise & Mfg. Co. 





T ies on For more data circle No. 58 on postcard, p. 143 
nee tie 
how SAVE MONEY ( Tackle box fish line display 
ALWAYS! " i ; y . ‘ _— — ail 
HOUSEHOLD © our fisherman customers will 


prevent clogging and provide even like the high-test line that comes in 


flow. This $1 size tube comes on 
bubble cards with a free wire dis- 
play rack packed with each order 
of 12 tubes. Hercules Chemical Co. 
For more data circle No. 57 on postcard, p. 143 





Mounting templates for vise 
You'll find this new mounting 

template will increase sales of Co- 

lumbian vises. The template per- 


to the purchaser in the wattage he 
desires. Offered are 2000 hour light 
bulbs, the 5 year — bulb, and 





the most successfully 1/7¢ co n C SAG d ri 1 


promoted products a 
in the world... | oe cee 







4 


is an anchor, too! 


Sh. Sw. 


en 











JULIENNE 
SALAD MAKER 


Now with 4 rust-proof 
steel discs that slices 
juliennes and shreds food 
..shaves ice. Millions 
sold! Everyone loves 
its simple operation, 
its wonderful per- 


Nothing else to buy! The Red 
Head drilis its way into the 
toughest concrete in two 
minutes and then expands to 
become a threaded anchor 
for any standard \%” bolt. 
Can't pull out, rust out or vi- 
brate loose. Holds hundreds 
of pounds. Cheapest method 
formance, its built-in of anchoring to concrete. 


safety features. In new MAIL COUPON TODAY! 


self-sellin 7, | aevaemsaminatndamn iene ith ennbsieltacinaniaiaiaiaiiamadintaenendimmiinaiiaii 
eclling T'V package | PHILLIPS DRILL CO., “DEPT. H-7210_ 


: MICHIGAN CITY, 
Packed 6 to shipper. Wt. 6 Ibs. PHILLIPS Here's $1.50. “aly postpaid my sample 


: Red Head Concrete Dri!l! and Anchor Kit 
Order ym your jobber today or that retails for $1.85. 
write ivr catalog on complete line. dealer name 


° 3 NCRETE DRIL. REST Rane Bee re 
MOULI Manufacturing Corporation pane ppm ota oe 2 























‘ city, state_ uttabiienit 
9! Broadway — Jersey City 6, N. J Contains: 1 driver, my jobber's name 
Phone: HEnderson 5-7267 4 Red Heads ee 
r 
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THE GREATEST ADVANCE IN 
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LIGHT BULBS IN OVER 30 YEARS 


WESTINGHOUSE ANNOUNCES 
ALL NEW EYE SAVING WHITE LIGHT BULBS 





A new snape...a 


new kind of light! 











From Westinghouse lamp research comes this first 
totally new kind of light bulb in a generation. Its 
streamlined cylindrical shape is no greater in diam- 
eter than ordinary bulbs, yet it has more inner sur- 
face area . .. more area coated with millions of tiny, 


NEW EASY-TO-HANDLE CONTOURS... 
NEW GLARE-PROTECTION...NEW WHITENESS 


glare-diffusing, white silica particles. This built-in 
glare-filter is applied to the inside of the bulb with 
an electrostatic coating process developed by West- 
inghouse, providing a bulb with over-all whiteness 
and without the harsh glare-spot of ordinary bulbs. 


PROVED AND APPROVED ...ALL THE WAY 


CONSUMER TESTED... Thousands of householders through- 
out the country used and approved new Westinghouse Eye 
Saving White light bulbs, overwhelmingly voting them best 
for modern home lighting. 


RETAILER TESTED... The selling power of these new light 
bulbs has been thoroughly proven under actual merchandising 





NEW EYE SAVING WHITE BULB gives ORDINARY BULB has glaring 
all-over whiteness and brightness. hot-spot at center. 

No glare, no hot-spot, no harsh 

shadows. 





conditions. Tests show that when new Eye Saving White 
bulbs are added to any retailer’s line, something wonderful 
happens to sales: 


. More people buy more Eye Saving White bulbs... . 
average up 120% over previous sales 

. Other types of light bulbs benefit from the attention 
drawn to displays and over-all sales increase . . . total 
list value sold up 40% in one week. 


YOURS SOON FOR EXTRA SALES AND PROFITS 


Westinghouse production is now working around the clock to 
bring you stocks of new Eye Saving White bulbs soon. Plan 
now to order the lamps you’ll need to meet the big consumer 
demand in your area. You'll make more . . . up to 21.7% extra 
profit on every bulb sold. And, you'll sell more . . . they’ll put 
new life in your light bulb business. New Westinghouse Eye 
Saving White bulbs are another example of the pius-profit 
products and programs Westinghouse has for you right now. 
Call your local authorized Westinghouse Lamp Agent or write 
Westinghouse Lamp Division, Bloomfield, N. J. 


pik) vou can we SURE...1F 11's Westinghouse 
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These rugged lifetime aluminum driveway guides 
sell like “hot cakes.” Equipped with high power 
Stimsonite lenses, front and rear. Reflects head- 
light beams. Nothing to rust. Made in 3 sizes 
to meet every requirement. 


nah, 


| NOW! | 
3BIG ; 


SALES-TESTED 


aad 


GERING 


7 LIST PRICES 
* foot . : 
x 30 inches No. 220 20” tall. collin’: 
. lg”xl>” body stock 
No. 230 30” tall, 1454” refle 


He, 
Rien Mi Se ~. 
“a - ae ay pie0. 
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Dun-Vlor Rustless rbluminum 


Driveway Guides 


PROTECT YOUR LAWN FROM UGLY RUTS 


‘4, 





-_. 
~ PA 
a 
. oe - 
’ “" ~ 
x RY : 
POO | a 
NA AAA OO , ‘ 4 J 
anne . : 2 , , FP 
‘ Se . 
. On * ~—- ee 
2 on 5 _ . . 
5 ‘ 
| 
; 


JOODIN 


Fr} 4 
Uriveway a 





ae 


“ each $ .85 
' f reflectors, ‘ 
. Us) EXTRA BIG” 4/16"x4 5 body stock each 1.45 ap Racal 
. 4 No. 236 36” tall, 3” reflectors. display 
* 


card as 
pictured 


DUNCAN -MORRIS co. 


3/16’ ih 4” body stock 





TTT s iSED in 





foot 


1F : ‘ JUMBO ‘ 30 ae 


Pre-packaged in Polyethylene — 12 . . sn ontinemennee 
| eke i Better than 


x 30 inches 


‘Miracle. be amen All- Euuoee 10% MARK-UP 
HARMONICA ASSORTMENT 
HOHNER POPULAR ‘1775 


48 N. VALLEY ST. ° AKRON, OHIO 





You pay wholesaler 

. $17.75 
You se// retai/ at 

. $30.25 


This 5-color display for 
counter or window includes 


these fast-selling numbers. 


5 Marine Band 1896, ea. 
$2.25 ret. 


4 Old Standby 34B,ea. $1.75 
1 Echo 8362, ea. $2.50 
1 Echo 54, ea. $5.50 
2 American Ace 02, ea. $1.00 
2 Atta Boy 06, ec. $1.00 








For Attractive Sales Aids write to. 


M. HOHNER, INC. 


351 Fourth Avenue, New york 10, N. Y. 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





the long lasting 3-way bulb. 
Colored promotion sheets, window 
streamers and cards are also fur- 
nished. Marvel Lamp Co. 
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Kits in Christmas stocking 
Youngsters will want to receive 
this bag full of six Handicraft kits. 
Inside a plastic stocking deccrated 
with a holiday motif they will find 


materials to make bracelets, lan- 
yards, rings, flowers and other 
items. Each kit is packaged indi- 


vidually and contains complete in- 


; 
, 
. 
; 
; 
Re 
; 
’ 
’ 
’ 
t 
; 
; 





structions. Stocking and contents 
list for $1.95. X-acto, Ince. 
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Illustrated tackle list 


A 32-page buyer’s guide de- 
scribes and illustrates the complete 
Shakespeare fishing tackle line. It 
includes prices of Shakespeare 
Wonderods, lines and acces- 
sories for all types of fishing. 
Center spread shows the maker’s 
new level-wind Push-Button reels 


in full color. Shakespeare Co. 
For more data circle No. 62 on postcard, p. 143 


reels, 


Band saw blade dispenser 


Here is an improved package for 
bulk band saw blades. Stores 100 
feet of blade up to and including 
one-half in. width. The dispenser 
prevents distortion of the package 
due to spring tension of the blades. 
Blade slides in and out of the pack- 
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age without binding for easy mea- 
suring and cutting. Shipping car- 
tons are 914 x 9% x 1% in., clearly 
marked with blade types and sizes. 
Victor Saw Works, Inc. 

For more data circle No. 63 on postcard, p. 143 


ignition parts assortments 


Dealers with farm or industrial 
equipment trade will be interested! 
in these packaged ignition parts 
assortments for magnetos. ‘lwo 
packages, No. K-11950 and K- 


reasons iene you will sell more 


easy: HEAY ‘A 


—the leader in automatic freeze-protection! 





1 Moisture-proof viny! 
band holds properly 
spaced Heater Wire in 
separate channels. 





2 Built-in thermostat 
saves electricity—guaran- 
teed not to cause radio- 
TV interference. 





3 Both connections and 
end hermetically- sealed 
for maximum strength and 
safety. a 

Ps Bi Se 
a <a> 


4 12 extra inches of cold 
lead wire and molded 
plug, UL-approved. For 
110-120 AC. 





§S Each kit includes big | 


roll of 2” waterproof insu- 
lation—enough to double- 
wrap unit. 





6 Even friction tape fur- 
nished with Automatics to 





Check them yourself—the quality fea- 
tures that put EASY-HEAT six steps 
ahead in the freeze-protection field! 
These nationally-advertised kits—both 
Regular and Automatic Band Models— 
offer safe, sure protection for water 
pipes, roofs, gutters, downspouts, trailer 
plumbing and many other areas. Indi- 
vidually packaged in colorful boxes—12 
per shipping carton. Each unit guaran- 
teed. Write for literature, terms. 


(Patent No. 2,824,209) 











Length Total WITH Thermostat NO Thermostat 
of unit watts Model Price Model Price 
3 feet 15 EZ-AB3 $6.20 |} EZ-B3 $2.25 
- 6feet #30 | EZ-ABG 6. 80 | | EZ- B6 2.85 
9feett 45 | EZ-AB9 7.35 || EZ-B9 3.40 
| 12 feet “60 | €Z-ABI2 7.80 || EZ-B12 3.85 
| Sfeet § 75 EZ-ABIS 8.30 || EZ-BI5 — 4.35 | 
18 feet 90 EZ-ABi8 8.75 || EZ-B18 4.80. 
| Qéfeet 120 «| EZ-AB24 9.60 || EZ-B2s 5.65 | 
30 feet — 210 Not available *EZ-B30N 6.45 
~ 40feet |. 280. ‘Not available *EZ-B40N 8.15 | 
~ 60feet 420 | Not available *EZ-BOON 9.95 | 












































*“"N" Models do not have outer wrap or friction tape 


permit easy Do-it-Your- , 


e WHOLESALERS: Write for full sales pian: 
WELCRAET Proclucts Ca., free. DEPT. HA. NEW CARLISLE, IND. 


self installation! 
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NEW! Northrup King’s sensational 


Punch’n Gro 


TRADEMARK 


PLANT STARTER aes 
Ws a. Se 


fe “ae sep toe y a5; Z 
1 (Se 
a Vg 4 Oi 
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gg tie 
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Shopper-stopper in garden department! Colorful, novel 
. intriguing. 
Profit-builder. Stock along with packet seeds for added 
sales, extra profits. 


* Retail price 49¢ 

* Profit—33+% 

* 13 varieties of flowers, vegetables 

* Plastic kits in 5 attractive colors 

* Stack card in every case 

* “Teil all’ labels invite impulse sales 


NORTHRUP, KING & CO. 





Nationally Advertised 
to over 95 million readers. Ads 
in Reader’s Digest, This Week, 
Parade, Ladies’ Home Journal, 
Family Circle, Family Weekly, 
Woman’s Day, Sunset. 








bs 


Minneapolis, 
Minnesota 





It's Easy to Sell ‘em up to 


Siegler 


Exclusive Features 


®@ Patented inner heat tubes 
@ Patented built-in blower system 


Exclusive Performance 


@ “Traveling” Floor Heat 





FREE ... Your Own Merchandising Man 


Your Siegler Representative is a full-time, trained spe- 
cialist in the home heater field. He will show your sales- 
men how to “sell ’em up” to Siegler, and help you plan 
your advertising, promotions and demonstrations. 


SIEGLER HEATER COMPANY, CENTRALIA, ILL. 






OIL, GAS, 
LP-GAS 


HOME 
HEATERS 
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TO HELP YOU SELL 








11951, have parts for repair and 
overhaul of Wico ignition on many 
makes of engines, tractors, balers, 
and other power implements. Parts 
are packaged in tough plastic boxes 
with metal hinges. They are quick- 
ly identified. Wico Electric Co., 
Div. Globe-Union, Inc. 


For more data circle No. 64 on postcard, p. 143 


Display of boat snaps 


This sturdy red and white dis- 
play box contains 30 nonrusting 
snaps in six different sizes: three 
sizes of No. 249 fast eye snaps and 
three sizes of No. 251 swivel eye 
burnished solid bronze snaps. Can 





be used for boat moorings, on flag- 
poles, dog run cables, with light 
construction equipment. North & 
Judd Mfg. Co. 


For more data circle No. 65 on postcard, p. 143 


Rubber pail display 

Virtually unbreakable reinforced 
rubber and fabric buckets get buy- 
er attention with this bright dis- 
play. Actual photographs show how 
the buckets can be easily rid of 
hardened cement by merely tapping 









Ride the tide of rising Arvin sales! 
















Wide appeal of new Arvin lines will let you 
aa profit from every preference! 


First there’s the Arvin promotional line of aluminum, 5 low-priced chairs and chaises with 
an unmistakable “‘ worth more’”’ look—sparkling styles that put rich-estate designing in reach 
of modest purses. Included are a king-size, 6-position chaise as well as a 4-position chaise— 
giving you plus-comfort appeal within a budget-price range—and a stack chair to match, 
All 3 (pictured above) have wear-and-weather-proof Nylonite webbing in fresh-looking green 
and white. In addition there’s a new Arvin Gadabout with Vinyl seat in Sunburst pattern 
[FR and a front-fold arm chair with colorful plaid seat and back. 


THE COMPLETE ARVIN LINE 
Thirty-three Models in Aluminum and Steel 


Step-up Arvin aluminum models include front fold, stack and Hi-Bac chairs, 
6-position chaise and double glider. All of these are also offered in famous Arvin 
coppertone Lustracolor together with a matching cocktail table. 

Seventeen all-steel and steel-and-fabric models, including a brand new barbecue 
cart, complete the broadest, most appealing variety of leisure furniture ever 
offered by Arvin. WRITE OR WIRE FOR FULL-LINE CATALOG! 


4s 
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Arvin Leisure Furniture, Cadet Barbecue Grills, Cadet Ironing Tables 
and Arvin Electric Fans are manufactured and sold by: Furniture 
and Housewares Division, Arvin Industries, Inc., Columbus, Indiana, 








NUTS 
BOLTS 
SCREWS 
WASHERS 


Easy on the eye 


ROUND HEAD STEEL 


MACHINE SCREWS 





Write for 
NEW 
+58E CATALOG san osc esi) 


ygTALF ASTENINGS 


attractive 
» package 
| | facilitates 
+ | both stocking 
and handling. 





OF NEW YORK 
FOR IMMEDIATE DELIVERY 


PHONE WO 6.0600 
WIRE NEWARK 365 © WRITE 


ATLAS SCREW & SPECIALTY CO. 


450 BROOME STREET - 


NEW YORK 13, N.Y 














BUILT-IN WALL CLOCKS 
By HOWARD MILLER 


ONE OF THE HOTTEST ITEMS TODAY — the new, 
modern clock idea that has become the 
smartest trend in home accessories. Simple 
instructions for easy wall installation. Self- 
starting electric synchronous movement. 
Display this popular built-in line for quick 
sales, — and remember it's the name that 


Write to 
Built-in Division 


HOWARD MILLER CLOCK CO. 
Zeeland 1, Michigan 














1000 SHORE ST. 


screw-on 


New Squee-zit Oiler 


has no working parts 
to get out of order! 


spillproof cap 


Perfect control always. 
Simply squeeze a drop or 
squirt where you need it. 
Ideal for home, work- 
shop, office, and garage. 


Oll SUPPLY 
ALWAYS 
VISIBLE 





Bottle translucent un- 
breakable plastic. 
Type and amount of 
oil visible. Sturdy 
aluminum fittings. 
Withstands buffeting. 
Cap prevents spilling. 
Safe in toolkit or 
pocket. Popular sizes 
in straight and angle 
nozzles. 


See your distributor 


Or write. 


BUTLER STAMPING CO. 


BUTLER, PA. 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


army {eae 


the bottom. Buckets in 10, 12, and 
18 quart sizes. Small size comes in 
a variety of colors. Cauchotex In- 
dustries, Ince. 
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Pre-wound spin reel spools 


Pre-wound spools for Mitchel] 
spinning reels are now offered to 
give dealers extra profit. When 
customer buys a Mitchell spinning 
reel, already equipped with two 
empty spools, dealer exchanges 
these spools for two that are pre- 
wound with Garcia Platyl monofila- 
ment charging customer for line 
only. Customer is saved trouble of 


trying to wind on monofilament. 
Dealer returns empty spools to dis- 
tributor for credit. Garcia Corp. 


For more data circle No. 67 on postcard, p. 143 


Counter-top balloon display 


Four kinds of Qualatex bal'oons 
are shown in this dust-free display. 
Handy self-closing flaps give quick 
access to the balloon compartments. 
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Again in your 1958-59 selling season... 





\\ \ ,\ \\ | 
. \\\ \\ \\\\\ \\ 
; \ \\ ‘ \ \ \ AX AN 
SAMARAS 
+4 WAS \' ‘ ‘ 


. 
. 
+ 
‘ 
. 


\ \ 
*,' 
<\\ 

‘. 





oe Advertisin? — 


W oll 
M E vitencncinm 


The only break-resistant, no-roll 
plastic case vacuum bottle. 


KANGAROO OUTING KIT 


The only kit on the market with 
an extra carry-all pouch. 


SNACK SACK 


The only soft, leatherette school 
lunch kit offered by a vacuum 
bottle manufacturer. 


N E OVAL COOLER 


Fiberglas® insulated with im- 
proved shape for carrying ease. 


-_ 


— 


== 


NEW 


High-styled and priced for the 
volume market. 


N SCHOOL LUNCH KITS 


The most extensive line of deco- 
rated kits with matching bottles. 
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Often imitated, the quality of THERMOS brand prod- 
ucts can't be copied. Don’t be fooled by unsupported 
claims! These firsts by THERMOS prove that The 
American. Thermos Products Company, the originator 
of the vacuum bottle, continues to lead with every 
important product improvement. 


& 
LS 
¥ 
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Or tirielemelinmell 
THERMOS brand 
vacuum bottles, the cup 
handle is an added sales 
Veliliconieimesinveileies 
when drinking or when 
carrying the bottle. Also, 
i prevents dare elelad(emaneian 
rolling. Currently available 


on pint size only 


— 


|B AtmRATOlLelelelarctm ar lehectale@em bem eleliiippmareiadiemeeliljeati@arelsmaieae 
ally eliminates tip breakage, formerly the major cause of all 
vacuum bottle failures an exclusive feature which outdates 
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: BY THERMOS says, -triple guarantee (1) for temperature retention, (2) against 
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-— 


DNase, this Miri nel eeltee (1) all \Wwea@eeeeeee Ware means exactly what if 


‘ 


iller tip breakage, (3) against all manufacturing defects. No other 
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SINCE 1907 manufacturer has dared to back his product so completely 
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by the name tHERMDS since 1907 


1. FOR TEMPERATURE RETENTION-HOT or COLD. 2. AGAINST FILLER TIP BREAKAGE. 
3. AGAINST ALL MANUFACTURING DEFECTS. 


anteed against tip breakage but, since they are made of 
glass, they cannot be guaranteed against other breakage. 


Every glass vacuum filler by THERMOS 1's tested at the 
factory for temperature retention under the most exacting 
conditions. Each is filled with boiling water, sealed and if your filler should break, replacements are available at 
must pass @ rigid thermometer test after standing for 12 oF your local dealer at nominal cost if your dealer cannot 
24 hours (depending upon size) Fillers are therefore guar- supply you or you cannot obtain a satisfactory adjustment 
anteed against defective manship. within the terms of this guarantee, please write The 
The revolutionary new combination tip protector and American Thermos Products Company, Norwich, Con- 
shock absorber which **floats” the glass filler within the necticut, and tell us the dealer's name, date of purchase 
case virtually eliminates the possibility of damage to the and claimed defect. NOTE: in cases where only the filler 1s 
delicate evacuation tip, formerly the major cause of defective, dealers are not authorized to replace the com 
vacuum bottle failure. Fillers are unconditionally guar- plete bottle 


OUR DEALERS ARE AUTHORIZED TO MAKE ON-THE-SPOT REPLACEMENT IN ACCORDANCE WITH THE TERMS OF THIS GUARANTEE 


_ struction features and provide 
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The American Thermos 
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tine ADVERTISING LEADERSHIP 
American Thermos Products Company was first to 


advertise vacuu cam- 
ed sel See ee Year in and year out this 
o be the largest in the industry, making 


THERMOS” the 
, most well- ized 
brand name in vacuum and innate. viva nd sought after 


‘THE AMERICAN TH , 
ERMOS PRODUCTS COMPANY, NORWICH, CONNECTICUT 


Canadia 
n Thermos Products, Ltd., Toronto 


Thermos, Ltd., London 


IT ISN'T A THERMO 
OS PRODUCT WITHOU 
T THE THERMOS TR 
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7O HELP YOU SELL 


Balloons and prices are clearly visi- 
ble to customer. Unit measures 
14% x 4% x 9 in. Display comes 
with two gross of assorted 1¢ bal- 
loons; one gross of two for 5¢ bal- 
loons; eight dozen assorted 5¢ 





balloons and four dozen assorted 
10¢ balloons. Pioneer Rubber Co. 


For more data circle No. 68 on postcard, p. 143 


Christmas tool promotion 

Rapid-Wrap packaging features 
10 Stanley tools individually 
wrapped in green and red candy- 
striped sleeves. Labels clearly visi- 
ble. Gift wrap is completed by fold- 
ing end flaps of sleeve over box end 
labels. No. X58 unit includes Swir!- 
away sander and Surform, Steel- 
master hammer, Glide -O - Matic 
rule, power bits, Yankee pu:h drill, 
level, bench plane and others, plus 
4 color window display for $26.67, 
retail value is $40. Stanley Tools 
Div., Stanley Works 


For more data circle No. 69 on postcard, p. 143 


NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 








Kit for bending wires 


Dealers can make their own tool 
holders, hooks for perforated pan- 
eling, and handles with the Bend 
"N Coat Kit. The kit is also a re- 
sale item of considerable interest 
to children, hobbyists, and do-it- 
yourselfers. Outfit includes a jig 
for bending just about any desired 
shape, jars of red, yellow viny] 
coating for finishing, illustrations 
and instructions on making hun- 


dreds of items. Any kind of wire, 
such as coat hanger wire, can be 
shaped, dipped in plastic, and baked 
in ordinary oven for finishing. Re- 
tail: $2.95. Jon-Cee Products Co. 


For more data circle No. 70 on postcard, p. 143 


Write in-the-metal tags 


You will find these tags useful! 
for labeling inventory items or 
storage boxes in your store. A 
pencil, ball point pen or any small 
blunt instrument will write perma- 
nently into the aluminum tags, 
which are then twisted on the ob- 


ject to be labeled. Used by plumb- | 
ers, gardeners, electricians. $1 for | 


self-dispensing carton of 100. Mer- 
chant & Evans Co. 


For more data circle No. 71 on postcard, p. 143 | 


Economy adding machines 


Four Economy models have been | 


added to National’s line. They are: 


10-column electric adding machine, 





BRAND-NEW 
SALES APPEAL 


for the 


FAST-MOVING - 


Of. 1a -i- 1 


KNIFE 
SHARPENER 











++. now card-mounted, too! 
... With form-fitting blister 
pack! 


Now there's even more reason to buy the 
ALADDIN “carbide-jeweled" knife sharp- 
ener ... that puts a professional edge on 
any knife in three light strokes. 
First, the eye-catching “see-thru” acetate 
package and metal counter display sent 
ALADDIN sales zooming. Now, a colorful 
card-mount with flattering blister pack 
adds extra zest to the ALADDIN sell-on- 
sight team. New pack shows each of the 
& attractive decorator colors at its best 
permits sales-provoking handling, yet 
keeps each ALADDIN factory fresh. 
Also available in colorful dozen and half 
dozen counter merchandisers or the self- 
dispensing counter merchandiser. Each sharp- 
ener individually acetate gift packaged. 
Take advantage of these three sure ways 
to keep your sharpener sales moving briskly 
. « » with ALADDIN 
Carbide Knife Sharp- 
eners on the counter 
and on the rack. 





NEW ENGLAND Carbide Tool Co., Inc. | 
55A Commercial Street, Medford 55. Mass. | 


Please send me information and prices on 
the new ALADDIN Carbide KNIFE 
SHARPENER. 

Blister Pak — (Carded) 

Acetate Gift Pack—é or 12 to Counter 


C) Self Dispensing Metal Counter 
Merchandiser 


Name 
Company 
Address. 














I 
| 
I 
j Merchandiser 
i 
| 
: 


City 
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ELECTRIC 
GENERATING 
PLANTS 





GASOLINE 
ENGINES 
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YOU’LL PROFIT MORE WITH 





POWER 
LAWN 
MOWERS 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





with addition and subtraction; 8- 
column electric with addition and 
subtraction; 8-column manual ma- 
chine with addition and subtrac- 
tion; and 6-column straight adder 
with 7-column total. All Economy 
models have large answer dials, 
barrel-type keys, and _ stair-step 
keyboard. Each has year’s guar- 
antee, and each features the live 
keyboard action. National Cash 
Register Co. 


For more data circle No. 72 on postcard, p. 143 


Light-duty panel truck 


You will be interested in this 
Chevrolet Apache 31 with increased 
fuel economy. Available in 7 or 10 
ft bodies with 2 or 4 wheel drive, 
the truck is good for deliveries, 





picking up stock from the jobber or 
bringing in items for service in 
your shop. The six-cylinder engine 
provides greater torque in low and 
medium speed ranges, can be pro- 
vided with a _ special carburetor 
with leaner mixtures for light load 
operations to further increase econ- 
omy. General Motors Corp. 


| For more data circle No. 73 on postcard, p. 143 


Display fixture catalog 


Merchandising ideas for build- 
ing, remodeling or modernizing a 
department, floor or the entire 
store are pictured and described 
in this 132-page catalog. There are 
over 700 illustrations showing the 
firm’s new and established items 
Available free of charge. Reflector- 
Hardware Corp. 

For more data circle No. 74 on postcard, p. 143 


(Resume reading on page 17) 
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New Package 
for Bassick 
‘“‘Nomar’’ Cups 


In their new attractive window pack- 
age Bassick “Nomar” furniture cups 
rate a top spot on your display counters. 

The convenient package of four 
makes it easier than ever for customers 
to see and buy these top quality furni- 
ture rests. Made of non-marking, un- 
breakable phenolic composition, they 
fit any furniture, spread the weight, 
protect floors and floor coverings. Two 
fast-selling sizes, 14g or 15g” dia. Nos. 
NDC-6 and NDC-7. 





These finest floor protectors are de- 
signed to attach to furniture legs, dis- 
tribute the weight and protect floors. 
They allow easy sliding. THe Bassicx 
Company, Bridgeport 5, Connecticut. 
In Canada: Belleville, Ont. 


8.23 





STEWART-WARNER CORPORATION 








iving... 


on ouR WHITNEY Lawn” 


... And they're living pretty too! You'll get the same 
blending of beauty and brawn when you sow Whitney's 
“Outdoor Living” Lawn Seed formula. 

Strong and beautiful grasses combine to give you a 
permanent prize-winning lawn, with family fun and 
durability woven in. 

Youll be surprised how little care your “Outdoor 
Living” lawn requires, too. 

See your hardware dealer or garden center. 


QUHITNEy,. 


MIRACLE GREEN 
TREATED 










































Other Whitney ‘“‘Lowns For A Purpose”’ 
® “Luxury Lawn” formula — the finest in permanent beauty 





e “Fun & Frolic” formula — tops for rugged play areas 
Now Miracle Green Treated — protects against 
seed decay and seedling blight. 
Buffalc 5, N. Y. Kansas City 1, Mo. Chicago 90, Hl. LAWN SEED 
Use Whitney’s VITAL Lawn Products . . . for the life of your lawn. 








< PPOORT HER oes ene 
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Whitney originated the idea of selling “lawn purpose” — 


answering the homeowner's need with one of the 


Whitney brands. 


SELL LAWN PURPOSE 
and increase profit per sale! 








Next | 
Spring... 

this ad will appear in 
American Home and 
Better Homes and Gar- 
dens, Garden Ideas... 
and major Metropolitan 
newspapers. 


oh. ber ite ek had hg 0 


we " 
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three 


Sales success has proven the plan beneficial for both cus- 


tomer and dealer. 
Adopt this market tested plan. Your rewards: 


Hit NE re 


permanent lawn. 
MIRACLE GREEN 


LAWN SEED Whitney Seed Co. Inc. Rudy Patrick Seed Co, Albert Dickinson Co. 
Chicago 90, Ill. 





Buffalo 5, N. Y. Kansas City 1, Mo. 
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Higher profit per unit of sale and an increase in goodwill 
for showing your customer the right way to a beautiful 


y Call your Whitney Distributor or write the office nearest you. 
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Sabre Saw 


blade wear, and need for finish sanding. 


minute. 
and plunge cuts without the need for a drilled hole. 


at 45° angle. 


circular saw jobs. 











Disston’s dynamic promotion in the top maga- 
zines in the market reaches 2,550,000 key 
prospects in November and December ! 


Right tothe heart of the home workshop market 
go these exciting and dramatic Disston ads. 
Timed to spur holiday gift buying of Disston 
Power Saws, they will appear in Popular 
Science Monthly and Popular Mechanics 
Magazine during November and Decem- 
ber. They maintain Disston’s unmatched 
consumer acceptance by stressing Disston 
features, Disston quality, Disston experi- 
ence, and Disston’s world-famous repu- 
tation tor fine tools. 


184 


NOW...STOCK UP ON THESE NEW HOLIDAY 


The hottest new items in the power tool field 





BESssTon Dagger 


Cuts faster with exclusive Orbite Action ... blade cuts 
on upstroke, backs away on downstroke. Reduces fraying, 


More cutting power—because it has highest output horse- 
power. A 2.75 ampere motor drives it at 3600 strokes per 


Makes all types of cuts—rips, crosscuts, bevels, scrolls, 
Cuts wood, metal, and plastics. Cuts hardwood 2 x 4s 


A shopful of power saws in one saw—Disston Dagger 


Sabre Saw does the work of jigsaw and bandsaw, even many 


la hens 




































Cash in on holiday gift buying with the newest, farthest- 
ahead-of-the-field entries into the power tool field— 
Disston Power Saws! Shooting straight for leadership in 
power tools, Disston offers you two great power saws— 
loaded with the features users have always wanted. 
Exclusive features unknown to other saws! 


What’s more, in addition to aggressive national adver- 
tising, Disston provides colorful and attention-getting 
display material for use in your store. From product 
design to product promotion, Disston has left nothing 
to chance in helping you realize bigger and better power 
saw profits this season. Finally, you can be sure of com- 
plete customer satisfaction on every sale... backed by 
Disston, a world-famous name in tools. 


Get ready for your biggest holiday season! Stock, 
display, and sell Disston Power Saws ! 
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BESSTON SHOPPER-STOPPERS! 


».. packed with sales-making features! 


PRE OMES. SESE: 
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' ae ee rs 7 
_ Bissrton Discus 
Circular Saw 


6%” blade—cuts 26" at 90°, and 1%” at 45°. 


10 ampere rating—2 to 2% amperes higher than 
similar saws. 


6300 Surface Feet Per Minute—as much as 1000 
S.F.P.M. more than other saws of same blade diameter. 


Positive slip clutch—eliminates kickback and mini- 


mizes motor burnout. 


Convenient, easy-to-use levers adjust angle cuts 
from 0 to 45. 


Cutting line always visible—air discharge blows 
sawdust away. 


Window in upper guard enables operator to see 
contact between blade and material. 


Me 
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BOTH SAWS OFFER 
THESE TWO DISSTON DISSTON-CARLSON 10° RULE sina 


| . $3.00 
EXCLU VE FEATURES: ae = The quality name in rules . . . and the handy gift s 6 9 
Pee ? of a 1001 uses around the home! Tempered steel! 
" 3 a blade has clear black numerals on satin lustre 
° Detachable Life-Saver cords oe finish. Lacquered for long life. In sturdy chrome 
: . A ; . St rton. 
with bayonet plug-in lengths of : = er ee rer Gatetnes 
10’, 25’, and 100’. Inconvenient 
extension cords are not required. 











“FROSTY” —The Disston Frozen Food Saw 
; Conventional = handle : | The ti saving, effort-saving tool for the house- S 95 
reduces operator fatigue. Provides = 7 lhe tea m 7 





wife. Cuts frozen foods, ham and other meats. 


positive, more comfortable grip. Lightweight, 19’’ long, and with attractive yellow 


plastic handle.ineye-arrestingred and green box. 





LIFE-SAVER CORDS provide an extra RE 
satiety feature. 3-wire cords offer | DISSTON D-7 Hand Saw ef ue 
grounded protection. Users can de- |a x Ms a ° : we ; , ait * The most popular 8 point cross-cut size... the a 7 5 
tach cord from Disston Power Saw | en SH Be original 26” straight back saw. In a special 


: . = wees eS a | Christmas plastic sieeve. This fine Disston tool 
to prevent children from operating . ~S. nail te is the perfect gift for the home handyman 


the tool. at Christmas or year-round. For Christmas 


H.K.PORTER COMPANY, INC. 
DISSTON DIVISION 


HARDWARE AGE, OCTOBER 9, 1958 








How’s the Hardware Business? 





Two out of three home buyers are prospects for 
builders’ hardware lines off your sales floor 


The importance of remodeling 
older houses to the hardware trade 
was emphasized in a recent report 
by the Federal Housing Adminis- 
tration. 

The report pointed out that many 
more older houses are bought every 
year than new ones. A survey of 
the country shows that almost 70 
percent of all houses purchased 
each year are existing dwellings. 
Only 30 percent are brand new. 

Tie this in with the fact that 
fall is a major time for home im- 
provement and you have a sales po- 
tential for builders’ hardware in 
the weeks immediately ahead. 

Home-owners who have moved 
into older houses are likely to want 
to make some changes. A few in 
the upper-income brackets will hire 
interior decorators, but most home- 
owners will want to do some remod- 
eling themselves, and here is where 
you can come in. 

When a customer shops for re- 
modeling job materials and tools 
you have an opportunity to sell a 
complete package. First, get all 
details of the proposed job. Sec- 
ond, show the customer how your 
lines will fill his needs. 

Here are key points to building 
sales in builders’ hardware this 
fall: 


Store-wide promotion. Tie in all 
departments, when talking over a 
customer’s needs. Remodeling jobs 
tie-in together. Plumbing needs 
get over to new fixtures, wiring 
and other items in electrical sup- 
plies when a bathroom is being 
remodeled. A kitchen paint job 
gets into housewares to replace 
worn and outmoded kitchen uten- 
sils. 


Wide lines. Offer customers as 
wide a variety as your inventory 
dollars will allow. The customer 
may need only one number of pulls 
for kitchen cabinets but you have 


186 


a better opportunity of making 
the sale if you stock five numbers, 
rather than just two or three, in 
that line. Wide variety, well dis- 
played, impresses customers with 
the fact that you have a big build- 
ers’ hardware department. 


Depth of stock. This is impor- 
tant, for many remodeling jobs re- 
quire multiple units. If your in- 
ventory is thin on some numbers 
be sure you can get quick delivery 
from your suppliers. Another way 
to lick the depth of stock problem 
is to get your customers to commit 
themselves in advance of starting 
jobs so you can get supplies in on 
normal deliveries. 


Tool rentals. Rentals spur on 
many customers to try remodeling 
jobs. Put up signs promoting ren- 
tals in all departments connected 
with remodeling or maintenance 
merchandise. Remember, rentals 
often lead to sales. Once a cus- 
tomer tries a tool on rental he may 
want to buy one for his home 
workshop. 


August retail sales up 
1% says advance report 


Total retail store sales in Au- 
gust were $17.1 billion, 1 percent 
above the July figure, according to 
the Advance Report on Retail 
Trade, a monthly survey by the 
Bureau of Census. 

Sales by the hardware, lumber, 
building and farm equipment group 
were $1.3 billion in August. That’s 
1 percent below both July of this 
year and August, 1957. 


Business failures up 


Commercial and industrial fail- 
ures were up to 256 in the week 
ended Sept. 11 from 191 the week 
before, Dun & Bradstreet reports. 
Failures among retailers accounted 
for about one-half of the losses. 





Sears, Roebuck sales 
down 2% in first half 


Sales by Sears, Roebuck & Co. for 
the six months ended July 31 were 
$1.65 billion, down about 2 per 
cent from the same period in 1957. 

The drop in sales and profits re- 
flected the pattern of the general 
economy, said Charles H. Kellstadt, 
president. 

Officials said the larger portion 
of Sear’s sales develop in the last 
half of the year and they were 
confident that total 1958 sales will 
compare favorably with 1957. 


Farm pump shipments 
decrease 12% in July 


Factory shipments of domestic 
water systems dropped 12 per cent 
below 73,899 units shipped last 
June. The Department of Com- 
merce reported that shallow-well 
systems accounted for 1/3 of all 
water systems shipped in July. 

July shipments were 65,037 units 
of which 15,410 were deep-well sys- 
tems, 23,434 were _ shallow-wells, 
18,307 were convertible jets, and 
7,886 units were submersible 
pumps. 


Montgomery Ward sales 
up 1.3% in first half 


Sales of Montgomery Ward & 
Co. for the first 6 months of the 
1958 fiscal year, ended July 31, 
were $472 million compared with 
$466 million for the same period 
last year. 

During this period the company 
opened three new retail stores and 
its first modern distribution cen. 
ter. 

Ten more stores are planned for 
opening in 1959. 


Personal income sets 
record high in August 


Personal income in August was 
at a yearly rate of $355%, billion, 
the Commerce Dept. reports. That’s 
$3.5 billion above the record figure 
in August of last year. 

Advances in employment caused 
higher manufacturing payrolls. 
Among non-manufacturing indus- 
tries, gains occurred mainly in re- 
tail trade and services. 
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The right tool for the right job 


The R-Line Basic Wall Unit provides the proper background for 
modern merchandising and selling. It is free standing. 
Pegboard backgrounds provide ultimate flexibility . .. permit 
quick, easy changes to accommodate any kind of merchandise. 


R-Line Store Fixtures are designed especially for hardware stores. 
They handle bulky goods and tiny packages... neatly and 
attractively. They organize problem departments efhciently. 


R-Line Store Fixtures are precision-engineered , . . give you 
the advantages of large-scale production. 
You can buy them factory-finished or unpainted. 
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R-Line Store Fixture Co., Inc. 


THERE'S AN FIXTURE 340 N. State St., Phila. 4, Pa. 


Gentlemen: 


Please send me your fully illustrated catalog, 
| | NJ ‘oa at no cost or obligation to me. 
Name : 
FOR EVERY SALES JOB! 


Position: 


. , : : Address: 
Send coupon today for free catalog, fully illustrated. No obligation. 
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Stock the one 
LIM oltigeley-y- 
water repellent 

























































— contractors 
widely advertised 


MOISTURE PROOF WALLS, 
CEILINGS, FOUNDATIONS 
Wood «+ Tile « Stucco « Masonry 
Concrete + Shingles + Painted 
and unpainted surfaces 
Prevents dry rot, efflorescence, 
water stains « Retards dampness 
in basements + Lasts five years 


OUTDOOR USES 


Keeps moisture out of camping equip- 
ment, awnings, convertible tops, garden 
furniture, pads, planter boxes, boots, 
shoes, any porous material 


Easy to apply by brush, spray or roller. 
Deep penetrating. Colorless. 


Excellent concrete curing and sealing 


agent. Proved bond breaker for pre-cast, 
tilt up and lift slab construction. 


Order from your wholesaler or Thomp- 
son distributor. Ask about free perma- 
nent display fixture to speed up sales, 
save inventory. 


Write for complete information and name of 
distributor nearest you. 4006 


J 
MANUFACTURERS OF FINE PROTECTIVE 


CHEMICALS SINCE 1929 


pat daaalelaleie ial ial 
San Francisco 3, California 


Thompson Co., Inc 





San Francisco * Los Angeles * San Diego * 
Portland ¢ Chicago * Seattle * Denver * Dallas 
Houston ¢ St. Louis © St. Paul ¢ Detroit ¢ 
Philadelphia * New York City * Memphis *« 
Cleveland « Factory: King City, California 
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Worthington offers two 
Christmas gift catalogs 


Geo. Worthington Co., Cleveland 
wholesaler, offers dealers a 24-page 
gift catalog and a 40-page gift and 
toy catalog as customer mailers. 


The 24-page catalog features a 
broad selection of gift items for 
the entire family with a good range 
of prices. Specials are also featured 
throughout the catalog to induce 
more store traffic. 


The combination 40-page Gift 
and Toy Catalog enables the dealer 
to promote both toys and gifts and 
keep both catalog and mailing cost 
at a minimum. 


To back up the catalogs, Worth- 





ington also provides the dealers 
with an attractive window and 
store display kit. The kit includes 
bright banners, pennants, stream- 
ers, plus a supply of price cards 
and tags. 


Shapleigh mailer has 
large display outfit 

A consumer mailer, “Harvest 
Festival of Super Values,” will 
shortly be used by dealers served 
by Shapleigh Hardware Co., St. 
Louis wholesaler. This mailer is 
backed by a 181 piece store display 
kit. 

Shapleigh’s broadside is four 
pages, in four colors. It will carry 





Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 
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each dealer’s imprint. Special sale 
prices are emphasized in the more 
than 150 items that are shown in 
the mailer. 

The large tie-in kit includes win- 
dow streamers and spots, pennants, 
valances, wire hangers, ad mats, 
and radio scripts. Home repair 
items, sporting goods, outdoor 
items, and housewares are featured 
items in the broadside. 


Ace Hardware offers 2 
fall sales promotions 


Two types of advertising sales 
promotion have been prepared by 
Ace Hardware Corp., Chicago, for 
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SALES CENTERS 
FOR 


Ox 0 


CLEANING 464 No. 25 HOUSEHOLD BRUSH 
SUPPLIES MERCHANDISER 


For big volume brush sales. You get one dozen each of 
25 popular Oxco brush styles, with No. 15 display fixture, 
25 hangers and top sign. Permanent-type, wood and 
peg-board Display-Merchandiser included in total price 
of Assortment. 


q No. 12 HOUSEHOLD BRUSH 
MERCHANDISER 


For the smaller store. You get one dozen each of 12 fast- 
moving Oxco brush styles, with No. 9 display fixture, 
12 hangers and top sign. Order brushes at regular prices 
and you get Display-Merchandiser at no extra cost. 


Wide range of styles and prices covers your market. Many brushes 
feature Oxco’s solid plastic handle in pink, blue or yellow. All 
brushes labeled and pre-priced. 


coe 


N 4 
FOR “THE QUEEN WHO CLEANS’’—DuPONT /y NYLON-FILLED BRUSHES 
oe. | | No. 659-H Percolator : oe 


No. 635-H Pastry 


No. 617-H Bowl vam OD S-Oy SU No. 634-H Vegetable 


NATIONALLY ADVERTISED 
Start building up your sales of brushes and 
=, sue OXSO 


Ss" Guaranteed by > island, gondola, wall or column display. Com- OX FIBRE BRUSH COMPANY, INC. 


plete information is available from your 
Good Housekeeping Jobber ... ask your salesman on his next call Faceanece Wabliahed /ES# MARYLAND 


wor as ADVERTISED res for free Srochure—"“How to Merchandise 
Cleaning Supplies for Greater Profit.” 












No. F77O 


freer (en No. 660 "Cos 
DISHWASHER Sf ond 


























Speeds dishwashing, PAN BRUSH 


keeps hands out of 
hot water. Springy, 
hygienic SARAN 
bristles . . . attractive 
solid plastic handle 
in pink or yellow. 


oo Carta 


o 
PAN BRUSH © 0s sparen OOS 


ONLY 


59c 
retail 


Scrubs and scours 
—a useful kitchen 
brush with real im- 
pulse features. Filling in face— 
white tampico fibre .. . in top 
—crimped brass wire. Attractive 
plastic handle in pink and yellow. 
Individually carded for mass or 
jumble display, or hang-up. 












DISPLAY PACK 
Holds 6 Dishwashers (3 
yellow, 3 pink) in stand- 
vp display. Carded 
brushes available... bulk 
packed, for mass, jumble, 
or hang-up display. 





Increase volume on profitable floor sweeps with less than 2'2 
square feet of floor space! Oxco Floor Sweep Display + 1 does 
all this for you—DISPLAYS three styles of sweeps, plus handles. 
SELLS by use and proper style. Sign tells customer style of sweep 
needed for his floor surface. STOCKS extra sweeps and handles. 





ASK YOUR JOBBER FOR 









BTU CGR CGRUNIS fo, Speedy Sales 
oecoy (LEAN tiijae and Profits... 








AND...OXCO’S FLOOR SWEEP DISPLAY #1 YON 
FOR GREATER PROFIT PER SQUARE FOOT! 


18 SWEEPS AND HANDLES PLUS METAL RACK 


All packed in one carton. Easy to set up 3 FAVORITE sweeps (14”) 
—no complicated bolts and nuts—rack 6 FAVORITE sweeps (18”) 
simply unfolds and it’s ready for stock- 3 CHOCTAW-X sweeps (14”) 
ing. Top sign tells customer style of 4 CHOCTAW-X sweeps (18”) 
sweep needed for his floor surface. 2 GARAGE palmyra (18”) 


DISPLAY RACK AND TOP SIGN > 





OX FIBRE BRUSH C 
lelablished 


FREDERICK 


No. 990 
__ fet LEA 


HOUSEHOLD MOP 





Builds volume and profits, keeps your 
cleaning supplies department up to date. 
DuPont cellulose sponge yarn won’t lint 
or tangle, mops and dries quickly. 
Includes strong metal head clamp, red 
wood handle. Mop head packaged in 
attractive film wrapper. 





Sweeps 


OXCO Fi, 
A. 











OMPANY, INC. 
18: 


MARYLAND 












Boonton Launches 


ania SALE-PRICED 
“= GIFT SELLING PACKAGE 


for Christmas 
ACE PARADES Z new program biggest ever 
+ ed)» NALUES 


















Boonton goes all out to bring you gift volume. For the 
very first time, Boonton offers patterned dinnerware 
at exceptional sale prices—all famous Boontonware | 
quality, the big melamine difference your customers | 
know about and demand. These are the three most | 
preferred patterns in the industry, consumer-tested in 

| a nationwide survey. 


20 pc. Service for 4...%18.95 


open stock value $33.20 


45 pe. Service for 8, $39.95 — open stock value $76.05 














ide ; » Biggest Advertising Campaign Ever! 
| Powerful 4-color advertisements in top mass con- 


sumer magazines, and newspapers sell these outstand- 


ing specials. 
GUARANTEED AGAINST BREAKAGE 


oontonWware: 


finest of all melamine dinnerware 
BOONTON MOLDING CO.,BOONTCN,. N. J. 











use in a stepped up fall campaign. 
About 800,000 copies of Ace Fall 
Bargains, a 16-page tabloid size | ¥, 
promotion, have been distributed 
in a 12-state area. A _ two-page 
rural section is available as an in- 
sert. Price cards and store display 
material is furnished in conjunc- | 
tion with this sale. ‘ Westfield 
A supplemental piece to increase | 
traffic through the use of coupon | \ 
leaders is Ace Parade of Values. ’ 
About 600,000 copies of this cir- 
cular have been prepared, and a 
similar sale will be promoted each 
month for the balance of this year. 


e, 


Killarney 


| YB Pineland @ 


saensbiaiet 43 


instalment debt drops 
$32 million in July 


Consumers continued to reduce 
instalment debt in July, but it was 
the smallest cutback in the last 
six months, the Federal Reserve 
Board reported. 

New credit in July amounted to | SPECIAL ! ee F, 
$3,342 billion. Repayments of old | 16 PC. STARTER SET “DY, “ at x 
debts came to $3,374 billion for a eer 
difference of $32 million. Since Proven best-selling Boontonware Belle 
January, monthly reductions have plus exquisite Gravy Boat B95 
ranged from $100 million to $180 | Regular Value $17.90 
million. | 
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Everyone 


wants one! 
Ree —FOR HOME 


in, SHOP 





INSTANT 











Pat. renal 
You'll like the way 


—IT SELLS! 
Customers like the way 


— IT HANDLES! 


Backed 
with 

National 

Advertising 


oe PO 


incandiatebilie Guaranteed 
By a Famous Brand Name 


Model G14 1/4” Tip $7.95 List 
Model G148 1/8” Tip $7.95 List 


SOLDERS IN SECONDS AND 

POWER-PACKED AT 150 — 
featherweight TEAaa 
Weighs only oe 
8S OUNCES. cage 
No heavy @=@ 
or bulky : 
trans- 
former. 
Sturdy 
lifetime tip. 
Effective 
spotiite. 
Longer reach. 


BEST KIT VALUE! 


_  inctudes G14 150 
_ mt ~6Watt SOLDER GUN. 
ao KESTER 
core solder, 
cutting and 
smoothing 
tips, sand- 
paper. 
Model 
G14K 


SH $8.95 List 













ee aurrtavtet IN 


HEX No. 1 CON tron 


HEXACON ELECTRIC COMPANY 
170 W. Clay Ave., Roselle Park, N. J. 





Promotions 


Manufacturers’ New 
Merchandising Plans 











Big Stanley promotion 
for Christmas season 


The biggest Christmas tool pro- 
motion for Stanley tools and elec- 
tric tools has been announced by 
the New Britain, Conn., company. 

A two-page color advertisement 
in the Dec. 6 Saturday Evening 
Post will continue to carry Stan- 
ley’s year-long theme of “Stanley 
is the name I know” to consumers. 


























New products to be featured in- 
clude: Swirlaway sander, surform 
tools, a new electric router, sabre 
saw, and drills. Other ideas in this 
promotion: five hand tool items, 
blister-packaged on “tell and sell” 
ecards for stocking fillers; and re- 
movable candy-stripe sleeves on ten 
popular hand tools. Sleeves slide 
off of Christmas leftovers. 

Stanley Electric Tools offers free 
merchandise such as sabre saw 
blades in combination with four 
new electric tools in Christmas pro- 
motion. A free display (see pic- 
ture) featuring the Post ad is of- 
fered to dealers. Tie-in ad mats 
and envelope stuffers are also 
available. 


Gale outboard motors 
in largest ad campaign 


Gale Products Division of Out- 
board Marine Corp. will launch its 


' 
/ 
















Provide big new profit opportunities 
for alert merchandisers 


There’s new selling-power for you in the 
new GIANT-power Titan Chain Saws. Titan 
gives you sales-winning new features, in a 
line of saws to fit all your markets, from 
occasional user to commercial cutter. 


DISTRIBUTORS: 
A few choice territories available for qualified 
distributors. Write, wire or phone for information 


propulsion 


ENGINE CORPORATION 
401 Marion Ave., S. Milwaukee, Wis. 


| a subsidiary of Food Machinery & Chemical Corp. | aA. 











CHOICE for Quality the World 
Over for 70 Years 
SMITH 


BLIZZARD Sprayer 







World's most beautiful — 
Solid copper tank. Pt 
Nothing else hike it 


SMITH 
JiM DANDY 
Cart Sprayer 


“King of all sprayers."’ 
Easy to wheel and operate. 
Large rubber tire wheels, 12 
ft. oll proof hose. 5 gal. 
tank. Pressure gauge. Ad- 
justable nozzle. 








Many Other 
Styles and Sizes 














PRICES ALLOW ATTRACTIVE MARK-UP 
D. B. SMITH & CO. 
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ILCO “UNIVERSAL” 


with parallel arms 
FOR INSTALLATION ON RECESSED SIDE OF DOOR WITHOUT BRACKETS 


This closer packs a 3-way sales punch. It elimi- 
nates headroom interference: it is safely out of 
_ the way when the door is opened. Its installa- 
® tion is neater, less obtrusive — no brackets are 
. required. And finally, it is completely depend-. 
able. 

Available for parallel arm installation with non- 
holder arm, with 135° holder arm, and with 
180° holder arm. 





































To cash in on Fall and Winter door closer sales... 


BE SURE YOUR CLOSER STOCK IS 


COMPLETELY UNIVERSAL? 





ILCO “UNIVERSAL’ 


FOR RIGHT OR LEFT HAND INSTALLATIONS WITHOUT CHANGE 





Here’s the closer that licks normal installation 
problems. It’s ready for mounting as is... . 
without any mechanical change .. . on right or 
left hand doors. No more “ wrong handed”’ in- 
stallations. 


All ILCO “UNIVERSAL” closers are uncondition- 
ally guaranteed for 2 years (except when mis- 


applied or abused), have a rugged, leak-proof | ‘ | P3 ; | | 


construction, an extra powered helical coil 
spring and a heavy, forged steel, one-piece 
shaft and crank which eliminates breakage. 
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SEND TODAY 
ror FREE pata on 


Extra Profits from 


CLEAN-OUT AUGERS 


For clogged drains and closets; equipped with 
adjustable rotary handle; boring end bent as 
illustrated to pass through sink strainer, trap, 
and fittings. Available in regular finish or 
aluminum rust ban coating. Individually pack- 
aged in attractive counter display carton. 


THRIFTY »« RUGGED 
EASY-TO-USE 
STEEL TUBE 
CLOSET AUGER 
Rugged steel spring with Barrel Type Bor- 
ing Gimlet and sturdy steel tube. Longer 
lasting—lower cost. 


IDEAL FOR 
HOME USE 


GENERAL MANUFACTURES A FULL LINE 
OF ELECTRIC AND HAND-OPERATED 
CLEANOUT EQUIPMENT 


WRITE FOR FREE LITERATURE 
AND PROFIT-MAKING PRICE LISTS! 


GENERAL WIRE SPRING 


COMPANY 
904 South Sarah Street, Pittsburgh 3, Pa 


Send details on Gen- 
eral’s Quality Augers! 
Name 





A AAwece 





Firm 
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(Continued ) 


first large scale ad campaign this 
fall with a series of full page color 
ads in boating and consumer publi- 
cations. 

These magazines will carry ads 
in October: Motor Boating, Out- 
board Magazine, Outdoor Life, 


| Popular Boating, and True. Sched- 


| uled for November, and later, are: 


Boats, Field & Stream, Popular 
Mechanics, Sea & Pacific Motor 
Boat, Sports Afield, Sports Illus- 
trated, Sunset, and Yachting. 
Dealers will receive aids such as 


_ displays, catalogs, ad mats, radio 
and television commercials, and 
| hand-out literature. 





Three Thor power tools 

promoted for Christmas 
Thor Power Tool Co., Chicago, 

has prepared a Christmas sales 


program to increase sales of No. 23 
14%4-in. SpeedDrill, No. 15R Speed- 


| Sander and No. 440 jig saw. 


The three tools will be given spe- 
cial gift wrapping and will be 
packed with free accessories. Six 
twist drills will be packed with the 
drill. A CarbiGrit abrasive sheet 
will come with the sander, and four 
metal and wood cutting blades will 
be packed with the jig saw. 

Other sales aids include window 
and counter displays, tool circulars, 


_ advertising mats and radio and tele- 

















vision scripts. 
National advertising will back up 
the promotion. 


Rust Master promotion 
has prizes, free goods 


A special premium sales promo- 
tion that features prizes for the 
whole family has been started by 
Rust Master Chemical Corp., Cam- 
bridge, Mass. 

Ladies’ watches, trains sets, and 
Rust Master merchandise will be 
awarded to dealers based upon 
their purchases of products in the 
Rust Master line. 

Dealers may use their awards to 
take home, or as resale items. Con- 
test closes on Dec. 31, 1958. 

Prizes are awarded for dealer 





PROMPT 
SHIPMENT 
FROM... 


ONE CENTRALLY. 
LOCATED SOURCE 


STORMGUARD NAILS 


Strong Steel Nails Double- 
Dipped in Molten Zinc fer 


ROOFING ¢ SIDING* TRIM 
LEAD HEAD NAILS 


THREADED NAILS for 
FLOORING *¢ ORYWALL 
UNDERLAYMENT ¢ PALLETS 
TRUSS RAFTERS © PLYWOOD 
METAL ROOFING * MASONRY 
POLE-TYPE CONSTRUCTION 


COLORED NAILS 
it STOCK COLORS 
{40 others on request) 























| a , eave te Y MALE 
ss RE 


PERU 5, ILLINOIS 








pe rfect ta rget for 





‘SHARK 
BRAND 


SWEDISH 
CHISELS 


SOOO Ua aks sic. 


a 
’ 
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» Reduce splitting 


e t less 
78 Hold tighter 


» Drive easier 


“Extra holding power of ARDOX nails 


cuts damage, delays in transit” 
... reports FORD TRACTOR AND IMPLEMENT DIVISION 


By using Ardox spiral nails for blocking 
of tractors and combines on flat cars, the 
Tractor and Implement Division of Ford 
Motor Company has solved a troublesome 
and costly shipping problem. 
The people at Ford found that, with 
conventional straight shank nails, wood 
blocking tended to pull away from the 
flat car floors because of the bouncing, 
jolting and side-sway of the train. Ford 
is now using 50 and 60 penny Ardox nails 
to prevent damage and shipping delays. 
In addition to increased holding power, 
Ardox nails drive faster, reduce wood 
splitting and actually cost less than con- 
ventional nails. The lower cost is a result 
of Ardox nail design which provides more 
nails per pound. 
Get the facts on this superior, threaded- 
to-the-head nail, made from J&L quality, - ~. (aa 
higher carbon steel. For complete infor- ‘jf it \ie See 
mation on how Ardox nails can cut your wt WAVES CSREES 
costs, write Jones & Laughlin Steel Cor- Ardox spiral nails develop up to twice 
poration, 3 Gateway Center, Pittsburgh the holding power of equivalent 


39 P | : common nails. Field tests prove they 
ov, rennsyivania. are up to 30% easier to drive. 


Jones & Laughlin Steel Corporation 


PITTSBURGH, PENNSYLVANIA 




















ANNOUNCING .... 


















a PLUS- profit 
Easy Clg’ 


The world's only shock absorber for 
dog leashes 


















@ takes jolt out of an active 
dog's pull on a leash 


@ prevents snapping of chains 
or run lines 


Write for full information on 





BIG DISCOUNTS....FREE point- 
of-sale counter and window 
display pieces....and the life- 
of-your-pet Warranty Certificate 
that makes impulse buying sure- 
fire. 











‘Easy Tug’ Division 


Wiloco, Inc. 
Post Office Drawer A 











Newfoundiand, WN. J. 

































WONDER HORSE 
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purchases of a certain number of 
cases of particular Rust Master 
items. There is also a point system 
for prizes which allows a dealer 
to buy assorted items, and grad- 
ually build up a point score. 

An illustrated bulletin covering 
all prizes and details is available 
from Rust Master Chemical Corp., 
56 Creighton St., Cambridge 40, 
Mass. 


Jon-E Warmer featured 
in ‘58 display contest 


Aladdin Laboratories, Minneapo- 
lis, Minn., maker of the Jon-E 
Warmer, is sponsoring a multi- 


_ thousand dollar winter sports equip- 
_ment display contest for dealers. 


| guns, 


Entries are to be built around the 
theme shown on this poster, with 
Jon-E products prominently dis- 
played. 

Other outdoor equipment such as 
boats, and clothing can be 
featured also. 

Dealers compete only with others 
with the same volume. Every dealer 
who enters is given a $4.95 Giant 
Jon-E Warmer free. 





Contest will promote 
interest in appliances 


A contest to stimulate teen-age 
girls’ interest in electric appliances 
will be conducted by Seventeen 





a | magazine in cooperation with Live 








America’s Fastest Selling, 
Most Advertised Line of 
Rat and Mouse Killers— 
Outsells All Others 
Combined! 


Pre-Sold To Your Customers 
Through Powerful Radio, Maga- 
zine, Farm Journal, Local News- 
paper Advertising! 

GET TOP TURNOVER— 
BIG PROFITS with d-CON 





THE d-CON COMPANY, INC. 


New York 18 ae 


1450 Broadway 














ROOT 


DESTROYER 
OPENS CLOGGED SEWERS 
without digging 
Write for Catalog Pages & Prices 
BOYER CHEMICAL CO. 
1611 Church S$t., Evanston, iii. 




















WHAT’S NEW? 


Turn to pages 143-144 of this 
issue. The Quick Check Card 
properly filled out will bring you 
quickly the details on new prod- 
ucts that interest you. 


IT’S QUICK—IT’S FREE 











G WRITE FOR YOUR p FREE!) 


Complete Newest Set 












of Key Board Tags 
Colorful Streamers 


v 
That WHI! Brighten Up \\\ 
Your Store \\\\\ 
wv + till Edition of Key\\\\ 


k Comporative List 


om Key & Lock 
Manufacturing Co. 


51 South First Streeté 
Brooklyn, N. Y. 
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| a up to 
: IBVIBA IDOL LAS 

when you buy Black& Decker: MAGIC SNITCH 
ATTACHMENTS for %-inch Electric Drilis* 


(REDEEMABLE BY BLACK & DECKER DEALERS 


SERTIFICATE is worth 





ate P ease 



















Valve Qn Purchase of - Check -, "tg a a 
$2.00 U-1022 Floor Polishing $2.00 U. 1014 Hedge Trimming 
r. Attachment Attac ment a 
~§ $2.00 U-1013 Sew Atochment | | $2.00 U-10!7 jig Sow - 
$2.00 U- 1016 Finish Sanding - [} $9.00 U- 101! Screw Orhvingl 
Attachment Attochment © 


iG as _ “Peer Polishing and Screw Driving Attachment: ft ory ‘« Drill others engineered a 
aS fer Bhock & Decker ‘i Unitity Drifty only ~ 
OFFER EXPIRES JAN. %. 1959 


— 














THIS WILL BRING MORE CUSTOMERS INTO YOUR STORE! 


Over 29 million of these Black & Decker certificates—enough for half the men in your area— 
are being distributed this Fall. Worth up to $11 on Black & Decker Magic Switch Attachments, 
they will sell for you in national advertisements, in tool packages, in cartoon booklets, in 
mailings to B&D tool owners. And B&D streamers and certificate dispensers in your store will 
help sell attachments on the spot! 


AND ATTACHMENTS ARE SELLING! The B&D Saw Attachment, Jig Saw Attachment, Sanding 
Attachment, others . . . all engineered for integral one-hand operation with Black & Decker 
power units and now at a special savings! See your B&D wholesaler now or write for full details 
to THE Biack & Decker Mee. Co., Dept. H-510, Towson 4, Md. Ask about the new Profit 
Package, too, with a 5% Christmas gift for you! 


FEATURED IN B&D’S FALL-CHRISTMAS PROGRAM! 
NEW POWER DRIVER: First tool ever powered 
expressly to drive attachments! 


SPECIAL FOR FALL AND CHRISTMAS 
in S D625 2 es 





= Black Decker 


World's Largest Maker of Electric Tools 
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Better Electrically and National 
Electrical Mirs. Assn. 

One hundred and fifty electric 
housewares will be featured as 
prizes in the magazine’s “Favorite 
Recipe Contest.” 

Manufacturers of these brand 
name electric housewares are par- 
ticipating in the contest: Can-O- 
Matic, Cory, General Electric, 
Hamilton Beach, Johnson, Knapp- 
Monarch, Nutone, Oster, Presto, 
Proctor, Sunbeam, Toastmaster, 
Universal, Waring, and West Bend. 


Versa-Vise promotion 
is offered to dealers 


A large-scale newspaper, TV, 
direct mail, and magazine promo- 
tion for dealers has been started 
for Versa-Vise by Will-Burt Co., 
Orrville, Ohio. 


Promotion plans include con- 





sumer and business magazines for 
hobbyists, builders, and industry, 
and related direct mail, TV and 
newspaper ads. | 

The promotion will be handled 
as a package in prime, controlled 
areas across the country. It begins 
soon in the Cleveland area, with 
“Walt’s Workshop” on TV, local 
dealer tie-ins through newspaper 
ads, and direct mail to builders and 
hobbyists. 

Ad mats, ad copy, news releases, 
and photographs are available to 
dealers. 


Father's Day promotion 
for 1959 is announced 


Dealers will have a full three 
weeks in June next year to pro- 
mote Father’s Day sales, Father’s 
Day Council, Inec., announces. 
Father’s Day will be June 21. 

Dealers who promoted Father’s 
Day actively in 1958 reported sales 
increases of 10 to 50 percent, the 
Council reports. 

The Council also 
1959 Father’s Day 


its 
The 


released 
Poster. 














four-color poster will be available 
in a number of sizes ranging from 
a 2-in. sticker to 38 x 50 in. 





New number aids sales 
in entire bulb line 


A new number in a line is an op- 
portunity to merchandise the en- 
tire line and boost sales, 

This was proven recently when a 
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Bethlehem Steel 
products............. 








“A 








ORE dans 
ies 


NAILS AND STAPLES 


\ 
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STEEL FENCE POSTS 


BARBED WIRE 





~- ~oeenerneen 








The EDW. K. TRYON co... .. Distributors of Quality Toys... 

















y CENTER 












In step with—and even in anticipation of—the continuing upsurge in 
the sales of toys, 


Tryon has tremendously expanded its stock and the display area devoted 
to quality toys. 


You are invited to this Premier Showing of the latest and finest products 
of the world’s leading toy manufacturers ...a year ’round Toy Center 
for the convenience and selection PLAYSCHOOL ¢ MARX « TONKA 
of dealers who want to cash-in on STRUCTO « IDEAL « BRADLEY 
this sky-rocketing toy business! AMERICAN CHARACTER « PRICE 

LIONEL ¢ WONDER PRODUCTS 
More than 3500 sq. feet of displays WOLVERINE FISHER « PARKER 


—on three air-conditioned floors— NANCY ANN « GILBERT « AND 
beckon you to see these represen- OTHER LEADERS IN THE TOY 
tative toy lines now: INDUSTRY 


1811...147 Years Experience... 1958 
TRYON IS EXCLUSIVELY WHOLESALE! 


=o. } LA he 1 a ] ~ = f | | & 7 -- | AL) — 2 > b+ wa = ray 























THANKS TO BETHLEHEM FENCE AND 
A LITTLE LUCK THIS HANDSOME 
or IS MINE- MINE -MINE/J/ 








Cartoon ads like this, appearing 















































és in regional farm papers, catch 
€2 4 > Bh 4 the attention of your prospects. 
— — 
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GALVANIZED STEEL CLOTHES AUTOMATIC BOLTS 
ROOFING LINE BALING WIRE 
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test in 100 retail stores, including 
hardware outlets, across the coun- 
try showed a sales jump of 45 per- 
cent for all types of light bulbs 
when Westinghouse introduced its 
new cylindrical shaped bulb. 

Westinghouse announced a na- 
tionwide sales campaign June 18 
on the new design, of an incandes- 
cent light bulb, to put the new bulb 
on the market. 

The test in the 100 stores was 
conducted with the usual counter 
merchandising aids. Sales of the 
new number jumped ahead of sales 
previously made for the company’s 
usual type bulb, and boosted sales 
also in the standard inside frosted 
and in the premium tinted bulbs. 


Amchem offers special 
future order discount 


Amchem Products, Inc., Ambler, 
Pa., is offering an extra 5 percent 
discount to dealers ordering 10 
cases or more for shipment after 
Jan. 15. The offer will expire Jan. 
31. 


Manufacturers building 
general offices, plant 


West Bend Aluminum Co., West 
Bend, Wis., has opened a 60,000 
sq ft three-story general office 
building at West Bend. 
Pittsburgh Plate Glass Co., Pitts- 
burgh, is building a one-story glass 
fabricating plant with 275,000 
sq ft of floor space at Crestline, 
Ohio. 

The Stanley Works, New Brit- 
ain, Conn., has opened a new cor- 
porate office and warehouse in Pico- 
Rivera, Calif. The building houses 
regional sales and warehouse op- 
erations of Stanley-Judd Drapery 
Hardware Div., Stanley Steel 
Scrapping Div., and Stanley Elec- 
tric Tools Div. It also houses re- 
gional sales offices of Stanley Tools 
and Stanley Hardware Divs. 

Millers Falls Co., Greenfield, 
Mass., has opened a new office- 
warehouse in Los Angeles, Calif. 


Capewell Mfg. Co., Hartford, 
Conn., has opened a new office and 
warehouse at 3050 N. Cicero Ave., 
Chicago. 

E. Z. Paintr Corp., Milwaukee, 
is constructing a 30,000 sq ft addi- 


tion to its plant in Milwaukee. The 
company also acquired land across 
from its plant for future expansion. 


Sales by wholesalers 
increase 2% in July 


July 1958 sales of wholesalers 
were estimated by the Department 
of Commerce at $9.7 billion, an in- 
crease of 2 percent above June 
1958. 

Sales in July were 3 percent be- 
low July a year ago. 

Cumulative sales for the first 7 
months of 1958 were 7 percent be- 
low sales in the same period of 
1957. 

Sales of durable goods amount- 
ing to $4 billion in July 1958, were 
unchanged from June, and were 
7 percent below a year ago. 

Hardware, plumbing, and heat- 
ing goods wholesale sales in July 
1958, were 6 percent less than in 
July 1957. Total hardware, plumb- 
ing, and heating goods wholesale 
sales for 1958 were 8 percent be- 
low sales in the comparable 7 
month period in 1957. 
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2 Special Christmas dis- 3 Christmas carry-home 

play of 12 6-0z. cans— 
4 each of gold, silver 
and white. 


No wonder Krylon is 


IST IN SALES ¢ 1ST IN PROFITS 


if you prize it... KRYLON.-IZE it! 


KRYLON, INC. norristown, pa. 


kit of 3 6-oz. cans— 
gold, silver, white ... top 
sellers the year round. 


KRY LOR 


Giant Autumn-Christmas Promotion 
Means Volume Turnover on 40% Profit Items! 


Your Krylon sales will skyrocket with these boosters: 
Rani] LIFE—6 big hard-seling ads, Oct., Nov., Dec 
Wales. This Week magazine (Sunday newspaper supplement )— 
IEF Sept., Oct., Nov., Dec. 
ie, Better Homes & Gardens Christmas ideas Annual—full page 
Feature stories in newspapers, magazines 


iF we ave 
. le ee 
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4 Wrought iron display 
rack FREE TO YOU 
with each 24 16-0z. cans... 
prepacked with 8 cans 
each of gold, silver, white. 
Attractive end-use placard 
with rack...one side show- 
ing Christmas uses, the 
other year-round uses. 
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There's a 
BULL DOG TAPE 


for every purpose 













© FRICTION You sell tape without effort when your cus- 
tomers see the famous BULL DOG name. And 
¢ RUBBER BULL DOG’S blue-ribbon performance brings 
them back for more! Smart packaging attracts 
¢ PLASTIC the eye — keeps stock fresh and new. Self- 


service dispensers and multiple-unit containers 
make volume sales easier, too! Put BULL DOG 
Tape on your “want list” now! 


Sold only 
through verified 


friction Tape ee OC ees 
SS Another quality product of 


BOSTO 


Also manufacturers of Garden Hose * Nozzles + Matting * Stair Treads 


WOVEN HOSE & RUBBER COMPANY 
or "co... wc. 


Vv OF AMERICAN BILTHITE 


BOSTON 3, MASS. 





* 
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Are you selling Toilet Seats just 
to turn over merchandise and 
trade dollars? Or do you want to 
sell a Seat on which you can make 
real profit? 


If you want profit, inquire about 
the new PURITAN Imperial 700! 


AA-6739 





PRODUCTS, INC. 
Cleveland 13, Ohio 

















STATEMENT OF THE 


OWNERSHIP, 








MANAGEMENT, AND CIRCULATION 


REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24, 1912, AS AMENDED 
BY THE ACTS OF MARCH 3, 1933, AND JULY 2, 1946 
(Title 39, United States Code, Section 233) 


OF HARDWARE AGE, published bi- 
weekly at Philadelphia, Pa., for 
October 9, 1958. 

l. The names and addresses of the pub- 
lisher, editor, managing editor, and busi- 
ness managers are: Publisher, Chilton 
Company, Chestnut & 56th Sts., Philadel- 
phia 39, Pa.; Editor, William A. Phair, 
Chestnut & 56th Sts., Philadelphia 39, Pa. ; 
Managing Editor, BD. L. Barringer, Chest- 
nut & 56th Sts., Philadelphia 39, Pa.; Pub- 
lisher and Business Manager, Leonard V. 
Rowlands, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 

2. The owner is: if owned by a corpora- 
tion, its name and address must be stated 
and also immediately thereunder. the 
names and addresses of stockholders own- 
ing or holding 1 percent or more of total 
amount of stock. If not owned by a cor- 
poration, the names and addresses of the 
individual owners must be given. If 
owned by a partnership or other unin- 
corporated firm, its name and address as 
well as that of each individual member, 
must be given. 

Holders of more than 1 percent of the 
capital stock outstanding of Chilton Com- 
pany: Mary M. Acton, 260 Sycamore 
Ave., Merion Station, Pa.; George C. 
Buzby, 2 East Sunset Ave., Chestnut 
Hill, Pa.; Mrs. Beulah Fahrendorf, 
Chateau LaFayette, Scarsdale, New York; 
Dorothy S. Johnson, Route 1, Putnam 
Valley, New York; Kimberton Hills 
Farms, Inc., 1608 Walnut St., Philadel- 
phia, Pa.; Mabel P. Myrin, 1608 Walnut 
St., Philadelphia, Pa.; Mary M. Acton 
and John Blair Moffett, Trustees U/W 
of Clarence A. Musselman, Deceased, 
1608 Walnut St., Philadelphia, Pa., Bene- 
ficiaries: Mary M. Acton and David 
Acton; J. Howard Pew, 1608 Walnut St., 
Philadelphia, Pa.: J. N. Pew, Jr., 1608 


Wainut St., Philadelphia, Pa.; Mary 
Ethel Pew, 1608 Walnut St., Philadelphia 
Pa.; Alberta C. Sly, 149-40 35th Ave., 
Flushing, New York; Alberta C. Sly, 
Executrix U/W of Frederick S. Sly, De- 
ceased, 149-40 35th Ave., Flushing, N. Y 
Beneficiaries: Albert C. Sly, Aiberta C 
Sly, and John E. Sly: Soleil Farms, Inc 
1608 Wainut St., Philadelphia, Pa. ; 
Charlotte M. Terhune, 160 E. 48th Street, 
New York, New York. 

3. The known bondholders, mortgagees, 
and other security holders owning or hold 
ing 1 percent or more of total amount of 
bonds, mortgages, or other securities are 
(If there are none, so state.) None. 

4. Paragraphs 2 and 3 include, in cases 
where the stockholder or security holder 
appears upon the books of the company 
as trustee or in any other fiduciary rela 
tion, the name of the person or corpora 
tion for whom such trustee is acting; also 
the statements in the two paragraphs 
show the affiant’s full knowledge and be- 
lief as to the cricumstances and conditions 
under which stockholders and security 
holders who do not appear upon the books 
of the company as trustees, hold stock 
and securities in a capacity other than 
that of a bona fide owner. 

5. The average number of copies of 
each issue of this publication sold or dis- 
tributed, through the mails or otherwise, 
to paid subscribers during the 12 months 
preceding the date shown above was (This 
information is required from daily, weekly, 
semi-weekly, and tri-weekly newspapers 
only). 

LEONARD V. ROWLANDS 
Publisher and General Manager 

Sworn to and subscribed before me this 
i7th day of September, 1958. 

Philip J. Shire, Jr 
My commission expires Jan. 7, 1959 
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Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 


available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 
VisiPak. 


GRIFFIN MANUFACTURING CO., ERIE, PA. 
SINCE 1899 
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WOOD SCREWS 





STOVE BOLTS 





TAPRING SCREWS 







MACHINE SCREWS 
& NUTS 


DRIVE SCREWS 


CARRIAGE BOLTS 
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IN FASTENERS 
SOUTHERN 
Is 





wualityw 


Dealers and customers alike appreciate value in to- 
day's quality-conscious market . . . In fasteners, the 
line to stock is the line that sells fastest—and that's 
Southern Screws and Bolts. 


Your customers know from Southern's national ads 
that all Southern fasteners are USA-made to highest 
standards of quality. This means that where fasteners 
are concerned, your customers are pre-sold on 
Southern. 


Stock the quality line that creates quality traffic in 
your store. Stock Southern—the line with the copy- 
righted EZ to C© time-saving, fool-proof labels! 


Write for our new Package Stock Guide. 
Address: Southern Screw Company 

P. O. Box 1360 

Statesville, North Carolina 


WAREHOUSES: NEW YORK, CHICAGO, DALLAS. LOS ANGELES 
SOLD THROUGH LEADING WHOLESALE DISTRIBUTORS 


SCREW COMPANY 


STATESVILLE ° NORTH CAROLINA 








If you are paying more than 
5* for this key blank and 
other popular automotive 
blanks, you should contact your 
jobber at once and ask him for 


complete information on the 














| _ line of quality replacement 
7 KEY BLANKS 
| KEIL LOCK CO., Inc. 


CHARLESTOWN, N. H. 


Brass Key Blanks to fit popu- 
lar night latches, deadlocks, 


blanks slightly higher. 






*Based on minimum order of V4 gross of a number 




















residential locks, etc., cost ap- 


proximately 5/2c* each. Other 
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Work gloves... 





$5000 in sales a year 
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Newtown Square (Pa.) Hardware makes a 
specialty of merchandising gloves of all types. 

This store’s manager figures he sells about 
12,000 pairs of gloves a year. Prices vary from 
29¢ to $1 and up. The average unit sale is in the 
49-59¢ range. 

A 3x7 ft wall section is covered with per- 
forated paneling blanketed with gloves: garden, 
kitchen, and work varieties. The gloves, about 
six pairs of each style, hang on six inch hook 
fittings, Severa'! dozen styles are shown. 

Customers wo would not ordinarily be looking 
for gloves are caught by this display. Almost 
every customer has a need for one type of glove 
or another, and this display reminds them. 

This display uses no floor space, only wall 
space of less than 30 sq ft. It produces $5000-plus 


in retail sales a year. © End 
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“‘Wouldn’t take $1000 for him. [I’ve taught 
him to say ‘Don’t forget “Scorcn’’ Brand 
Masking Tape’ with every paint sale!”’ 
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“HI-DUTY” Spring Butt-Hinges 


and SPRING STEEL BUFFERS 





TYPE CSI 
TRUCKING DOORWAY DOUBLE ACTING 


% Extra heavy doors should have Chicago “Hi-Duty"’ Spring Butt- 
Hinges and Spring Steel Buffers, to give extra long service under 
ony conditions. 


% ‘Hi-Duty" Spring Butt-Hinges for Double Acting doors, with buffers, 
will effect economies for the user and function properly for man; 


~(CHICAGO)— 
SPRING HINGES 


“Spring Hinges of Quality” 


Chicago Sprina Hinae Co 


CHICAGO 7 ILL 


Each year, more and more architects 
recommend Chicago Spring Hinges 
wherever modern, high quality prod- 
ucts ore required. Take a tip from 
the men who know and specify ... 


1500 CARROLL AVE.. 
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MOTOR SELECTOR GUIDE! 


The Most Effective Motor Sales Aid Ever Devised! 


This unique “silent salesman” tells customer instantly 
the motor he needs... eliminates indecision, stimu- 
lates customer to buy now. 





MOTORS 


Here’s Why!... 


e Exclusive Design Features © Motor Tags, Highlighting 


© Complete Line Motor Features 


© Self-Selling Motor Display © National Advertising 


USE THIS CONVENIENT COUPON TO ORDER YOUR FREE MOTOR 
SELECTOR GUIDE TODAY 


THE EMERSON ELECTRIC MFG. CO., Dept. M-183 
ST. LOUIS 21, MO. 
Send me a Free Motor Selector Guide. 


Nome 





Company 








Street SF is; 





Zone 


City 









EmMERSON-ELECTRIC 


of St. Lovis 
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January Housewares Show Will Be Monday 
To Friday Event, Jan. 12-16, At Chicago 


The traditional Thursday- ers from hardware and 


through - Thursday January 
Housewares Show is a thing 


of the past. 
National Housewares Man- 
ufacturers Assn. secretary 


Dolph Zapfel has announced 
the Show will run from 
Monday to Friday, Jan. 12- 
16, at Chicago’s Navy Pier 
and Drill Hall. 

Buyer registration, accord- 
ing to Mr. Zapfel, will top 
last year’s record of 11,077. 
This is based on early regis- 
trations, he said. 

Advance registrations for 
hotels and the Show may be 
obtained by writing to Mr. 
Zapfel, 1130 Merchandise 
Mart, Chicago 54. This will 
save time and trouble upon 
arrival. 

The Monday-through-Fri- 
day exhibit is the result of 
popular demand. It elimi- 
nates the necessity for a 
week-end layover at Chicago. 

Mr. Zapfel also stated that 
a record of more than 4900 
buying firms sent more than 
8000 buyers to the recent 
NHMA exhibit at Atlantic 
City. There were more buy- 





Hayhurst Elected V-P 
of American Biltrite 


Robert O. Hayhurst has 
been elected vice-president 
in charge of manufacturing 
for the Biltrite Div., Ameri- 
can Biltrite Rubber Co., 
Chelsea, Mass. 

This is a new position 
with the company, where 
Hayhurst has been factory 
manager for the past 10 
years. 


Shapleigh Dealers Meet 


A series of meetings was 
held recently by Shapleigh 
Hardware Co., St. Louis 
wholesaler, for Keen Kutter 
program store dealers in St. 
Louis, Kansas City, and 
Memphis, Tenn. 


206 


housewares wholesalers than 
any other single group, Mr. 
Zapfel said. 





J. C. HYDRICK 


J. C. Hydrick Heads 
Porter's Disston Div. 


J. C. Hydrick has been 
named vice-president and 
general manager of the Dis- 
ston Div., H. K. Porter Co., 
Inc., Philadelphia. He was 
assistant general manager of 


Porter’s Riverside-Alloy 
Metal Div. 
Mr. Hydrick has been 


with H. K. Porter for a little 
less than 10 years and in 
that time has served in three 
divisions. He joined the firm 
as plant engineer of Quaker 
Rubber Div. after serving 
with General Electric Co. 
for eight years. 

Mr. Hydrick then became 
works manager of the Delta- 
Star Electric Div. and later 
returned to Quaker Rubber 
as works manager. He took 
the Riverside-Alloy post in 
1957. 

H. K. Porter also has ap- 
pointed David C. Cannon as- 
sistant to the genera] man- 
ager of Disston. He was 
vice-president of sales for 
Lawson Mfg. Co. 

Mr. Cannon has been a di- 
rector of the Gas Appliance 
Mfrs. Assn. and a chairman 
of the association’s Gas 
Water Heater Div. 





Hardware = stability 
12 Retire At Bingham With 
501 Years As Hardwaremen 

A dozen hardwaremen 


with a record of 501 years 
service to the W. Bing- 
ham Co. have retired. 
Their average service is 
nearly 42 years each. 

Bingham, a Cleveland 
wholesaler, nominates one 
of the 12 men, William 
Featherstone, as dean of 
the group. Mr. Feather- 
stone’s service tops 64 
years. 

Another of the 12, For- 
rest Needles, retired with 
53 years at Bingham. 

Mr. Featherstone spent 
40 of his 64 years selling 
on the road. He began as an order clerk in 1894 
when horsecars plodded down Euclid Ave. 

Mr. Needles is a past president and chairman of 
the executive committee at Bingham. He plans to 
spend a good portion of his retirement time golfing 
and traveling. Mr. Featherstone plans to recover 
from his 20,000-odd working days by being a do-it- 
yourselfer around his Cleveland home. 

Here are the others who made up more than half 
a thousand years of steady service to the hardware 
industry: 

Otto Blechschmidt, 31 years; Clarence Coffield, 
40 years; John Habink, 40 years; Charles Hohman, 
40 years; Tom Kipling, 36 years. 

Also, Steve Legat, 45 years; Walter Palmer, 34 
years; Fred Reimer, 38 years; Walter Stein, 37 
years; and Frank Troxell, 43 years. 

According to Bingham’s vice-president and sales 
manager, John Koenig, service like this is a tribute 
to the stability of the hardware industry, and “we 
like to think, to the Bingham Co.” 





WILLIAM FEATHERSTONE 





Editor's note: 


Long, continuous service in hardware is interest- 
ing news. If you are, or know of, an old-timer wm 
hardware, please write. W. F. Kennedy, still going 
strong at Ott-Heiskell, wholesaler at Wheeling, W. 
Va. (see HA, Sept. 11, pp. 390, 405), has 70 years 
of service with two firms, and thus far holds the 
record for total years. Address your letter to: Edi- 
tor, Hardware Age, Chestnut & 56th Sts., Phila- 
delphia 39. 
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EDWARD NIKODEN 

Parker Elects Nikoden 

Sales Vice-President 
Edward Nikoden has been 


elected vice - president in 
charge of sales for Parker 
Sweeper Co., Springfield, 
Ohio. Mr. Nikoden was gen- 
eral sales manager of the 
lawn sweeping equipment 
firm until his election. 

Announcement was made 
at Parker’s Diamond Jubilee 
national sales meeting held 
in Springfield Sept. 24-26. It 
was attended by all sales per- 
sonnel from the United 
States and Canada. 


Henry L. Hanson Co. 
Celebrates 50th Year 


The Henry L. Hanson Co., 
Worcester, Mass., is cur- 
rently celebrating its 50th 
anniversary of business. 

The special year-long pro- 


motion for hardware dealers 
and wholesalers, with the 
theme Gold Rush, is being 
held to mark the occasion. 

Central figures in the cam- 
paign theme are Diamond 
Lil and Prospect Pete, who 
are depicted as _  saleswise 
characters who invite whole- 
salers and dealers to “strike 
it rich” with Hanson. 


Smith-Woodwell Elects 
Neff Vice-President 


Wilbur H. Neff has been 
elected vice-president of pur- 





WILBUR H. NEFF 


chasing for Smith-Woodwell 
Co., Pittsburgh, Pa., whole- 
saler. 

For the past five years, 
Mr. Neff has been manager 
of the houswares division of 
Danforth Corp. and Eck- 
hardt, Inc. 





Franklin Hardware Reports 4.4% Sales Gain; 
Plans Move to New Headquarters in 1959 


A sales increase of 4.4 
percent for the fiscal year 
ended June 30 was reported 
at the Sept. 22 annual stock- 
holders’ meeting of Franklin 
Hardware & Supply Co., 
Philadelphia dealer-owned 
wholesale house. 

Officers announced that the 
company’s warehouse and 
offices will be moved in Jan- 
uary 1959 to a one-story 
building on Route 611 near 
Warrington, Pa. The new 


quarters will have 50,000 sq 
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ft of floor space, air-condi- 
tioned offices and an educa- 
tional room for dealer meet- 
ings and retail sales clerk 
training. 

A new Franklin Associate 
Stores’ Plan will be started 
in January to include a con- 
trolled inventory program. 

Manufacturers’ displays 
were shown at the Sept. 22 
meeting at company head- 
quarters at 918 N. Delaware 
Ave., Philadelphia. Break- 

(Continued on page 208) 





News About Dealers: Artesia, New Mexico, 
Dealer Celebrates 50th Year Of Operation 


Artesia, New Mexico, 
BRAINARD CORBIN HARDWARE, 
412 YW. Quay Ave., is mark- 
ing its 50th year of continu- 
ous operation this year. The 
store is the oldest retail es- 
tablishment in operation by 
the same family in town. 
According to manager, M. 
Anderson Corbin, Jr., the 
firm moved to its present 
modern building in 1954. A 
Golden Anniversary celebra- 
tion is set for Oct. 15-18. 


Berwyn, Pa.— BERWYN 
HARDWARE on Lancaster Ave. 
is building new, larger quar- 
ters at the outskirts of town. 
According to Edward Dalton 
and partner Robert Barnes, 
the new location will offer 
ample parking and space for 


future expansion. The own- 
ers expect to occupy the 
modern 30 x 100 ft store be- 
fore the first of the year. 


Oxford, Mich. — TUNSTEAD 
HARDWARE has remodeled its 
store and recently held a 
grand opening. Ralph Van 
Wagner is the store owner. 
Wall displays were remod- 
eled and new islands in- 
stalled. The store is using 
the dealer program of Buhl 
Sons Co., Detroit wholesaler. 


Eagleville, Pa. — GEORGE 
SALTER HARDWARE CO., on 
Ridge Pike, held a grand 
opening Sept. 25. The pro- 
motion was advertised in 
newspapers published in 

(Continued on page 212) 





260 Salesmen Visit 7th 
Ortho Wholesaler Clinic 


A two-day meeting of 
wholesaler salesmen was re- 
cently held at Philadelphia 
by California Spray-Chem- 
ical Corp., Richmond, Calif. 

More than 200 wholesaler 
salesmen from the eastern 
states as far south as Vir- 
ginia attended. 


The next day was a busi- 
ness session covering mer- 
chandising plans for the 
Ortho Line for 1959. Dealer 
aids such as a training movie 
called “Buried Treasure,” 
and materials for holding 
lawn and garden sales clin- 
ics were on top of the dis- 
cussion list. 





How to get an extra 5% 


Dealers are taking up lay-away as their big promo- 


tion this fall on Christmas toys and gifts. 


This is 


evident from orders pouring in for the HA Lay-Away 
Kit announced in the Sept. 11 issue, page 53. 


The original supply went out fast. 


Printing now 


about keeps up with orders. Orders received immedi- 
ately will get you into lay-away program for your 


Christmas promotion. 


Lay-away kit consists of 100-three part tags, serial- 
ly numbered to identify lay-away packages; 6 round 
red and white spinners; 5 red and white posters for 
windows or instore display. Cost of kit, postpaid: 
$2.40. Send orders and cash to HA Reader Service 
Dept., Hardware Age, Chestnut & 56th Sts., Philadel- 


phia 39, Pa. 
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Wd Puryoore 
MEAT THERMOMETER 
. . . use anywhere... 
guaranteed accuracy! 
An excellent, moderately priced 
meat thermometer. Rustless metal 
stem and frame, easy-to-read alu- 
minum dial protected by extra 
heavy glass. , 





Suggested 
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AP Meat Chel 


NEW! 
S|I-DOME 


THERMOMETER 


Suggested 
etail 


$169 


etai ) } 
$350 .. can be read from any angle! 


The only meat thermometer that can be 
used anywhere — oven, rotisserie, out- 
door grill — read from any angle with- 
out removing meat from oven, The 
Visi-Dome Meat Chef is a quality 
thermometer, too . . 
construction, heatproof porcelain 
enamel dial, stainless steel stem . . 
and it is WARRANTED by Cooper 
Enjoy big profits! Order now! 


. rust resistant 










Aztec | 
WALL THERMOMETER 


Outstanding in sales. Gleam- 


ing all brass finish. 









Suggested 
eta! 


$100 


Skillet 
WALL THERMOMETER 
Sensational sellers! Attractive 
copper finish. 







WALL THERMOMETER 
Wéill beautify any home. Lus- 
trous black and brass finish. 
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OUTDOOR aa 
THERMOMETER 


Big in sales, big in value, 
big in size. Easily read. 


Suggested 
etai! 


$158 















Fenwick 
OUTDOOR THERMOMETER 
Remarkably accurate, weather 
resistant, easily read. 


S ted 
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THE COOPER THERMOMETER COMPANY 












Franklin Hardware 


Reports Sales Gain 
(Continued from page 207) 
fast, stockholders’ meetings 
and a banquet were held at 
McCallister’s caterers. There 
were 348 dealer and guest 
registrations with 127 of the 
160 member-stores’'repre- 
sented. 

Group meetings will be 
held for Franklin members 
at nine different places to 
discuss merchandising meth- 
ods. 

Dates and places are: 

Nov. 5, Valley Forge Ho- 
tel, Norristown, Pa. 


Nov. 10, Grange Hall, 
Georgetown, Del. 
Nov. 11, Women’s Club. 


Millville, N. J. 

Nov. 12, Hotel Hildebrecht, 
Trenton, N. J. 

Nov. 13, Irvington House, 
Irvington, N. J. 


Nov. 17, Hotel Traylor, 
Allentown, Pa. 
Nov. 18, Hotel Jermyn, 


Scranton, Pa. 

Nov. 19, American Legion 
Hall, Pottsville, Pa. and Nov. 
20, Sam Resser’s Restaurant, 
Fifth St. Highway, Temple, 
Pa. 

Meetings start at 8 p.m. 

Awards were given to 
George R. Park & Son, 
Wayne, Pa., as top Franklin 
dealer of the year and. to 
J. H. Jackson Lumber Co., 
Inc., Denville, N. J. as the 
dealer showing the greatest 


News of the Trade - 






















improvement during the past 
year. 

Warren H. Woodring, vice- 
president, Provident Trades- 


men’s Bank & Trust Co., 
spoke. 
Guests introduced at the 


banquet included Harry D. 
Kaiser, Philadelphia, one of 
18 founders of Franklin, 
A. P. Henricks and A. P. 
Henricks, Jr., New York 
manufacturer agents. 

Three recently appointed 
executives were introduced: 


Richard Broderick, sales 
manager; Howard W. Cart- 
wright, manager of  pur- 


chasing and Richard B. Gil- 
pin, manager of the paint 
department. 

Two new directors of the 
company are Floyd Jackson, 


J. H. Jackson Lumber Co., 
Inc., Denville, N. J. and 
Granville Sowden, Back 


Mountain Lumber & Coal 
Co., Shavertown, Pa. 
Officers are: William Van 
Heertum, Van MHeertum’s 
Inc., Palisades Park, N. J., 
chairman of the board; Clyde 
Drissel, Drissel’s Hardware, 
Lansdale, Pa., vice-chairman 
of the board and vice-presi- 
dent; F. Leon Herron, presi- 
dent; John G. Pfeiffer, 
Pfeiffer’s Department Store, 
Sea Isle City, N. J., trea- 
surer; Arthur L. Rudnick, 


assistant treasurer, and Miss 
Bessie A. Heventhal, secre- 
tary. 





Officers and directors of Franklin Hardware. Seated, left to right: 
Clyde Drissel, vice-chairman of the board and vice-president; F. Leon 
Herron, president; William Van Heertum, chairman of the board; 
John G. Pfeiffer, treasurer; Arthur L. Rudnick, assistant treasurer. 
Standing, left to right: Lucius A. Darby, Anthony Rice, Jr. (retiring). 


J. Raymond Westerman, G. Rodney Park, Ill, John Y. Fegley (re- 
tiring), Floyd Jackson (new), Guy O. J. German and Granville 
Senden (new). 
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CHICAGO 


209 South LaSalle Street 
Financial 6-1444 


Vitalized”’! 





Alloy is not just another steel wool. Everything 
about it is new—new “bounce”, strength, dura- 
bility. Less shredding and fall-out. Made in the 
most modern plant on the most modern equipment 
in its field. And, just as important to you, a new 
profit opportunity. Whethealane—wiles for details. 


Pads + Bulk Tubes + Floor Pads + Continuous Ribbon Rolls 


ALLOY METAL WOOL PRODUCTS CORPORATION 


10750 Capital Avenue er aaa ta 
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order 
requirements. 


to suit your 


Talcott’s Flexible Financing Plans 


FOR ...SOUND BUSINESS GROWTH, 
EXPANSION OF SALES, SEASONAL 
INVENTORIES, MODERNIZING EQUIPMENT 


Steady growth through the years reflects the suc- 
cess with which many clients have used the 
Financing Services of James Talcott, Inc. These 
plans are personalized . . . flexible... 


made to 


industry's special 


Remember: talk to Talcott whenever you need 
working capital. You'll get time-saving and profit- 
able assistance from the man from Talcott. 


Talcott’s Special Financing . . . 


1854 


NEW YORK 


221 Fourth Avenue 
ORegon 7-3000 


DETROIT 


1870 National Bank Bidg. 
WOodward 2-4563 


e Accounts Receivable (Non-Notification) @ Inventories 
@ Machinery & Equipment ¢ Instaliment & Lease Sales 


JAMES TALCOTT. INC. 


FOUNDED 








A NEW SOURCE OF BUSINESS! 





NEW 


You can increase 
your sales volume 
and net profits with 


om ij 
Meo »ssiers 









TARPAULIN SALES PROGRAM 


for WHOLESALE DISTRIBUTORS 











Here’s How 

You Get: 

1. A suggested Stock of 5 
Popular Sizes that repre- 
sent 90% of Tarp Sales 

2. Low $ Investment 





3. 35% Increase in Tarp 
Sales 

; MAIL THIS 

1S COUPON TODAY 


Tarpaulin & Canvas Goods Co., Inc. 
1302-10 W. Washington St. 
indianapolis 6, Indiana 
Telephone: MElrose 2-945] 


> 


. 25% Net Profit 
. Fast Turn Over 


Customer Satisfaction 
Guaranteed 


. Complete selling and merchan- 


dising aids 








HOOSIER Tarpaulin & Canvas 
Goods Co., Inc. 

P. ©. Box 574, Indianapolis 6, Ind. 
Please send me your New Tarpaulins 
Sales Program for Wholesale Dis- 
tributors 


I cinctatschreosesickcisiampinte 
Firm Nome....................... slintenothaiiaeeniiensiii 
Zone.... 


Street 
City 
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December is the biggest month of the year for 
sporting firearms sales. 


So—be ready for a lively, profitable month on 
Mossberg, sparked by four big, national promo- 
tions. To make these four promotions pay off for 
you, display Mossberg models, and use Mossberg 
counter and window pieces. Write the factory for 
them if you don’t already have them. 


1) Special Christmas 
Consumer Ads 


Aimed specifically at Christmas business and 
contrived to send thousands into Mossberg 
dealers’ stores. 


2) Christmas Window Displays 


Greatest national drive on Christmas win- 
dows ever conducted. Mossberg in coopera- 
tion with Popular Mechanics. Watch for the 
window display representative. 


3) Boys’ Life Magazine 
Christmas Promotion 


Mossberg firearms treated editorially and a 
big Mossberg ad in the December issue. Two 
million boys are going to want Mossberg 
guns for Christmas. 


4) Special Mossberg 
Christmas Ad Mats 


Ready and free to Mossberg dealers in 1,000 
cities coast-to-coast. Call your local daily 
newspaper. Or write the factory. 









O. F. Mossberg & Sons, Inc. 
81610 St. John St.. New Haven 5, Conn. 







pur 
~ Share 





News of the Trade 


brief reports of 


MANUFACTURERS’ SALESMEN 


® Youngstown Kitchen Div., American-Standard, Warren, 
Ohio—M. D. Durham, western division manager; Ben F. 
Campbell, regional manager at Knoxville, Nashville, Mem- 
phis; Ben Lerner in Pittsburgh and Buffalo; Ted A. Urban- 
owicz in South Bend, Fort Wayne and Indianapolis; and 
Paul A. Manchester, regional manager at Des Moines, Dav- 
enport, Omaha, and Sioux Falls. 


® Stanley Hardware Div., Stanley Works, New Britain, 
Conn.—Robert L. Depot from representative in Nevada 
and northern California to western regional manager. He 
succeeds Arthur H. Uhler who resigned. Frederick P. Coho- 
lan from assistant to Mr. Depot to representative in Ne- 
vada and northern California. 


© Outing Products Div., Coleman Co., Inc., Wichita, Kan. 
—John C. Davis promoted from district representative to 
regional sales manager. He covers Michigan, Ohio, Indi- 
ana, Kentucky and Tennessee. William C. Kirkwood re- 
joins the firm as New Jersey and eastern Pennsylvania 
representative. 


® Jacobsen Mfg. Co., Racine, Wis.—Frederick W. Hazle to 
field service supervisor covering Indiana, Kentucky, Mich- 
igan, Ohio, West Virginia, and parts of Pennsylvania and 
New York. Mr. Hazle was service manager of Jacobsen 
Power Co., Cuyahoga Falls, Ohio. 


® Mirro Aluminum Co., Manitowoc, Wis.—Glen Evans, for- 
mer sales supervisor for U. S. Steel Products Co., to Utah. 
Idaho and Wyoming out of Salt Lake City; Arthur P. Gosz, 
from the requisition and retail sales departments to Dela- 
ware, Virginia and Maryland. 


e P. & F. Corbin, New Britain, Conn.—Donald E. Yoder 
from the Chicago office to the Dallas territory. He replaces 
F. L. Ezell, who has retired after 30 years; L. H. Alexan- 
der, formerly with Builders’ Hardware & Supply Co., Tulsa, 
to the Oklahoma territory. 


© Armstrong Cork Co., Floor Div., Lancaster, Pa.—D. A. 
Frandsen from Syracuse, N. Y., to Pittsburgh; R. G. Me- 
Queen from Seattle to Spokane, Wash. 


® Clarke Sanding Machine Co., Muskegon, Mich.—Helmer 
R. Miller, Jr., divisional sales manager of the Philadelphia 
branch serving eastern Pennsylvania, southern New Jersey, 
and Delaware. Mr. Miller was Charlotte, N. C., divisional 
sales manager. 


® Shakespeare Co., Kalamazoo, Mich.—Sam W. Grow for 
southern Texas; Thomas A. Kuball in Oklahoma; and Neal 
J. Bond covers central and northern Texas. All the men 
have completed several years of staff and service duties 
for the company. 


® National Can Corp., Chicago—Ben F. Batcheler, for- 
merly of Pet-Ritz Foods Div., Pet Milk Co., Beulah, Mich., 
to the National Can sales department in Chicago. 


® Plastic Products Corp., Cleveland—Robert J. Bordeau 
named to cover Illinois, including Chicago area. Will head- 
quarter at Merchandise Mart. 


®McKinney Mfg. Co., Pittsburgh—Robert M. McWade to 
southeastern Pennsylvania, Delaware, and southern New 
Jersey. He was in dealer sales, and, more recently, eastern 
industrial sales representative. 


® Bruning Brothers, Baltimore—lIrvin C. Brant, Jr., Penn- 


sylvania and western Maryland. He is well known in the 
paint industry. 
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the BIG name 
in Gun Cleaning 





a Se all the 
best courters... 





CLEANING OUTF 


Sell on Sight! 


Display Them on Your Counter 


Everything a man (or woman) needs to keep his guns in 
prime condition . . . famous Hoppe’s No. 9 Solvent, oil, 
patches, wipers, nylon bristle brush, cleaning rod, 
instructions! All in a beautiful redwood chest (Deluxe 
$3.50 retail) . . . or in a sturdy green-enameled steel 
tote box (Utility: $3.25 retail). Fast movers the year 

round... “naturals” for gifts! Display 
them and watch them go! 


FRANK A. HOPPE, INC. 


2314-A N. 8th St. 
Phila. 33, Pa. 






“UTILITY” 


ASK YOUR 
JOBBER 


FOR HOPPE’S | 
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septic tank 


TROUBLES ! 


100% ACTIVE...No Inert Matter 3 = | paca: . 
One Treatment Lasts 4-6 Months ; | | found in all 
_ the best sp ice 


i Baar S| te 















Only 1.95 for full 10 oz. 


@ Most effective — One treatment pre- 
vents, frees tank clogging 

@ Easy — just pour into toilet and flush 

@ Safe — Won't harm humans, animals, 


MSDs 


Pre-sold to over 10,000,000 readers in 
Farm Journal and Progressive Farmer 
Stock — display — order today! 

G. N. COUGHLAN CO., west Orange, N. J. 


Mfr. of Chimney Sweep, Oven-Aid 
Oven Cleaner, De-Moist, Easy-Aid Silver Cleaner 








PLYMOUTH RUBBER CoO., INC. 


Makers of 
SLIPKNOT FRICTION TAPE 







| DIVISION 28 CANTON, MASSACHUSETTS 
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YOU MAKE 


MORE THAN 60% 










































on this Package Deal! 
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QUICK TURNOVER | 
BRINGS YOU $57.79 PROFIT on. 
only $88.56 INVESTED! 


Here’s what Wilkenson gives you 
for only $88.56! 


19 Kits of beautiful tapered seamless legs in 
assorted lengths from 3” to 28”. Each kit has 
four legs, 4 brackets and screws. A complete kit 
for your customer. 

Your choice of beautiful Satin Brass, Pewter, 
Coppertone and Chrome finishes that sparkle 
like silver and gold. Will not mar, stain, chip, 
peel, tarnish or corrode. 

Advertising in leading newspapers to back you 
up. 

Literature and envelope stuffers in any quantity 
without charge. 









ND e e « This FREE colorful COUNTER DISPLAY 
with a FREE OFFER for your customers! : 


"““‘** a" ‘ 


It’s an eye-catcher! A sales puller! 
It looks like a table corner when 
you mount a 15” leg on it. (Leg 
comes with the deal.) 

It offers to your customers, a 
FREE screwdriver with every kit— 
AT NO COST TO YOU! 


ORDER YOUR EASY-PROFIT 
PACKAGE DEAL — NOW! We 
have only a limited number of kits 
to offer in this package deal. 
REMEMBER — Throughout the 
country, Do-It-Yourself customers 
by the thousands are buying these 
Wilkenson Leg Kits for coffee and 
cocktail tables, radio and TV sets, 
furniture, hi-fi equipment. 


ee 








PACKAGE DEAL INCLUDES: 
1—Large colorful Display Board 2 Kits with 3” legs, 2 Kits with 


s legs, 
1-15” Leg for Display Board 2 Kits with 9” legs, 2 Kits with 
19 kits of Tapered Seamless Legs 12” ‘ 

= with 14” legs, 2 Kits with 


in our jewel tone satin brass fin- 
ish with self-leveling glide tips egs, 

t of 1 Kit with 22” legs and 2 Kits 

with 28” legs. 


in the following assortmen 
lengths: 
Each kit has screws, brackets and free screwdriver. 











Send your order to: 


ILKENSON Manufacturing Co. 
2916 West Lake Street, Chicago 12, Illinois 




















Paul Cosgrave Speaks 
At Dealer Group Meet 


Paul L. Cosgrave of Cos- 
grave & Associates, Larch- 
mont, N. Y., distribution 
consultant, was featured 
speaker at the September 
meeting of the Philadelphia 
Retail Hardware Assn. at 
Philadelphia. 

Mr. Cosgrave outlined 20 
rules of successful retailing 
and how the independent 
dealer must abide by them to 
survive in today’s market. 

Mr. Cosgrave discussed 
several areas where the inde- 
pendent dealer can outdo the 
competition. For example: 
The independent dealer can 
offer personalized service far 
beyond the mere peddling of 
merchandise. 


News About Dealers: 


(Continued from page 207) 


nearby towns, on radio spot 
announcements, and with 
2000 eight-page circulars 
supplied by Masback, Inc., 
New York wholesaler. 


Pontiac, Mich. — COLONIAL 
HARDWARE was opened here 
recently. The store is across 
the street from its parent 
company, a lumber company. 
The building has a colonial! 


News of the Trade 





type front, is 74 ft wide by 
56 ft deep. The operation 
is semi-self service. Depart- 
ments featured are paint, 
toys, plumbing and electrical, 
sporting goods, gifts, tools, 
and builders’ hardware. Co- 
owners and managers are Ed 
Callock and Clark Easley. 
The store was set up and 
stocked with the dealer mer- 
chandising program of Buhl 
Sons Co., Detroit wholesaler. 


Durant, Okla.—-OLIVER’S 
HARDWARE was recently 
opened at 121 N. Third St. 
by M. S. Oliver, formerly 
employed by a Denison, Tex., 
hardware firm. 


Fall Meeting of New 
England Distributors 


New England 
Distributors, Inc., will hold 
its annual fall conference 
Oct. 13 and 14 in Swamp- 
scott, Mass. 

Speakers Oct. 13 will be 
John H. Behn of H. J. Behn 
& Co., Inc.; James F. Dona- 
hue, Chandler & Farquhar 
Co., and John F. Gibson, 
J. Russell & Co., Ine. 

Charles R. Spencer of 
Gates Rubber Co. will speak 
Oct. 14 about manufacturers 
and their distributors’ prof- 
its. 


Industrial 





Krause Hardware Forms 25 Year Club 





George Krause Hardware Co., Lebanon, Pa., wholesaler, is celebrating 
its 125th year by forming a 25-year club. The nine employees pic- 
tured above with service totaling 330 years were inducted into the 
club when the company entertained all employees at a birthday 
dinner. Left to right (front row), are Howard Baier who has celebrated 
his 50th anniversary, Robert J. Conrad, C. A. Walter, and Walter 
H. Boltz. Mr. Boltz had 31! years of service when he retired this year. 
Back row, James G. Krause, vice president, C. B. Peiffer, Samuel J. 
Speraw, Leon D. Miller, H. F. Dissinger, R. L. Dissinger and George 
D. Krause, president. Neithe: of the officers are 25-year club 
members. Each member of the 25 year club received a hand repro- 
duced chair of colonial origin with the Krause seal in gold, and a 
brass plate inscribed with the member's name and yeors of service. 


HARDWARE AGE, OCTOBER 9, 1958 


















 TEMCO 


| Gas Space Heaters... 
designed to sell faster! 
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Write, Wire or 
Phone Today 


...- Yours for the 
asking! Illustrated 
literature and 








Display merchandise where 
Your Customers can see it— 
want it—and buy it! 


Only Heller Flexible View Fixtures offer 
so many sales-proven features. Heller 


* 
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prices... 
fixtures are the right answer for those fast, Ask for Catalog 
impulse sales that make for greater profits. “OA” 


Montpelier 
Ohio 









W. C. Hiellere co. 

















“MILLIONS of BUYERS are URGED to 
buy KEY-BAK Key Reels from YOU! 


“PRE-VENT” HEATER 


“PIN-UP” HEATER 


Back up your sales with these 
8 big Temco PLUS points! 





POPULAR MECHANICS, SCIENCE & ME- 
CHANICS, MECHANICS ILLUSTRATED and 
other National magazines tell the story of 
KEY-BAK Key Reels to MILLIONS of pros- 
pects. Your customers are URGED to get 
KEY-BAKs from YOU! it will pay you to 
get a stock of KEY-BAK Key Reels from 
your jobber; place them on the counter 
and WATCH THEM SELL! 











KEY-BAK Key Ree! is 
worn on the belt. It 
carries keys and o.her 
small objects on a 24” 
long steel chain 
Swedish clock spring 
reels in the chain and 
keeps keys safely at the 
wearer's side 


= saa 


Pocket-waich size. 
Sturdily constructed 
Highly polished chrome 
finish. GUARANTEED! 
MODEL 3, Belt-loop 
model. MODEL 5. 
Belt-clip mode! 





ORDER FROM JOBBER! 


If your jobber doesn’t carry 
| KEY-BAK write us. Come 
; packed 6 to Display-Card or 
; 12 to Display Box. 


East of Mississippi: 
CTL COMPANY 
1710 W. Stewart Ave. 
Wausau, Wisconsin 


West of Mississippi: 
LUMMIS MFG. CO. 
) 2242 E. Foothill Bivd. 

Pasadena, Calif. 


iver A Million Kev-Baks Sold! 
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|. Written warranty on all 
Temco Ceramiclad* heat ex- 
changers. 


2. Proved performance backed 
by Temco’s 30-year reputation 
for quality. 

3. Temco models to suit every 
heating need. 


4. Fully automatic, factory-in- 
stalled controls on most models. 


5. Modern, streamlined cab- 
inets finished in rust-proof, 
fade-proof Porcelain Enamel 
finish. 

6. Lint-proof, clog-proof, non- 
aerated pilot on vented 


7. Flame-proof, Pyrex glass 
front on radiant models. 


8. All Temco space heaters are 
AGA approved for natural, 
manufactured or L.P. gas. 


Fill your customers’ needs with TEMCO 


Write today for FREE catalogue! 


TEMCO, Tales 


TENNESSEE 


LLE 9 





*Trade Mark registration perding 


“THE COMPLETE LINE OF GAS HEATING EQUIPMENT” 


ROOM HEATERS « 


FLOOR FURNACES © WALL HEATERS © UNIT HEATERS 


WARM AIR FURNACES ¢ AIR CONDITIONING ¢ GAS WATER HEATERS 
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ATTRACTIVE 


DEALER DISPLAYS 


AVAILABLE 


ATION 


- OR 


door 
“iewelry” 


TULIP design 
Cylinder Entrance Lockset 
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News of the Trade 


news in brief of 


MANUFACTURERS AGENTS 


® Buch Mfg. Co., Elizabethtown, Pa.—Southern California 
and Arizona to Wolter & Pearson, Los Angeles; northern 
California to Wolter & Greenley, San Francisco; Oregon, 
Washington and Idaho to Richard H. May, Seattle; Colo- 
rado, Utah, New Mexico, Wyoming, Montana and Nevada 
to Johnson & Toppel, Denver; Louisiana, Arkansas, Mis- 
sissippi and Tennessee to N. T. Beyer, New Orleans, and 
Virginia and North and South Carolina to W. G. Fleet, 
Richmond. 








® Columbia Drill Co., Chicago—New York state, including 
metropolitan New York and northern New Jersey, except 
Trenton, to William W. White & Co., Inc., White Plains. 


® Chicopee Mills, Inc., Lumite Div., N. Y.—Eight south- 
eastern states to G. M. Baird & Co., Memphis. States are: 
Virginia, North and South Carolina, Tennessee, Georgia, 
Alabama, Mississippi, and Kentucky. 


® Clark Housewares Sales Co., Cincinnati—James G. Leri- 
otis, a former assistant housewares department manager 
in a Pittsburgh department store, has been named to cover 
western Pennsylvania. 


® Barclay Chemical Co., Inc., Cambridge, Mass.—Maine, 
Vermont, Massachusetts, Rhode Island, Connecticut, New 
Hampshire to Liberty Associates, Boston. 


® Simonsen Industries, Chicago—Eleven western states and 
Hawaii to Cohn & Shane, Inc.; all of Canada, to Can-Am 























Toy Limited, Toronto. 





Here's How To Report 
Expense Accounts 


It’s official now how to re- 
port business expense ac- 
count money on federal in- 
come tax reports. 

The Internal Revenue Ser- 
vice late last month issued 
final regulations on the sub- 
ject, sometimes referred to 
as line 6a. The new regula- 
tions apply to the years be- 
ginning after Dec. 31, 1957. 

Here’s the ruling: 

If you are required to give 
your employer an accounting 
of your expenses, and you do, 
then you don’t have to report 
it on your income tax return, 
either detailed or in total 
amount. However, if you get 
back more than you spent, 
you have to report the ex- 
cess. 

If you are not required to 
account to your employer, or 
if you are required to but 
don’t, then you have to re- 
port the total amounts of ex- 
penses for travel, transporta- 
tion, entertainment and other 
purposes for which you were 
reimbursed. 

Also, if your expenses are 
more than you get back and 
you want to claim a deduc- 


tion for the excess, you must 
show an itemized breakdown 
of what you spent and what 
you were reimbursed. 

Internal Revenue Service 
also said that employees re- 
quired to account to employ- 
ers for their expenses will 
not ordinarily be called on 
to back up expense account 
information unless: 

(1) Expenses exceed the 
amount reimbursed and the 
employee claims a deduction 
for the excess; or, 

(2) The employee is re- 
lated to his employer or is 
employed by a company in 
which he or his family owns 
more than 50 percent of the 
stock; or, 

(3) It is determined that 
the procedures used by the 
employer in accounting for 
these’ expenses are not ade- 
quate. 

When the new line 6a first 
appeared on tax forms last 
November, it caused quite a 
furor. The ruling was later 
cleared up (see HA, Jan. 30, 
p. 21; Feb. 13, p. 124; March 
27, p. 178) to mean that em- 
ployees who report expenses 
directly to their employer 
would not have to fill in line 
6a this year. 
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PROFIT 


New 
Key-Keeper 


for home, farm 
and apartment 


aa 


Market tests prove overwhelming consumer de- 
mand for KEY-KEEPER. Unusually profitable 
addition to your key, lock and door hardware 
business. Keeps keys in order; always accessible. 
Available in 10 hook unit (shown) at $1.59 retail; 
8 hook at $1.19; 5 hook at $.79. Each unit com- 
plete, ready to use, with hook panel, key tags, 
labels and directions—all mounted on attractive, 
individual display card for maximum sales appeal. 


Write today for full details on profitable trial 
order plan. 


P. O. MOORE, INC. 


A Subsidiary of SUNROC Corporation 








GLEN RIDDLE 33, PENNSYLVANIA 


From the makers of DURO Plastic Aluminum another 


GREAT NEW PRODUCT, GREAT NEW PACK 


CHEMSTEEL 


Unquestionably the world's fin- 
est filler and adhesive. DURO 
E-POX-E CHEMSTEEL chemic- 


metal. Beautifully pac , na- 
tionally promoted ... and great- 
er value. Two sizes retail at $1 
and $1.89. 

WOODHILL CHEMICAL CO. 
1390 E. 34th Street © Cleveland 14, Ohio 
“Originators and World's Largest Mfrs. of Plastic Aluminum” 















ally welds, seals, solders, fills 











Driveway Markers 


The perfect marker for keeping cars on the driveway, and 
off the lawn. No blind sides—360 degree visibility. 
48” height — taller than deep snow, and most border 
shrubs. Smart contemporary styling adds decorative note. 
Reflector is 34%” high, finished in brilliant traffic yellow 
baked enamel, deppth reflectorized with crystal clear glass- 
like grains—entirely weather- and rustproof. Rod is 
heavy rustproof, discolorproof bright finished aircraft 
aluminum. Packed 12 to self-selling display carton. Re- 
tail 98c¢ per marker. Easily sold in sets of 2 or more. 











Order from your jobber 
HY-KO PRODUCTS CO. 
Famous for Signs, Letters, Numbers 

CLEVELAND 3, OHIO 
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jig and coping saw blades 
in this TROJAN Assortment 
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° Individually 
packed 


© Individually 
labeled 


¢ All pre-priced 


From this brilliant yellow and blue display box 
| designed for counter or hanging on pegboard 
| wall, you can fill, or the customer can select 
| in seconds, any order for jig and coping saw 
| blades, for hand or power saws. 

Unequalled in quality, world famous Trojan 

blades are hardened and oil tempered with teeth 
individually filed and precision set. 


Manufacturers of World-Famous Trojan Saw Blades and Frames 


Fiuy the | Parker |Zre 


- PARKER MANUFACTURING CO. 


WORCESTER 1, MASS., U. S.A. 
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Advertising Awards Set 
Again For Triple Mill 


Members of the American 
Supply & Machinery Manu- 


facturers’ Association have 
been advised that there will 
be an Advertising Awards 
Program again this year. 

Announcement was made 
by the Joint Advertising & 
Awards Committee of the 
National and Southern In- 
dustrial Distributors’ Asso- 
ciations. 

Winning manufacturers 
will receive their awards at 
the Triple Industrial Supply 
Convention to be held in 
Dallas next May. This is 
the eighth consecutive year 
for the program. 

Principle of the awards is 
that manufacturers should 
sell their products first and 
then stress the plus values 
to the customer of securing 


his supplies through indus- 
trial supply distributors. 

The awards are made in 
four classes: magazine ad- 
vertising; direct mail and 
other promotional literature; 
current catalogs; overall ex- 
cellence in carrying out the 
first three categories. 

Early next year, all mem- 
bers of the ASMMA will be 
invited to send in their en- 
tries. 


Town & Country Show 


Town & Country Supply 
Co., St. Louis Park, Minn., 
lawn and garden supply dis- 
tributor, will hold a Lawn & 
Garden Supply Show for 
dealers Oct. 27 and 28. The 
show will be open each day 
from 1 to 9 p.m. at 3361 
Gorham Ave. in St. Louis 
Park. 


OBITUARIES 


Karl M. Haugen 


Karl M. Haugen, former 
president of Schlafer Hard- 
ware & Mill Supply Inc., 
Appleton, Wis., died Aug. 12 
at his Appleton home after a 
long illness. Mr. Haugen 
served as president and gen- 
eral manager of the Schlafer 
firm from 1935 until it be- 
came affiliated with Ace 
Hardware Co. associated 
stores in 1957. 


Philip B. Niles 


Philip B. Niles, 56, vice- 
president and a director of 
Yale & Towne Mfg. Co., New 
York, died Sept. 24 in Lenox 
Hill Hospital, New York af- 
ter a long illness. Mr. Niles 
joined Yale & Towne as a 
vice-president in 1949 and 
became a director in 1956. 
Prior to 1949 he was asso- 
ciated with Owens - Illinois 
Glass Co., Toledo and Ameri- 
can Water Works Co., N. Y. 


W. Homer Hipskind 


W. Homer Hipskind, 69, 
senior partner of King-Hips- 
kind Co., Wabash, Ind. deal- 
er, died Sept. 13. Mr. Hips- 
kind, associated with his 
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store for 46 years, was pres- 
ident of the Indiana Retail 
Hardware Assn. in 1941. 


Nathaniel S. Seeley 


Nathaniel S. Seeley, 70, 
retired vice-president and 
treasurer of Cornwall & Pat- 
terson Co., Bridgeport, Conn., 
died Sept. 13 in a Stamford, 
Conn. hospital. Mr. Seeley 
was with the hardware man- 
ufacturing firm from 1939 
until his retirement three 
years ago. 


Albert D. Hall 


Albert D. Hall, 59, of 
Philadelphia, divisional sales 
manager for Clarke Sanding 
Machine Co., Muskegan, 
Mich., died July 24. Mr. Hall, 
who had been in the floor 
maintenance machine busi- 
ness for 14 years, joined 
Clarke as manager of the 
Philadelphia district in 1945. 


Alexander S. Opoulos 


Alexander S. Opoulos, 64, 
former owner of Mt. Kisco 
(N. Y.) Hardware Co. and 
Mt. Kisco Lawn Mower Ser- 
vice, died July 23 at his son’s 
home in Goldens Bridge, 
Me ke 
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Ancient hardware 





Can you identify this lock found 


on Revolutionary War foundry site? 


Here is a lock that probably goes back to Revo- 


lutionary War days. 


The owner brought the lock 





to Hardware Age and asked if any hardwareman 
might know something of its history and where and 
when it was made. Can you help with the identifi- 
cation? 

The lock was found at Hanover Furnace, in New 
Jersey. Hanover Furnace was casting cannons and 


cannon balls during the 


Revolutionary War for 


General Washington’s Army. 
The finder is Harry Boyer, now a retired em- 
ployee of the Chilton Co., publisher of Hardware 


Age. 


Mr. Boyer had a summer home at the Fur- 


nace, in Burlington County about two miles from 
Browns’ Mills. About 40 years ago Mr. Boyer was 
spading in the back yard at his summer home. He 
dug into some slag, evidently from the old furnace. 
Mr. Boyer was interested in the colorful slag and 


kept digging. 


About three feet down a metal object, about an 
inch long, was imbedded in a bit of slag. Mr. Boyer 
dug it out, and found this lock. Mr. Boyer cleaned 
up the lock, then put it in his workshop at his 


Philadelphia home. 


Recently Mr. Boyer was rummaging around his 
workshop and came across the lock. Then he asked 
HA for help in identification. 

If you can identify the lock, or have any infor-. 
mation about its age or name please write to Editor, 


Hardware Age, 
delphia 39. 


Chestnut 


& 56th Sts., Phila 





Judges Picked For 
Slaymaker Contest 


Three judges have been 
selected to pick the winners 
of the $500 dealer display 
contest sponsored by Slay- 
maker Lock Co., Lancaster, 
Pa. 

Judges are: L. V. Row- 
lands, publisher of HARD- 
WARE AGE; Charles Sni- 


tow, president of the National 
Hardware Show; and R. B. 
Shellenberg, manager of the 
appliance and hard goods 
division of Saturday Evening 
Post. 


A $250 first prize and 34 
other prizes are offered for 
dealer displays of any kind 
featuring Slaymaker prod- 
ucts. 
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Here are design, marketing, and sales executives of 
Stanley Electric Tool Div., the Stanley Works, at a recent 
meeting which marked the introduction of Stanley's new 
line of routers. From left: C. Fred Wheeler, marketing 
manager, Stanley Electric Tools; Clyde S. Gischel, director 
of marketing, the Stanley Works; Frank P. Lucier, 
assistant sales manager, Stanley Electric Tools; Hoyt C. 
Pease, vice-president-divisional administration, the Stanley 
Works; Stephen H. Cross, vice-president in charge of 
electric tool division; and James H. Godfrey, chief 
engineer. 








ee > 


Here are sales representatives of Moto-Mower Co., Div., Detroit Harvester Co., at a recent meeting held at the Richmond, 
Ind., plant of the firm. 1959 models were shown and tested. At extreme righi of picture, Dick Clark, sales promotion manager 
and Bill Nolan, general sales manager. 





The Steinman Hardware Co. is reputed to be the oldest hardware wholesaler in the nation (Est. 1744). But that doesn't keep this Lancaster, 
Pa., wholesaler from having young ideas. The new Steinman “Band Wagon" is a good example. The truck carries the Steinman name and 
the names of several dozen top-branded manufacturers wherever it goes. It interests dealers and consumers alike, for each brand name is 
placed under a heading such as “good gardening,” or ". . . for do-it-yourselfers” to give everyone something to think about. The band 
wagon is multi-colored, and uses the exact trademark of each manufacturer. 
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Classified Opportunities Section 





CLASSIFIED ADVERTISING RATES 


NOTE: Samples 
catalogs, etc., will not be 
number advertisers, uniess accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. ified 
prior to publication date. 


Remittance must accompany order in form 
of check or money order payable to Hard- 
ware Age—Classified Section, not currency or 
stamps. 


Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
Each additional word 


Positions Wanted 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 

5°% discount allowed for 4 or more con- 

secutive insertions of Boxed Display Ads. 

Cuts or special borders not accepted. 

Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & Séth Sts., Philadelphia 39, Pa. 


literature, 
to box 


of merchandise, 
forwarded 


ass forms close weeks 











Representatives Wanted 





Representatives Wanted 





Representatives Wanted 








WANTED 
Mfr's Reps And Distributors 


Nationally advertised new line of products for 
the hardware and building supply markets. 
Proven demand by large number of retail in- 
quiries. Fully merchandised, fast moving, qual- 
ity products. Many additional new products 
coming soon. 


We Gre a top prestige company, leaders in 
quality products for home and industry for 
over 20 years. See our page 13! in this issue. 
Choice territories open. Please write in detail. 


THE ROBERTS CO. 


600 Ne. Baldwin Park Bivd., City of Industry, Calif. 
(Los Angeles Suburb) 








WANTED 


MANUFACTURERS’ REPS AND DISTRIBUTORS 
Brand new line of Aluminum Hardwore 
and Thresholds; absolutely lowest priced quality 
line on the market; eliminates all competition. 
For particulars write: 


LUSTRE LINE PRODUCTS 
53 North 2nd Street, Philadelphia 6, Pa. 


ae 


GUN AND AMMUNITION 
SALESMEN (3) 


Realignment of territories necessitates our 
need for 3 good men known to the dealer 
trade. Must be under 40, willing to travel 
extensively, with past experience selling 
sporting goods or hardware jobbers. We 
sell sporting goods and other dealers. 
Salesmen must reside in one of the follow- 
ing locations: 

1. Philadelphia 

2. Cincinnati or Louisville 

3. Los Angeles 


Salary, bonus and travel expenses. Unless 
we receive full details of your experience, 
past earnings and present salary require- 
ments, your application will not receive 
our consideration. All replies held in con- 
fidence. Our employees know of this ad. 


Address Box K-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SALESMAN 


To call on RETAIL paint, hardware, and building 
supply dealers. Our product is masonry paint—the 
best made—and is nationally advertised. If you can 
sell, this is an exceptional opportunity to build a 
real future. Excellent commission on new and existing 
accounts. Write in full. Confidential. 


Address Box H-41, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











WE_ ARE OPENING THE TERRITORIES 
OF KENTUCKY, OHIO AND WESTERN 
TENNESSEE. Have openings for energetic sales- 
men to handle our line of inexpensive paints 
in conjurction with the compatible hardware or 
variety line you are now handling. Highest com- 
missions paid on a product that is well es- 
tablished in 12 Southeastern states. This is an 
opportunity to handle competitive priced paint 
that is a tremendous merchandising item in all 
types of stores. Give full details in first letter. 
Hampton Paint Mfg. Co., Inc., Hampton, Vir- 
ginia. 


PLASTIC DROPCLOTHS, TARPAULINS, 
FLOOR MATTING, shelving, storm windows, 
sponges, tablecloths, rment and freezer bags, 

rden hose, polyethylene industrial-construction- 
arm film manufacturer wants experienced repre- 
sentatives. Established business with fast moving 
lines and dependable service. Advise territory 
covered; lines carried. Reliance Plastic & Chem- 
ton Corp., 110 Kearney St., Paterson 26, New 
ersey. 


LOOKING FOR A PROFITABLE PAINT- 
BRUSH LINE? We are well known national 
manufacturers of high quality, competitively 
riced, paint brushes of every description; pure 
bristle and nylon. Several lucrative territories 
are now available. Very high commission, pro- 
t territories, all shipments prepaid. State 
full particulars in first letter. All replies confiden- 
tial. Address: x J-11, care of Harpware AcE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 
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SALES REPRESENTATIVES 


One of America’s largest wholesalers of Plumb- 
ing Specialties, housewares, and garden goods 
has territories open. Line competitively priced. 
Many leads available in open territories. Apply 
a lines handled, experience and territory 


cove . 
GROSS PLUMBING & RUBBER CO.., Inc. 
Dept. 69, 135 So. 2nd Street, Philadelphia 6, Pa. 











UNUSUAL OPPORTUNITY FOR QUAL- 
IFIED REPRESENTATIVE. Exclusive fran- 
chise to sell complete line of competitive metal 
legs to hardware, building supply dealers and 
jobbers. Local, national advertising to back you 
up. Package deals and promotions for easier 
selling. Excellent commissions. Several territories 
still available. Write today. Please enclose some 
information about yourself and state territory 
ou wish to cover. Wilkinson Mfg. Co., 2916 

est Lake Street, Chicago 12, Illinois. 





EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box A-22, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





MANUFACTURERS REPRESENTATIVES 
WANTED. Manufacturers’ Representatives now 
calling on Hardware distributors and j s 
wanted to handle line of poly lene flexible 
pipe. Reply giving territory covered, number 
field men working, number of wholesale ac- 
counts being sold. Most territories open. Reply: 
CONSOLIDATED PIPE COMPANY _ OF 
AMERICA, 1066 Home Avenue, Akron, Ohio. 





























FARM SPECIALTY ITEMS. Several terri- 


tories open. Address: Box H-20, care of Harp- 
| ware Ace, Chestnut & 56th Sts., Philadelphia 
39, Pa. 


Paint Brush Salesman 


Prominent paint brush manufacturer has open 
territories for successful sales producer. Pre- 
fer man now calling on paint, hardware, lum- 


ber dealers. Protected territories. Established 
business. Will also consider sideline man or 
manufacturers’ agent. 


Address Box A-23, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 








ST. LOUIS 


Monufacturer of the most complete line of 
chemical specialties, for the Hardware, Paint 
and Plumbing supply trade, is interested in 
representation in the St. Louis area. Write to: 


Triple-X Chemical Laboratories, Inc. 
2803 So. Calumet Ave., Chicago 16, Ill. 











WE ARE LOOKING FOR MANUFACTURER'S 
AGENTS now calling EXCLUSIVELY on the 
Retail Hardware and Retail Lumber Yard Trade 
in the midwestern, southwestern and north- 
western states to sell a complete line of fast- 
eners. We offer a good proposition at 15% 
commission. 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST.. NORWOOD, MASS. 











MANUFACTURER OF A HIGH QUALITY 
and Competitive Line of Cabinet Hardware wishes 
representation in the following areas: Louisiana, 


Kentucky, Tennessee, Indiana. Men who are 
calling on the retail lumber dealers, contract 
hardwares and kitchen cabinet manufacturers 


send us all particulars and lines you are now 
handling in first letter. Address: Box K-22, 
care of Harpware Acer, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





LIMITED NUMBER OF TERRITORIES 
STILL AVAILABLE FOR  manufacturer’s 
agents contacting all types of volume buyers. 
Three top hardware-houseware specialties in 
$.39—$.89 bracket. All fast movers with large 
repeat percentage. In store displays. Trade ad- 
vertising support. Advertising allowances. Many 
established accounts. Clover Products, 1141 At- 
lantic Avenue, Rochester 9, New York. 





EXPERIENCED HARDWARE SALESMEN 
wanted to call on dealers with direct factory 
lines. Retired jobber salesmen O.K. New Jersey, 
Westchester, New York City, Long Island terri- 
tories. Staple merchandise with display and free 
goods deal, excellent commissions. Address: Box 
K-16, care of Harpware Acez, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





REPRESENTATIVES wanted to cover build- 
ers’ supply outlets, hardware distributors, for 
imported locksets. Offer complete line, American- 
Style, well-built, low-priced locksets, very attrac- 
tively priced. Several territories still open 
exclusive basis. Generous commission. Write 
giving coverage, details of organization. Orbit 
Sales Co., Inc., 185 Church St., New Haven, 








Conn. 
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Representatives Wanted 








Accounts Wanted 





Business Opportunities 








BB AIR RIFLE SHOT MANUFACTURER 


Manufacturer of air rifle shot, steel cop- 
per coated BB's wants 
Most territories open. 


representation. 


Address Box C-20, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 











SALESMEN PLUMBING SPECIALTIES 
to sell for established national distributors, ex- 
clusive territory, 10% commission. Write full 
details with references. Replies confidential. 
Akron Supply Co., Inc., 216-218 Grand Street, 
Brooklyn 11, New York. 


CORD SHORTENERS. Representatives Wanted 
for Cord Shorteners. State lines now carried. 
Address: Box E-38, care of Harpware Aogz, 
Chestnut & 56th Sts., iienasemmaamanel 39, Pa. 





MANUFACTURER WANTS SALESMEN 
WHO WILL sell to both retailers and whole- 
salers hardware and plumbing. Liberal commis- 











sion. Address: Box K-15, care of HARDWARE 

Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 
Accounts Wanted 

Manufacturers’ representatives covering the 


whole country interested in adding plumbing, 
building and hardware lines. Aggressive repre- 
sentation guaranteed. Prepayment of solicited 
samples. Commission basis. 


Address: Raul Rio, P.O. Box No. 4095, Havana, Cuba. 








Consistent, Conscientious, Concentrated cover- 
age of metropolitan New York and New Jersey. 


BOBROW LEWELL ASSOCIATES 


814 Broadway, New York 3, New York 
(We gef results) 








REPRESENTATIVES 


Covering all phases of jobbers. Can render reliable 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. WRITE ANCO Corroration, 7 
Wood Street, Pittsburgh 22, Pa. 











DOES YOUR LINE NEED A VETERAN’S 
ABILITY TO develop accounts on a Long-Term 
basis? 12 successful years in Phila.-Balt.-Wash. 
area with three key lines. Will concentrate on 
one more solid account. Hundreds of customer 
friends—-wholesale dept. store, chains, premium, 
and other volume users. Address: ‘Box K-19, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





—— +. + 


MISS., ALABAMA AND | ‘WEST TENN. 
being covered by experienced representative with 
proven production going direct to dealers. Need 
any of the following—-Lawnmowers, cxhaust win- 
dow fans, power tools, handled steel goods, gym 
sets, electrical lines or any volume hardware or 
building material line. Pio «ll Box J-31, care of 
Harpware AcE, ee & 56th Sts., Philadel- 
phia 39, Pa. 


ee 


LINES WANTED BY COMPETENT AND 
EXPERIENCED Sales Representative coverin 
New England. Write Address: Box H-16, care © 
Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





OHIO. INDIANA, KENTUCKY Active and 
experienced, complete coverage of wholesale hard- 
ware, housewares, variety, also rack jobbers. De- 
sire major x of hardware or housewares. Ad- 
dress: od K-25, care of Harpware Ace, Chest- 
nut & Sé6th Sts., Philadelphia 39, Pa. 
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EASTERN PA., DEL., N. J., MD., estab- 
lished 13 years., two men calling direct on large 
retail hardware, dept. stores and jobbers. We 
desire additional line of Hardware or Houseware 
nature. Complete coverage of the above areas 
writing to: Address: Box K-18, care of 
Harpware Ace, Chestnut & 56th Sts., Phila- 


delphia 39, Pa. 











Help Wanted 








HOUSEWARES BUYER FOR EAST 
COAST DISTRIBUTOR. Accustomed to 
working with budgets and inventory 
control. Excellent opportunity for a 
qualified, ambitious person. Reply with 
full details to— 

Address Box K-24, care of HAROWARE AGE 

Chestnut & 56th Sts., Philadelphia 39, Pa. 

Replies treated in confidence. 














Business Opportunities 






























FRANCHISE AVAILABLE FOR 
OWN PART OR FULL-TIME 
DISTRIBUTORSHIP 


National company opening territory in this area 
will help aggressive young man build own 
profitable business calling on retail stores with 
successful fast-moving new 5 YEAR LONG-LIFE 
LIGHT BULBS. 

|| Will back right man with training, advertising 
|| and promotion programs. Small merchandise 
investment required. Additional financing and 
credit available. Tell us about yourself... 
we'll arrange interview. 


WRITE IMMEDIATELY 


Address Box K-2!, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














SHORT ON CASH—LONG ON HONESTY. 
Young man in above position can buy a hard- 
ware business best possible manner. Owner wants 
to sell on account of age. Joseph Binford & Son, 
Crawfordsville, Ind. 








you have and lowest prices you will accept to: 


WE ARE BUYING—SCREEN WIRE CLOTH 


WHY CARRY OVER SCREEN CLOTH TILL NEXT YEAR? 
TURN THIS DEAD MERCHANDISE INTO CASH! 


We can use any quantity of screen wire cloth (part or full rolls) in ALUMINUM, BRONZE, GALVANIZED 
STEEL. or PLASTIC: HARDWARE CLOTH: POULTRY WIRE; and FENCE WIRE. Send list of what 


A-Z HARDWARE CO., 27 North 2nd St., Phila. 6, Pa. 




















IF YOU SELL PET SUPPLIES 


and pet equipment, you can profit by subscrib- 
ing to THE PET DEALERS, the largest busi- 
ness magazine for pet shops and pet supply 
depts. Special Introductory Offer: Send $3 
for 1 year subscription (12 issues). Complete 
refund if you cancel within 3 months. 


THE PET DEALERS 


Dept. H, 9 East 38th Street, New York 16, N. Y. 










WANTED FOR CASH 
CLOSEOUTS JOB LOTS 
Hardware Tools, Housewares, Gifts, Toys, 
Electrical, Paint, Plumbing, Automotive. 
Kamzan Trading Co., 141 West 28th Street, 
| New York |, New York, Chickering 4-8584. 











Hardware And Variety Store 


for sale in State College, Penna. One of the fastest 
growing towns in Central Penna. All clean hardware, 
modern fixtures, approximately three years in business, 
$30,000.00 Inventory, must be seen to be appreciated, 
long rental lease or building may be purchased, 
rental investments in building, ample parking space, 
reason for selling—il! health. 
Address Box )-28. care of HARDWARE AGE 


Chestnut & 56th Sts.. Philadelphia 39, Pa. 











RETAIL HARDWARE STORE FOR SALE. 


Located in Aurora, Colorado a few city blocks | 


from Denver in a well established and growing 
community. Handles hardware, paints, house- 
wares, and gifts. Well laid out and modern. 
For details, Address: Box K-17, care of Harp- 
ae 8 Ace, Chestnut & 56th Sts., Philadelphia 
9, Pa. 


NO EXTRA CHARGE to 





have your name 


and address beautifully embossed on 117 different | 


key blanks. Order as few as three dozen of 
any number. Write for bulletin No. 858, which 
also contains 19 comparative number lists and 
automobile number chart. HAZELTON CHAIN 
CO., 81 Kemble St. Roxbury 19, Mass. 


FOR SALE: HARDWARE STORE WELL 
ESTABLISHED. In a thriving Jersey Shore 
town. Clean stock. Will sell at invoice. Will 
also sell building if desired. Living Quarters 
included. Must seen to be appreciated. In- 
formation given by appointment only. No 
Brokers. Address: Box K-11, care of HarDWaARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 











HARDWARE-GENERAL STORE, 1 1957 sales | 


$150,000, same owner 10 years, ay 
equipped attractive store, A-1 location, employ 


open 6 days to 9 P.M., Pennsylvania city, — 
lease, drive-in parking, ae. 000 stock, priced 
right. Address: Box care of HARDWARE 


Acr, Chestnut & 56th Ne Philadelphia 39, Pa. 


HARDWARE AND BUILDING MATERIAL 
YARD for sale—in central New Mexico, estab- 
lished eleven years. Adequate stock for area. 
hain lease or sell buildings. Address: Box K-20, 

re of Harpware Acer, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 













































ATTENTION WAGON JOBBERS 


in the midwestern, southwestern and north- 
western states. We have a good proposition 
for you to sell a complete fastener line that 
will fit in with your present operation. Write 
us for details. 


SHARON BOLT & SCREW CO., INC. 


ENDICOTT ST.. NORWOOD, MASS. 











FOR SALE: Appliance and Hardware Store 
Central Eastern lowa location. Approximately 
| $18,000 stock and fixtures, building can be leased 
er bought. Terms to suit purchaser. [II] health 
| and age reason for selling. Excellent eet 
for some younger person. Address: Box K-12, 
care of Harpware Ace, Chestnut & 56th Sts., 
| Philadelphia 39, Pa. 





Positions Wanted 








WHOLESALE EXECUTIVE 


1 am interested in taking on responsibility for 
complete management of wholesale operation. 
More than 32 years experience in all phases of 
management for a firm doing $10 to $12 Mil- 
lion. Excellent recommendations. 
Address Box K-13, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


ne 











ADMINISTRATIVE DYNAMO, 
background, thrives on responsibility, specializes 
in management, purchasing, cataloging, promo- 
tion, sales of Hardware, tools, garden = i 
building materials and hardware, industrial, and 
housewares. A-1 references. Interested only in 
well-paying position. Address: Box K-14, care 
of Harpware Acer, Chestnut & 56th Sts., Phila- 
| delphia 39, Pa. 


top notch 
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STICKLEBACK SELLS—SELF SERVICE—STICKLEBACY SELLS 





STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 















Ask Your Jobber. Or Write TEC IMPORTS 


STICKLEBACK SELLS—SELF SERVICE—STICKLEBACK SELLS 





AN [EXCLUSIVE] 
FOR THE 
98° TABLE 





15001-03 Califa 
Van Nuys, Colifornia 












Unusual, 
lbs. — the gift 


shop...asa 





, for ve choppers. 


decorative, eminently useful, this 
“junior” anvil is 8” long, 3%" high, weighs 8 
i "s answer for people 

who have everything! Ideal for the home work- 
door stop . . « OF Conversation 

piece. Sell in pairs for book ends with a touch 
of early Americana! Available in assortments 
of 6 brilliant colors . . . gift ‘/ for 
Christmas. Call, wire or write T 


YETTER MANUFACTURING CO 


A 





Inc., COLCHESTER, ILL. 


i 


oe SiiaS HIVEITNOUS—IDIANIS M19S—STIIS WOVEIDOUS 


| 











Makes It’ Editor. 
He'll be glad to 
serve you. 


Changes New products and new 


trade names are constantly being added to the 
listings for the next Directory Number of HARD- 
WARE AGE « Therefore, if you do not find in the 
current issue of the Directory Number the prod- 
uct you are interested in, write to the “Who 


HARDWARE AGE 


Chestnut & 56th Sts. 
Philadelphia 39, Pa. 




















305-HA Cass St., Peoria 2, 


ifilemilel laine ce 


relohwAelstm@elticlalaelila 


“PUFFS” 
ENOUGH 


LUBRICATES EVERYTHING! 





Year ‘round seller—hundreds of uses in home, 
shop, office. 

A clean, powder lubricant—not to be compared 
with dirty, messy, black 
Full jobber and dealer discounts. 
Counter display and individual cord. 
Over | million bottles sold last year. 


raphite. 


Write todoy for free somple. 


Representatives: A few territories opeal 


REARDON PRODUCTS 
iMinois 
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Linzer & Sons, Inc., David 
Lufkin Rule Co., The ..... 


Lummis Mfg. Co. 


M 
M & D Store Fixtures, Inc. 
Mann Edge Tool Co. 
Marshalitown Trowel Co. 
Masonite Corp. 
Maze, W. H., Co. | 
McGill Metal Products Co. 
Meinor Industries 
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157 


134 


Inc. 42 


194 
172 


.. 138-139 


221 
. 213 
. 192 
172 


2ii 
224 
215 


i. 


114 


162-163 
. 222 


Outboard Marine 


28-29 


121 
79 
213 


141 
157 

















Index to Advertisers 





Midwest Mower Corp. 6! 
Miller Clock Co., Howard 176 
Miller & Co., Inc., Robert E. 222 
Millers Falis Co. 76-77 
Minnesota Mining & Mfg. Co. 205 
Model Box & Tool Co. 32 
Moore, Inc., P. O. . 215 
Mortell Co., J. W. 113 
Mossberg & Sons, Inc., O. F. 210 
Moto-Mower Div. 

Detroit Harvester Co. 30-3! 
Mouli Mfg. Corp. 169 
N 
National Cash Register Co. 146 
National Hardware Corp. ....... 214 
National Mfg. Co. 145 

New England Carbide Tool Co.., 
IO. < s cdddetutes. 181 
North & Judd Mfg. Co. 116 
Northrup, King & Co., Ltd. 174 
.@) 

Ox Fibre Brush Co., Inc 189, 190 
Oxwall Tool Company, Ltd. 70 
P 
P & C Tool Co. 78 
Parker Mfg. Co. 215 
Porks Co., The ... 120 
Phillips Chemical Co. is 
Phillips Drill Co. 169 
Pioneer Gen-E-Motor Corp. 182 

Pittsburgh Plate Giass Co 

Pennvernon Div. 159 
Plastic Products Corp. 132 
Piastics Mfg. Co. 52 
Piymouth Rubber Co 241 
Portable Electric Tools, inc 1 
Porter Cable Machine Co 158 
Porter Co., H. K., Disston Div 

184-185 

Propulsion Engine Corp 

Div. Food Machinery & Chemi- 

cal Co. 192 

° 
Quick Mfg. Co. 38-39 
. 

R-Line Store Fixture Co 187 
Reardon Products 220 
Red Devil Tools .. 223 
Republic Steel Corp. 64-65 
Revere Copper & Brass, inc 

Rome Mfg. Co. Div. 43 

Phillips Chemical Co. 18 
Reynolds Metals Co. 152-153 
Richards-Wilcox Mfg. Co 2 
Ridge Tool Co., The 122-123 
Rival Mfg. Co. 129 
Roberts Co., The 131 
Royo! Electric Corp. 48 
Rubbermaid, inc. 40 
Rubberset Co. 46-47 
Rust-Oleum Corp. 35 
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S$ 
S-K/Lectrolite Tools 15! 
Sandvik Steel, Inc. 

Saw & Too! Div. 194 
Sheffield Bronze Paint Corp. 49 
Siegler Heater Co. Corp . 174 
Silex Co., The . 
Skil Corp. 160-16! 
Smith & Co., D. B. mb 
Southern Screw Co. .............. 203 
Stanley Works .... .. 24-25, 117 
Star Key & Lock Mfg. Co. 1% 
Supreme Products Corp. 8 | 
Swing-A-Way Mfg. Co. 66 
Swingline, Inc. 63 

T 
Talcott, Inc., James 209 
Taylor Instrument Companies 50 
Taylor Lock Co. 149 
Tec Imports 220 
Temco, Inc. 213 
Thompson, Co.., ag E. A. 188 
Toro Mfg. Company 18, 19-22 | 
Tryon, Co., Edward K. 199 

U 
U-C-Lite Mfg. Co. 130 
Union Fork & Hoe Co. ! 
United States Plywood Corp. 

Industrial Adhesives Div. 13 | 
United States Steel 

Consumer Products Div. 150 
United States Steel 

Cyclone Fence Dept.. Amer 

Steel & Wire Div. 80-81, 156 | 
Utica Drop Forge & Tool Corp. 165 | 
v 
Volkswagen of America, inc. 4) 
w 
Wallace Silversmiths 17 
Washburn Co., The | 
Welcraft Products Co. 173 
Weller Electric Corp. 127 
Werner Co., Inc., R. D. 148 
Western Auto Supply Co. 33 

Westinghouse Electric Corp. 

Lamp Div. 170-171 
White Metal Rolling & Stamp- 

NN MS en, . ie 158 
Whitney Seed Co., Inc. 183 
Wilkenson Mfg. Co. 212 
Wiloco, Inc. 1% 
Wiss & Sons Co., J. 72-73 
Wonder Products Co. 1% | 
Woodhill Chemical Co. 215 | 
Wooster Brush Co. 68-69 

Y 
Yetter Mfg. Co., Inc. 220 | 
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_ Ask your jobber or 


' 
: 


MARKSMAN air pistol shoots all 3 


ALL METAL 
CONSTRUCTION 



















































retail 


95 


compiete* 


weight and feel of a real .45 

powerful + accurate « guaranteed 
*Gift boxed complete 
with BB's, Darts, Wie 
Pellets and Th 
Targets. 



























PELLETS 
For all makes of 
Air Pistols & Rifles. 
Both .22 & .177 Cal. 
in tins of 500 & 200. 


SEE YOUR JOBBER OR WRITE FOR INFORMATION TO: 
MARKSMAN PRODUCTS 

QO) nonron H. ‘HARRIS, INC. 

LOS ANGELES 25. CALIFORNIA 


Dart Game 
and Darts 





Fireball 


Y-8 Slingshot 


Kenberry GADGETS 
ARE PROFITABLE 
Se// Fast, Use Little 


Space 
Display as a family 
gadgets in one 
place on peg boards 
or counter bins for 
fastest self service 
sales. 


Serving Tongs in many 


Deluxe Chromium 


Hangers. 
Potato Bake Rack. 
Broom Clips. Food 

ixers. . Many 
other ga 








ROAST RACK WITH “SAFETY LIFT " HANDLES 
$2.19 R 


JOHN pare = ime 


ONE MONTGOMERY 
BELLEVILLE 9Q, Ay tH 


More than 50 Ken- 
berry GADGETS 


write for list 


enberry GAoGETS 















Send ws, vie Parcel Post, the initial stock and 
display unit of DUN-MOR rural mail box nameplates, con- 


























sisting of: 
25 Doz. asta, 5 Outs Chere-Os 
12 each all others .. 10 $30.00 
2 Doz. Periods 05 1.20 
3 Doz. — pcan i aS 01 36 
1 Doz. meplate Raceway Brackets...........1.50 18.00 
1 No, 1 gm tee SRR GUENNIEE IGE. ck. ccnsatadnncd inuaccsanonece 2.90 
] mep omplete 
12 Letters, 1 rs _ 275 
$55.21 
2 Stock Retaining Trays—No Charge— 
Less 40% ......... $22.08 
Terms 2/10 net 30 F.0.B. Akron 2... 3 
SHIP TO 
5 ADDRESS: 
ciTY: ZONE: ——. STATE: 
a eoRth feonw-S. am. £eon- a. she On © 





46 WN VALLEV ST . AKRON, OHIO 















Teogees New and profitable seller! 
‘Clete RMoO i >>> : ‘ p Suggested retail 


U.S. PATENT NO. 2.709.074 Conede Pot. Pend. Ne. 670,699 


Y - ‘ ; 
- Bee 
WY, it-ysursel, radliatioes " “a SIMPLE TO INSTALL! yo eg space FINS 


| evenly along pipe, align them automati 
Small metal piece on one half FIN fits inte hele in com- 


FOR ALL EXISTING HOT WATER . 4 | ne ag Wt ne Mh ager many over by pliers, FINS are securely 
AND STEAM HEATING SYSTEMS. : _ a... -_ THERMO-FINS wherever additional heat 


hout the expense of radiators, heating experts 
: = plumbers. One = of pia yy one FINS —_ one bt 
: i toot of radiation. Pliers only tool necessary! asy to in- 
gives up to 700% more heat... turns stall, available to fit the fi 


ve pipe sizes used in home 
heating systems. Made of high-grade rust-resistant steel. 


eG Ask your wholesaler for them today or write us for 
existing pipes into radiators in minutes! ad ; 


complete information. 


LANCASTER ENGINEERING COMPANY 
470 Main Street Clinton, Massachusetts 





MARSHALLTOWN TROWEL COMPANY ¢« MARSHALLTOWN, IOWA 














“AMERICA'S MOST ADVANCED EMPIRE LEVELS GOOD RETAILERS STOCK THEM! 


» > 191 
Level Line since 9 10926 West Potter Rood. Milwaukee 13, Wisconsin 



































one set of 4 > Peale 


REGULAR— se beret. acta rr th, oe | TT OD DA SILENCE 
ee : FURNITURE LEVELER-> | bed. Lot h, 


Adjustabie Combina- 
tion Leveler and Glider 
for Uneven and Un- 
steady Furniture. 


SIZES—i"" base, 4 on 
card; 14", 2 on card; 
1'¥%,"", 2 on card. Drive 

3-color box. 12 boxes 


ANG 


RUBBER-CUSHIONED! 
GLIDE 


SOFTLY, SILENTLY, 
SMOOTHLY, OVER 
ALL FLOORING. 


SIZES AND TYPES 
into universal socket = 
in a 3-color d carton. ss 
SIZES: 114", mene ¥%,", %". Ve", %'. or 5/16" hole. inne FOR ALL WOOD OR METAL FURNITURE. 


sy 
AN 


a 
\\ 








Ask your Jobber or write— ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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DIAMOND POINTS 





erosene Ranges and Stoves 


Famous for flavorful cooking and baking, 
BOSS cooking appliances are... 


@ available in a wide choice of styles and sizes—the 
most complete line on the market 


® equipped with famous Top-Speed, Blu-Hot, Prize or 
Azure burners 


priced to fit any budget 


easily installed anywhere with no expensive fuel 
connections needed 


finished in white porcelain or baked enamel, and 


table-top models in decorator-style pastel colors 


Stock the BOSS line . . . sell the BOSS line, leader in smart new 
kerosene ranges, stoves, ovens and heaters. Write for dealer 
literature and details now. 


THE HUENEFELD CO. CINCINNATI 25, OHIO 





ver 


